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Complete Set 


ureka Attachments 


Free to Eureka Purchasers 
Free to Eureka Dealers 


Between Nov.1# and Christmas 0 








$3.00 a Year 
































From November l|st to December 24th, inclusive, a com- To properly support this sensational educational cam- 
plete set of these great attachments, retailing everywhere paign, approximately $210,000 will be expended by 
for $8.50, will be supplied FREE with each Grand Prize the Eureka Vacuum Cleaner Company and its authorized 
Eureka purchased by dealers direct from the factory or dealers during November and December. Never before 
any of its authorized territory distributors. The retail has the electrical cleaner industry witnessed a nation- 
dealer will, in turn, give the attachments FREE to cus- wide sales drive on so tremendous a scale, or one more 
tomers purchasing Eurekas between the two dates set. certain of overwhelming success. 


If you want this kind of backing for your own vacuum 
cleaner sales, lose no time im getting in touch with the 
Eureka Sales Manager for your territory. Wire or write 
the factory for an appointment. 
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EuREKA VACUUM CLEANER Co., Detroit, U.S. A. 
eee, anh % Makers of Electric Vacuum Cleaners since 1909 


Canadian Factory, Kitchener, Ont.; Foreign Branch, 
8 Fisher Street, Holborn, London, W. C. 1, England 
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VACUUM CLEANER 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
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HARDWARE AGE 


Silverware enough ---and to spare 


There was company in the house al- 
ready when a phone call from Plainville 
announced that the Malcolms wished to 
stop on their way home. Of course, 
that meant dinner! Yet she was able 
to say with conviction, “Oh! do; we'll 
be delighted.’” The thought of twelve 
at dinner held no terror for her. Only 
last week she had bought the additional 
half-dozens of knives and forks and 
spoons. Silverware enough and to spare! 


ow many families 




















have enough silverware ? 


The answer to that question should 
suggest increased activity on your 
part. It should mean profit for you. 
The advertising of 1847 Rogers Bros. 
Silverplate has awakened thousands 
of women to the fact that they need 
more silverware and that thev can ob- 
tain it for a reasonable outlay. If you 
will supplement the work done by 


this advertising with an_ energetic 


window campaign, distribution of 
printed matter and perhaps by some 
advertising in your local papers, there 
can be no question that vou will get 
your share of the remarkable increase 
in the silverplate business that has 
marked the last two years. 

For particulars ask your jobber or write 


Sales Promotion Department, Internationa! 
Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


SILVERPLATE 
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T’S profitable to stock 
V.& B. Tools! There 
is a substantial and con- 
stant market for each 
brand—and each item 
has a sturdy quality that 
makes for quick profit- 
able sales. Meet your 
varied demand with V. 
& B. fine tools. Concen- 
trate—it pays! 




















VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(Makers of Fine ‘Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Price of 
cabinet $1.50 


In Pacific Coast 
territory $1.60 
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Lamp Testing Device 


Stock and display 
your flashlight lamps 
the better way 


MANY a flashlight is idle because the lamp eventually burned out. 
These idle flashlights mean lost sales of batteries. Bring them back 
to life with the new Eveready Mazda Flashlight Lamp Counter 
Cabinet. It is an instant reminder of the need for a new bulb. 

Cabinet of steel, lithographed in red, blue and gray. Contains 
simple tester. Holds 100 assorted flashlight lamps. Removable label 
for identifying lamps and prices. Eliminates breakage and disorder, 
and is a silent, ever-ready seller that will increase your sales of lamps, 
flashlights and batteries. 

Ask iit. 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 


EVEREADY 


MAZDA 
FLASHLIGHT LAMPS 
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To wy Fellow Hardware Dealers” 













New Albany, Indiana, has some- 
thing to say about Atkins Silver 
Steel Saws. 


Read the following letter from C. L. Thorn of 
L. Thorn & Sons, New Albany, Indiana. This 


letter won a ten dollar check. 


‘Merchandise, no less than a man, is judged by the company it keeps. We are full line deal- 
ers in the products of— 

The International Harvester Company 

The De Laval Separator Company 

Fairbanks, Morse & Company 

American Steel & Wire Company 

The Detroit White Lead Works 

Armour & Company’s Fertilizers 

Armco Culvert Pipes 


Every one the BEST in its line, in our opinion. 

So, what SAW other than an ATKINS would be at home in such company? 
We absolutely insist that all our merchandise guests be congenial. 

Hence: WE SELL ATKINS SAWS.” 


This would be an exceedingly appropriate time to place a stock order for 
some of the following: 


| Weeds 


No.65 HAND SAW 


ATKINS 
HAND SAW 


SHIP POINT 


FILER 








A wonderful straight back, SHIP POINT The most perfect saw-filing tool ever made. Triple duty because it cuts equally well in 
saw. Atkins famous SILVER STHWEL is With it anyone can file a saw correctly, ripping, cross-cutting or mitering in all kinds 
used for the blade, taper ground, damaskeen bring each tooth to same level and pitch. of timber. Skew back blade of Silver Steel 


polish. Handle of applewood Improved Per- Can be used with good clamp in any Vise. with teeth designed for easy, fast-cutting is 
fection Pattern, which eliminates wrist heavy work. 
strain. 


E. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont- 
BRANCHES: 
Atlanta Memphis _ New Orleans Portland Seattle Paris, France 
Chi.ago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N.S. W. 


“TRINS ALWAYS MAEAD" 111.111.111.111. 
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Says the keen 
Hardware clerk: 
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KESTER Acid-Core SOLDER 


1 ib. cartons—1, 5 and 10 lb. spools \ 
\ 





5 
KESTER METAL MENDER 


10 cans, about \ Ib. each to carton 
109 c ane to case 
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KESTER Rosin-Core SOLDER 


1 Ib. cartons—1. 5 and 101b. spools 
18 inch sticks in 5 Ib. boxes | 








Manufactured by the 


CHICAGOSOLDER COMPANY 
4205 Wrightwood Ave., CHICAGO 





Direct Factory Representatives 

DAVIES-ELY CO. LOUIS]J.ZIESELCO. 

New York City San Francisco 
Boston, Mass. California 


THE FAUCETTE-HUSTON CO. 
Chattanooga, Tenn. 
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KESTER SOLDER 
They Sell Themselves’ 


“YES, Ma’am, you certainly can use 


Kester Metal Mender. It’s so simple, ‘it 
requires only heat.’ Oh no, I wouldn’t start to 
explain how you might solder with the old 
kind; it’s too complicated and uncertain. But 
with Kester Metal Mender you can solder many 
metal things in your home, from roof to cellar. 
And the jobs will be permanent and neat. 


“It’s great how women take to this small 
package of Kester Solder. They’ll pick it up and 
say, ‘Why, here’s something I can use — isn’t 
it?? They buy it with the same confidence as a 
bar of soap—they’re sure of being able to use it. 


“They take pride in their success and as 
they become still more familiar with Kester 
Metal Mender, they see more opportunities for 
its use. Many of these uses have grown so that 
the repeat sales show a real turnover. 


“And on the repeats no sales effort is 


necessary —‘they sell themselves’.” 


December 4, 1924 
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Wife is 


That’s Why 
She Prefers the 
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DEXTER Double Tub 


HE knows the value of time—so why 

should she buy even the speediest of 
single tub washers when she knows that a 
Dexter Double Tub will actually cut wash- 
ing time in two? 

She knows the value of money—so why 
should she pass up an opportunity to buy 
two complete washers for the price of one? 
That’s what she gets when she buys a 
Dexter Double Tub. 

To you as a dealer the Dexter Double 
Tubrepresents ‘‘thelineof leastresistance.”’ 
In competitive demonstration its speed and 


efficiency are too convincing to be ignored 
by the practical American housewife. 


The Dexter Double Tub has plenty of 
power for washing, rinsing and wringing, 
all at the same time. Two lots of clothes 
are washing all of the time, first in warm 
suds, and second in scalding hot suds that 
remove the last trace of dirt. There is no 
water to change during the whole opera- 
tion; not a tub or basket must be moved; 
it is the speediest, most practical washing 
equipment that ever brought joy to the 
heart of a busy woman! 


A post card will bring the details of our attractive sales plan. 


Warehouses at 


Utica 


Fairfield, lowa 


Peoria Columbus Harrisburg 


The Dexter Company .. °° 
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Focus the attention of your 


holiday trade with focused heat 


There is a range that can make December 
a big oil range month 


Derren gp opens the purse- 
‘strings of thousands who keep 
them closed the other eleven months 


Women take advantage of this sea 
sonal liberality to outfit the home 
with long-cherished pieces of kitchen 
equipment. 


They buy ice-boxes, kitchen cabi- 
nets, enameled tables. They buy oil 
ranges. 

Thousands of merchants make De- 
cember a big kitchen equipment 
month. With window displays, ad- 
vertising, model kitchens, etc., they 
attract a great deal of holiday business. 


They find that they can do a sur- 
prisingly large business on oil ranges 
by focusing women’s attention on 
focused heat. 


What is focused heat? 


On the right is a picture of the famous 
Florence Oil Range burner. The enam- 
eled jacket is cut away so you can see the 
flame. This picture illustrates the prin- 
ciple of focused heat. 


Notice the size of the flame. It is not 
a wick flame. It is a kerosene-gas flame. 
The kerosene vaporizes, mixes with air, 
and burns in an intensely hot blue flame. 


The flame travels but a short distance 
before it reaches the cooking utensil. 
‘The heavy enameled jacket keeps the 
heat from going elsewhere than straight 
to the bottom of the pot. The heat is 
focused where it belongs. 


No other high-powered burner focuses 
so much of its heat on the cooking as 
does the Florence. This speeds up cook- 
ing. It saves kerosene. It appeals irresist- 
ibly to the housewife. It is the big rea- 
son why the Florence is the most profit- 
able range to display at Christmas. 


Focused heat known to millions 


Millions of women know of the Florence 
Oil. Range. They have read about it 


since they were girls. 


feature in this kitchen is the Florence. 


During 1925 women everywhere will 
read about focused heat. They will read 
of it in the Saturday Evening Post in full 
pages and double spreads. 


Good Housekeeping, as usual, carries 
an impressive campaign. 


Striking four-color inserts appear in 
farm papers reaching 1,500,000 farm 
families. Many others are also on the 
list, bringing the total coverage to more 
than 3,500,000. ~ 


Newspapers in many sections of the 





Why the Florence is a 
money-maker 
1 — Florence allows a liberal mark-up 
—well above the average. 


2—Florence is the range that most 
perfectly suits women’s requirements. 


3—One of the most widely adver- 
tised ranges. 


4 — Extensive co-operation given to 
merchants and retail salesmen who 
sell it. 











Many merchants do a big kitchen equipment business 
during the holidays. They find that a model kitchen draws 
the crowds. Women come to look. They end by buying. 


Experience proves that the most profitable oil range to 





The cut-away picture below 
shows you how the heat from 
the Florence burner is concen- 
trated where it does the most 
good, on the bottom of the pot 


country will carry frequent insertions. 


The attention of hundreds of the 
women in your community will be fo- 
cused on the Florence. Will you convert 
this attention into sales? 


Many features presented 


The advertising does more than tell the 
story of focused heat. It graphically illus- 
trates the beauty of design of the 
Florence. It tells of the leveling device 
which insures an even flow of oil to each 
burner. It tells of the “baker's arch”’ and 
the patented heat distributor of the 
oven, which keep food from burning on 
the bottom. 
Get our catalog 


Write us for the 1925 Florence Catalog. 
You can easily decide—when you have 
the facts—whether focused heat offers 
you an opportunity for a more profitable 
oil range business. 


Merely tear out the coupon on the 
opposite page and send it to us. 
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ELOW is the famous Florence 

Oven, ‘with the door open so you 
can see the baker's arch. This arch 
distributes the heat evenly over the 
food and insures good baking. The 
patented heat distributor keeps food 
from burning on the bottom. 


The door is equipped with a heat 
indicator that tells at a glance at just 
what temperature the food is baking. 
You can easily regulate the heat to the 
desired degree. 


Merchants everywhere find the 
Florence Oven an easy and a ready 
money-maker. 


The range above is a four-burner gray model, complete with mantel and 
portable oven. This gray trimmed mode! comes in one, two, three, four and 
five burner sizes. At the same cost you can secure the same models trimmed 
in blue enamel. 























B* turning this handle a woman can 

regulate the heat of the Florence 
burners through thirteen different 
stages, from simmering to boiling. 
She doesn’t have to guess how hot 
her fire is when she has a regulator 
like this—one look at the dial and 
she knows. 





























This book tells you how to make 1925 your 
most profitable year in selling oil ranges. It is 
free. Ask the girl who types your letters to fill 
out the coupon and send it to us, and you will 
receive the book by return mail. 







These are the asbestos starting rings or kindlers of the 
Florence. You merely touch a match to them when you 
want to light the burners. These rings are not wicks. 
They don’t char down. They don’t have to be trimmed, 
and they can easily be renewed. 


© 1924, F. 8. Co. 





FLORENCE STOVE COMPANY 











@ 3 | C) Gentlemen: Kindly mail me a copy of your catalog. 
FLORENCE STOVE COMPANY. GARDNER, MASS.US. A. 
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FLORENCE Stove Company, 1011 Park Sq. Bldg., Boston, Mass. 


DIVISION OFFICES: New York, Chicago, Atlanta, New Orleans, Dallas, aonrine 
Denver, Detroit, Cleveland. - 
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TODA Y —in The Saturday Evening Post 
Next Week —in The Country Gentleman 


A Market of 
Three Million Christmas Shoppers 


Look in the Post that comes out today and you'll see 
the full page advertisement we have reproduced here. 
Next week this same big Christmas page will appear in 
colors in The Country Gentleman, reaching another 
great group of folks who are just getting ready to start 
shopping for useful Christmas gifts. 


Notice the real tie-up in this 
advertisement with the Gifts of 
Utility campaign in your store. 
It takes only a couple of minutes 
to dress up your toxed stock of 
Walworth Stillsons with the 
Christmas slip-ons packed in this 
display carton. 














The time is getting short but you 
can still get Christmas Stillsons 
from your jobber. 
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Gihey'll find years of 
daily uscfulness in the 
gift of a ‘> Walworth , 
Sullson go> 







| me all-round wrench tor the 


| todt- hit in his car. Fits all sizes | 

and shapes of nuts, rods and pipes 

Will straighten out mud- guards. 

|) bumpers of almost anything 
eimtinatimeaie . a 


| 
} 
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The Handy Helper in Every Home 


A 10-inch Walworth Stillson will hardlybe out 
o1 1s new Christmas boa before somebody in the 
family will be trotting off with it to fix something. 

Theoretically this handy tool ought to go right 
into the family tool-box. As a matter of fact it’s 
more likely to find itself in the drawer of the 
kitchen table or tucked away in dad’s tool-kit in 
the automobile. 

But wherever a household Stillson goes there 
are always plenty of jobs for it to do—things that 
its trouble-throttling grip can fix quicker and 
better than any other tool. 





me 


Far Household Jobs | 
To fix the clothes wringer, meat 
chopper, sewing or washing ma 





jars and bottles. (A piece of cloth ‘ 
between the} ete prevents marring 
polished surface 


WALWORTH MANU a ACTU — COMPANY 
Boston, Mas 
Pionts at Boston and ll . 
Sales Units and Distributors in Principal C ties of the World 


lt tn nl i i i i ie | 


: When you start Christmas Torys 
? shopping 


Stop in at your hardware dealer's and 





inexpensive and oa practical Christmas presents 





& the store where you buy automobile 
‘ accessories. It's surprising how many 
5 you can buy the 
? You'll find seam Walworth Stillson wrenches in 
¢ all sizes from 6 to 48 inches. The 10-inch household 
size is packed in these good-looking gift boxes, * 
ready to be wrapped up for Christmas. 
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Dialers 
disotevion thie 
new counter car 
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oeiteee wrench if this Diemond wrench, Welworsh 
Alark ien't ow your quality isn't fa 


Wrench Fittings and 
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WALWORTH MANUFACTURING CO., Boston, Mass. 


Buffalo, Chicago, Cleveland, Glasgow, Kewanee, IIll., London, 
New York, Philadelphia, Portland, Ore., Seattle, San Fran- 
cisco. Youngstown, Plants at Boston and Kewanee. 


Walworth International Co., New York, Foreign Representative 





STILLSON 





WALWORTH 
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IS THERE PROFIT ON GYD TAPS? 


Here’s a jobber who said “No!” But when he and our salesman 
went to work and figured up a mixed order just received from one 
of his customers, what did he find? 


The order amounting to $400, of which $50 was for taps, showed 
that after all charges were distributed, the net profit on the taps 
alone exceeded the net profit on the whole of the balance of the 
order. He got busy and instructed his salesmen to push @TD Taps. 


Of what use is volume without profit? Let every 
dealer sharpen his pencil and figure his various 
lines—and begin with taps. 








Pivot 
Point 


« GREENFIELD iap AND E> Oe 


REAMER | THREAD | 




















= 


CORPORATION 
GREENFIELD. MASS., U.S.A. 


Canadian Plant: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 











@TD Screw Plates, Taps, Dies, Reamers, Gages, 
Pipe Tools, Twist Drills, Machine Tools 
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TUBULAR, HOCKEY ond RACING 


THE FINEST EVER MADE 
GREY ENAMEL NICKEL PLATED 


OUTFITS HAVE HIGH GRADE GOODYEAR WELT SHOES 








No. 07 
SEMI-HOCKEY 


STOCK READY FOR ANY EMERGENCY 


MANUFACTURED BY 





TORRINGTON, CONN., U.S. A. 
NEW YORK OFFICE 151 CHAMBERS STREET 


1864 Sixtieth Anniversary 1924 














AGRICULTURAL WRENCHES | 
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‘“‘Immediate 
Recognition”’ 


The Williams “W & B” mark on the wrenches you 
display is mute but convincing sales talk. 
This well advertised line has been successfully meeting 
the demands of screw wrench buyers for many years. Its 

established worth is of long standing. 


“W & B” Agricultural Wrench, with wooden handle, is a 
popular seller—a ygvod tool at moderate price. It is just one 
of three styles of screw wrenches made by “The Wrench People.’ 


Want our Wrench Book? It’s free. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 


“WiB 
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Your grip on 
Automatic Drill 
sales is surest 
when you are 
pushing 


r Pu nch \ 


Registered U. S. Patent Office 


185 


AUTOMATIC 
DRILL 








N othing approaches 
this Drill for perform- 

ance and stamina. No 
other drill has such pleas- 
ing comfortable lines, such 
excellent workmanship, or 
such beautjful lasting finish. 
The preference shown for it is 
no more than deserved. Write us 
and say “Quote on Mr. Punch.” 











GOODELL-PRATT COMPANY 
Sootsmniths 


ok ee er ee MASS. 
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GOODELL- PRATT | 
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housands of hardware mer- | 
_# chants have implicit con- 
fidence in Quikwerk Tools. 
Nothing but good tools could 
hold that confidence. 
For nearest distributor see MacRae’s Blue Book 
The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 
Sledges Picks Mattocks Bars 
Blacksmiths’ Tools Chisels Hoes 
— Woodchoppers’ Teele eueen 
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a display stand without an equal in 
interesting customers and making 
sales ! 


Every person entering a hardware store is interested 
in tools. The powerful, practical display stand here 
shown makes it necessary for all patrons to take a 
good look at 


PRENTISS VISES 


And a good look means a sale because it’s easy for 
anyone to see that there’s no vise that can compare 
with PRENTISS in quality, design, and workman- 
ship, and as this display stand shows the complete 
PRENTISS line, the observer is sure to find just the 


wise he wants. 


No hunting under dark counters for a vise. The vise comes 
to the customer instead of the customer being obliged to go to 
this vse. This means a doubling or tripling of your sales. 


FREE! This display stand, 
phenomenally successful, will 
be loaned without charge on 
receipt of an order _ for 
PRENTISS vises needed to 
fill it. : 


Write your jobber or direct 
to us NOW. 


PRENTISS VISE COMPANY 


Makers of the vise with every improvement 


106-110 Lafayette Street 


New York City 
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USE 


TRIMO 


DISPLAYS 


To Get the Full Benefit of . 
Trimo Prestige and Advertising 








The Trimo Pipe Wrench is endorsed by a 
generation of skilled mechanics and plumb- 
ers. They know its strength and quality. A i epee Oinlee trom your josber or writs 
Trimo Display is a real asset. It identifies Evi hChE ASS iS 
your store as a source of high grade, depend- ee ee 
able goods. 





Trimo national advertising is showing 
millions of home owners, car owners, me- 
chanics and farmers why they need pipe 
wrenches and why it pays to insist on Trimo. 
Trimo window and counter displays enable 
you to cash in on this extensive advertising. 
It reminds the customer that he needs a 
Trimo while he 1s at your store. 


Get a Trimo display stand and counter 
display box. Let them jump your wrench 

The popular 10-inch wood handle Trimo Pipe Wrench 

sales for you without increasing selling ex-——_y,oigInte saci, Taal eit ie i 


pense. Order from your jobber, or direct counter display box and six extra cartons to fill in. 
from us, today. ! . 
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self-supporting " 
metal Display Stand 
—dideal for window or 
counter. Get it free from 


your jobber or write us saying 
os you have the necessary stock of a : 
8” 10” and 14” Trimo Pipe Wrenches or 6”, 8 10” and 12” 
Scuba Wrenches and we'll send it from Roxbury by parcel post at no 
7493 expense to you. 
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Selling an ordinary churn is like 
sawing yourself off the tree with 
one ’possum. You'll find yourself 
on the ground, with only one sale. 


When you sell a Dazey Churn, you smoke out 
a tree full of customers, for every owner of a 
Dazey Churn becomes your salesman. 


When you sell a Dazey Churn, you make a sale 
that starts others. Dazey owners are enthusias- 
tic. Dazey Churns are talked about because they 
make more and better butter, work easier and 
they are something to be proud of. And one 


owner tells another. 


That’s whydealers have sold more than 2,000,000. 
That’s why many thousand more will be sold 
this year. 
Dazey Churns are sold only through 
jobbers and dealers 








Plan now to get your share by writing us for free sales helps, such as finely 
illustrated and colored folders, ea counter and window displays. 
These will help to bigger churn sales and profits. 


DAZEY CHURN & MFG. CO. 
Carter and Wacne Aves. - - - - St. Louis, Mo. 
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You Don’t Sell Sharpit! It Sells Itself! 


Practically every single customer of yours actually needs and is looking for a 
sharpener like Sharpit. It is the only one of its kind and the first one ever made 
that fills the all ‘round needs in a fool-proof way. 


Look it over. Study the illustrations. Recall how many times you have wanted 
a good sharpener around the house or in the work shop, or garage. If you needed 
one that often, how much do your customers need it? ... Sharpit is the answer 


It is different than the ordinary sharpener. The twin sharpening wheels make it so 
it requires no skill to operate—sharpens a straight edge, a beveled edge, even a 
pair of scissors. 

Wherever seen, it sells on sight. Every home, every farm, every shop, every place 
has been waiting for a Sharpit. 


The price is so reasonable that everybody can buy it. All you need to do is to 
place the eye-catching carton on your counter and your sales start. 


Retail Price Only $1.50 


Your profit is 50% on cost. Sharpit is 
packed in small quantities of just six to 
a trial carton, to give you a chance to 
prove to yourself that it is just what 
people want and just what they will buy. 
The color scheme of this carton will 
attract the eye, and the pictures will tell 
the story. No effort on your part — and 
a live, active, quick moving turnover. 


Every part of Sharpit is of the best qual- 
ity —its action is simple, there is nothing 
to get out of order. 


Sharpit is Made by 
the Makers of Dazey Churns 


There isn't a dealer in the country but knows about 
Dazey Churns and their high quality and ready 
sale. The same high quality and perfection of manu- 
facture characterizes Sharz.... Like the Dazey Chum, 
it is sold only through the jobber and dealer, so 
you may order with a feeling of full security and 
protection. 

Sharpit will increase your income this year, so the 
sooner you order this trial package, the sooner your 
profits begin to enlarge. 


‘ Mail This 
ae Trial Coupon Now 
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\ DISPLAY NICHOLSON FILES 


-eand as a GOOD Christmas Gift Suggestion 


present the following idea to your customers--- 


“Give “Dad” and the Boys something that 
they will really appreciate. In their estimation 
the following files will be valued at many 
times the cost.” 


The files that you can display and that will 
serve hundreds of useful purposes in the home, 
garage and garden are--- 
NICHOLSON Tungsten Point File a 
NICHOLSON 8’ Half-Round Bastard File 
. NICHOLSON 8’ Round Bastard File 


NICHOLSON 8’ Mill Bastard File 
NICHOLSON 6’ Slim Taper File 


Display NICHOLSON Files in your Windows, 
on your counter. This is the season that 
you can build PLUS Sales with---Files for 
CHRISTMAS GIFTS. 


soca 
U.S.A. 


\ TRADE MARK! 


NICHOLSON FILE CO. 
Providence, R.1., U. S.A. 


NICHOLSON FILES 


~a File for EVery Purpose 






| 
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THE ORIGINAL STILLSON PATTERN PipE WRENCH-THE ORIGINAL STILLSON PATTERN Pipe WRENCH 


Quality 


MORCO Stillson Wrenches are made of 
high carbon steel. 


The milled bar—distinctive of MORCO 
Stillsons—reinforces the frame and re- 
lieves the rivet of all strain. It also allows 
greater jaw thickness and gripping sur- 
face. 


The jaws of MORCO Stillsons are spe- 
cially heat treated to hold the sharpness 
of the teeth and put extra wear where the 
tear comes. 


Springs are of tested spring steel. The 
frame is a semi-steel casting. Ferrules, 
jaws and end nuts are made from solid 
stock. 


The genuine quality of MORCO Stillson 
Wrenches is guaranteed, and insures sat- 
isfaction to the user and the dealer. 


MORCO 


STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH 
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AYDOLE HAMMERS 


THE WORLD’S STANDARD 





When a dealer knows the hammers he sells are absolutely 
dependable—he doesn’t hesitate to recommend them. 


Maydole Hammers are right in every detail Maydole Hammers are fitted with thoroughly 
} —from head to handle. They are forged seasoned second-growth hickory handles. 


from the highest grade hammer steel obtain- These handles are joined to the heads in the 
able. strongest and most secure manner ever de- 
vised. 


‘ They are hand tempered—each end is tem- ; 
pered separately. The tempering is done by _—‘ This perfect union of head and handle makes 
experts of long and successful experience. for permanent satisfactory service. 





Maydole Hammers are carefully inspected by skilled workmen. Their watchword 
is: “Unless perfect they shall not pass.” Quality considered, they are reasonable 
in price. 


And the demand is already created, because known and used by the majority of 
carpenters and mechanics since 1843. Patterns for every requirement. Keep 
supplied. 


Manufactured by 


THE DAVID MAYDOLE HAMMER COMPANY 


Established in 1843 NORWICH, NEW YORK, U.S. A. Quality Hammers for 81 Years 
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Notice how we have put 
4% inch of sealing wax 
over the head of the zinc 
cup, and around the 
wrapper, instead of 
merely covering it. 


The wrapper or card- 
board jacket is made 
integral with the battery 
itself —It cannot separate 
from the zinc cup. 


These features make 
it impossible to short 
circuit a Yale Mono- 
Cell in a Flashlight. 


FIT ALL STANDARD FLASHLIGHTS 


ALE Mono-Cells are made by an 
organization of 30 years experience 
in the manufacture of Flashlights and 
Batteries—They are made of the finest 
materials obtainable and manufactured 
under a process supervised by experts 
—They do not leave the factory until 
they have passed the most rigid tests 
and inspection. They must do more 
than satisfy. 

Dealers everywhere are now selling 
these better batteries and consuiaers 
are buying more of them. 





YALE DISPLAY 
CABINET 
No. 100 






RITE us concerning the No. 100 display 
cabinet, which has proven to be such 
help to dealers throughout the country. 
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“CHOCK” FULL OF DARK DISPELLING ENERGY 


YALE ELECTRIC CORPORATION 


CHICAGO 


BROOKLYN 


SAN FRANCISCO 










YALE MONO-CELLS 
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You, and you alone, can sell 
your locks and hardware! 


BUT if there is public acceptance 
for the brand you sell, your job is 
easier. 

Good-will for Sargent goods and 
the merchants who sell them is the 
constant aim of Sargent advertis- 
ing. It endeavors to impress upon 
architects, builders and owners 
that finer locks and hardware are 
not made—that the Sargent kinds 
are as artistic, as distinctive and as 
perfect in construction and opera- 
tion as human ingenuity and the 
best of materials can make them. 

We do not say that each adver- 
tisement or series of advertise- 


ments stampedes a crush of buyers 
to your store—but we do say that 
the many years of Sargent adver- 
tising have helped us establish our 
name firmly in the minds of hard- 
ware buyers. 


Because of this the merchant 
who handles the Sargent brand 
usually finds a more receptive 
prospect when he discusses the 
advantages of Sargent Locks and 
Hardware—and he is more apt to 
sell that prospect, whether it be 
simply a night latch for an old 
door or the complete hardware 
specifications for a new building. 


Sargent dealers are provided with free electros, cards, 
folders and every modern merchandising assistance. 
Write for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers 


New Haven, Conn. 


New York: 92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 
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Samson Spot 
Clothes Line 














Samson Trade Mark 


including sash cord, clothes lines, 
masons’ line, shade cord, awning 
line, garden line, ventilator cord, 
dumb waiter rope, etc., also cotton 
twines. 


We recommend the Samson qual- 
ity as the best value where durabil- 
ity and reliability are important. 
When lower priced goods will serve 
the purpose, however, we furnish 
grades which we consider the best 
value of their respective kinds, at 
prices as low as any. 


Samson Spot, Phoenix and 
Sachem sash cords do not contain 
the large or heavily loaded centres 
found in some cords, which in- 
crease the weight and decrease the 
wear. 


Handling well known, uniform 
goods of proven value helps the 
dealer to get and hold profitable 
trade. 


Send for catalogue and samples. 


88 Broad St., Boston 9, Mass. 





Samson Solid Braided Rope 


We Make Braided Cord of All Kinds, Colors 
and Qualities, for All Purposes 











Samson Awning Line 


SAMSON CORDAGE WORKS 
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New York Wire Cloth Co. 


| 342 Madison Ave. New York 


Works: York, Pa. 
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Note under the microscope how 
the fibres of Richardson felt inter- 
lock to catch and bind the asphalt 
into a solid weather-proof armor. 
Billions of these tiny sinews give 





this roll roofing super-endurance 


Why this roll roofing 


Rubbertex is equipped, moreover, with Pyramid 








ing. We will send you information on Lok-Top 


is easier to se 
t You know that it is easy to sell a In addition to having the quality 
i man something that he wants. that makes for repeat business, 
; When your customers buy roll roof- Richardson Rubbertex Roofing is 
ing they want a product that is partly sold to your customers be- 
built to last. That’s just what you fore they enter your store. Per- 
can offer them in Richardson Rub- sistent, concentrated advertising 
_ bertex Roofing. A real story of un- makes them prefer Richardson 
‘ usually strong, durable inner ma- Roofing products. 
terials, plus a better way of laying ‘ 
: makes the selling of Richardson More selling help 
E Rubbertex exceptionally easy. ies, ies: ties: iAiieamaasih Midi During 0 a new and powerful 
. : center pressure evenly on laps. vertising campaign, iarge in 
Why it wears longer They a away with " ouhiiad color, brought an almost eabaiioe- 
; The inner foundation of Richardson nd /eaking able increase in sales to dealers 
zh Rubbertex Roofing is Richardson handling Richardson Roofing. And 
a felt, which has excelled for more than half acentury. they will have the benefits of a 1924 campaign 
Fs And the waterproofing for this sturdy foundation is greater than ever before. 
f Viskalt, unusually durable because it is 99.8% pure Why not share this business in a big way? Write 
: bitumen, especially vacuum-processed. us now for details and samples of Rubbertex Roof- 


Kaps for laying. They do away with buckling on 
laps and flashings, which experienced roofers claim 
is responsible for 90% of all leaks in a prepared 
roofing. Instead of centering the pressure on each 
nail, Pyramid Kaps distribute it evenly and con- 
tinuously along the entire length of the lap to seal 


Shingles and Viskalt Paints and Cements, other 
Richardson products which are making profits for 
hardware dealers. 


CYke RICHARDSON COMPANY 
Dept. 61-G Lockland (Cincinnati), Ohio 
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it against the weather. Chicago 


New Orleans New York City Atlanta Dallas 


RICHARDSON 
RUBBERTEX ROOFING 


© 1924, The Richardson Company 
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HAINS 


Welded and 
Weldless for 


Every Purpose 


Do you realize that there are a hundred and 
one uses for good chain and that you can 
easily profit by the continual demand? 





















Put yourself in the way of a good thing. 
Keep your stock of the well-known “Acco” 
Chains as complete as you keep other staple 
products. 


The chains shown above are four patterns 
of “Acco” weldless general utility chains. 
The patterns are American, Tenso, Lock 
Link and Niagara. “‘Acco’’ Chains are also 
made in welded patterns. 














“es Write for tllustrated literature. 








American Chain Company, Inc. 


BRIDGEPORT, CONNECTICUT 
In Canada: DOMINION CHAIN COMP ANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains for All Purposes and Makers of the Famous Weed Automobile Accessories 
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TIME PAYMENT PLAN 








ASSUTES big pain t volume 


NE feature of the Foy Paint Company’s 
remarkable offer for jobbers and dealers 
is a well developed time payment plan by 
which the home owner can get a paint job 
— labor and paint — on deferred payments. 


This means more volume and more turn- 
over — which the jobber must have to make 
money. He must have a good profit margin 
too, and Foy gives him more than most 
paint companies can. 


The jobber who has been prejudiced against 
paint lines will open his eyes and change his 
mind when he knows what Foy can do for him. 


A time payment plan without risking a cent 
of his own money; a good margin; a little 
lower list price for paint of such high qual- 





ity; a satisfactory margin for the dealer. And 
various helps that are a genuine assistance 
in bringing in the business, including a first 
order allotment that is a wonder for opening 
up new accounts. 


Don’t take on any paint line until you know 
Foy’s proposition. Don’t decide that you 
don’t want a paint line until you get the 
facts. 


This is a real profit making opportunity — 
much better than many of the kines you are 
now selling. 


Write us today for our proposition. Write 
your name and address on this sheet, tear it 
out, and send it in. We’ll do the rest. 


THE FOY PAINT COMPANY 


Cincinnati, Ohio 
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ARDWARE merchants throughout the country have found in 
Jersey Copper Insect Screen Cloth an opportunity for increased 
business and rapid turnover such as seldom occurs. 


There is no better evidence of this than what they themselves say. Here 
are a few extracts chosen at random from hundreds of letters 1n our files: 


‘“’The past season being the first for us 
with Jersey Copper Insect Screen Cloth, 
we are pleased to report that our sales 
increased over that of former seasons 
when we handled other brands.’’— 
American Hardware Stores, Inc.. 


Newarf, A i 3 


The aim of our firm is to sell only 
‘quality’ merchandise and this is the 
reason that for several years we have 
sold only Jersey Copper Insect Screen 
Cloth. We believe it to be the best 
onthe market. ‘This season in spite of 
unusual competition, we have increased 
our sales of this item almost 100% 
over last year’s sales.’’ — AZatlack, Kern 
<> Co., Philadelphia. 


‘“We have sold 50% more Jersey 
Copper Insect Screen Cloth this year 
than we ever did before, at a satisfac- 
tory profit and without any complaint. 
In fact there is an increasing demand 
for Jersey Copper Insect Screen Cloth, 
and this we attribute largely to your 
national advertising.’ — Kolloge Hard- 
ware Co., Milwaukee, Wis. 


iS 4 . 

This vear our sales of copper cloth 
increased over fifty per cent. We ex- 
pect that our next year’s sales of Jersey 
Copper Cloth will be much greater 
than that of the past. Good screen is 
like good shingles ; it always pays to 
buy the best.’ —Wo0d Bros. Co., Santa 
Cruz, Cal. 
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What other merchants are doing you can do. Lay in a stock of Jersey 
Copper Screen Cloth—the cloth which will not rust and has stiffness and 
tensile strength comparable to that of steel—qualities imparted to it 
by aspecial Roebling process. Get your share of the profits in handling 
Jersey—the most widely advertised screen cloth on the market. 


THe New Jersey Wire CLtotu Company 
Main Office: 628 South Broad Street, Trenton, New Jersey 
Offices and Stores: 


Copp 


New York, N. Y., 210 Fulton Street 
Boston, Mass., 93-95 Pearl Street 


Philadelphia, Pa., 223-227 Arch Street 
Columbus, Ohio, 8 East Long Street 


A gencies . 
JOHN A. ROEBLING’S SONS CO. 


Chicago, Ill., 165 West Lake Street 


Atlanta, Ga., Station A 


JOHN A. ROEBLING’S SONS CO. OF CALIFORNIA 


San Francisco, Cal., 624-646 Folsom St. 
Los Angeles, Cal., 216 S. Alameda St. 


Portland, Ore., 487 Lovejoy Street 
Seattle, Wash., 900 First Ave., South 





er Screen Cloth 


e of Copper 99.8% Pure 
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: Why nol give hima good DIETZ Cold Blast lantern for Christmas?” 
“ Now youve said something, Man! its the very thing Funny [never thought of it! ” 
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n S CuHristMas Girts, bright new Dietz Lanterns 
are attractive and always acceptable. Besides, 
they look like and are a lot for the money. 


R E Dietz CoMPANY, NEW YORK 


Largest Makers of Lanterns in the*World—founded 1840 
Output Distributed Exclusively Through the Jobbing Trad 
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Myers New-Way Giant Garage Door Hangers—compare, them with 
others. You will find every feature incorporated in them improves door 
service. And if you look still further, you will find many of these features 
exclusive, used on Myers New-Way Giant only and serving only those who 
depend on them for sales or service. 


Machine turned steel tandem rollers, hard steel roller bearings, large 
steel axles, flexible engine trucks, crank shaped pendant, heavy hasp, vertical 
and lateral adjustable features, afford such a satisfactory solution for sliding 
or folding doors on garages and other buildings that they are rapidly sowing 
the seed for increased business with ample profits for the many dealers who 
already sell them. 


Myers New-Way Giant Garage Door Hangers as well as the other styles 
of Myers Door Hangers for sliding doors on any building are illustrated, 
described and listed in our Door Hanger Catalog, a copy of which, with 
prices and complete information, will be placed in the hands of any dealer 
who may request it. 
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!  “WICKWIRE” FENCING AND NETTINGS 
; (ALL GALVANIZED) 


~ Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 
wn hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W.W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 


WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One ‘ 
H*S eight spaces of one and one-eighth inch mesh at the bottom, graduating —- one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and dk as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp heals to crack the galvanizing. 





f 

na 
2o 

pay 
rv. 


~ ARMS I GES 


HEX NETTINGS 
The Perfect Formed Mesh 


t N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
i most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 


in placing upon the market a Netting of the highest grade. 


we, WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Zine |nsulated 





TRADE MARK 


Fences 


I OA E4 Oe NSULATED AGAINST RUST 
(Uae 40% 0 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWINC THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 
THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 











FENCE ENDURANCE POSSIBLE TOATTAIN BY PRESENT KNOWN METHODS. . 






FENCES ON THE MARKET 
sis Write us for seliing details 
ah ARROW STEEL FENCE POST 
i Has sprung into immediate popularity. Extensively advertised. 
Write us for selling plans and literature. 
Nails, spikes, tacks. 
| W : < a brands Ellwood Glidden 
EE American Clidden 
Sif American Special 
pose, in every form and : 
every finish, ae ey 
Bale Ties. Telephone. Reinforcement. 


ie WIDEST ADVERTISED AND BEST SELLING 
Built like a railroad rail. Remarkable stiffness and durability. 
Barbed_—our celebrated 
Every kind for every pur- woukegan Lyman 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 





AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Cleveland, Pittsburgh, Denver, Dallas 
U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 


Arrow Steel Post 











r 
f 
? . 
i, 
e 
ee 
% 
aoe 
“y 
&, 
y 





e 
Be 
* “V 
e 
aM 
" 
* it 
ca 








"December 4, 1924 HARDWARE AGE 37 





When you sell Rome Copper Utensils 
—what happens? 


from the customer’s standpoint: 


A good utensil goes into the home. Made of ever-enduring copper, 
it is a utensil raised from the commonplace. Its distinction has a 
strong appeal. Long wearing qualities establish its true economy. 
Easily kept beautiful with the care ordinarily given other utensils, 
it is attractive in appearance, whether natural polished finish or 
nickel plated. 
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Each Rome Utensil is an article of value appreciated in the home. 
A ROME TEA KETTLE heats water more quickly—and appears 


homelike as it does its work on the stove. 


ROME TEA AND COFFEE POTS, especially adapted for those 
beverages, brighten and cheer the kitchen and dining room. 


ROME PERCOLATORS have an enviable reputation as makers 
of “A good cup of coffee.’”’ A complete line to satisfy in price, ca- 
pacity and style. Designed to be easily cared for after use, and to 
continue to look well. 


ROME WASH BOILERS made to stand the severest use and 
abuse. Free from dirt catching crevices and corners. 


ROME DIPPERS serve, besides their usual purposes, for ladling 
soup and stews, are handy around the home, and wear well, will not 
rust or easily dent. 
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from the retailer’s standpoint: 


Rome utensils mean quick turnover. STOCK and DISPLAY in 
its variety—tell your sales folks and your customers! Watch what 
happens! Rome Utensils will move. 





ROME MANUFACTURING CO. 
Offices and Factories: ROME,N. Y. 


Branches: 


New York, 342 Madison Ave. Seattle, 302 Pioneer Bidg. 
Boston, 60IndiaSt. San Francisco, 610-614 Wells Fargo Bldg. 


ROME 
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U.S. 
. Poultry 


- Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, vet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 


factors in reaching full cost to the consumer. 

U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 


Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 


as an account opener and trade satisfier. 


Satistied Dissatisfied 
Gustomers Customers 
are an are a 
Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 
Muncie, : : : Indiana 
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What a Radio Department 
Means to Your Store 
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ITH the approach of the radio sea- 
son, hardware dealers everywhere 
are turning their attention to radio as a 
means of adding a handsome sum to their 
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profits throughout the winter months. 

These dealers realize that a radio depart- 
5 ment in their store will benefit them in 
a two ways: 
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1. Increased profits through the incorpor- 
ation of a live growing line of business. 























. 2. Increased sales of other materials to | 
: We are distributors for the ie ee asian vated | 
fe following nationally 
. advertised lines of Radio But these hardware dealers also realize 
E Apparatus and Supplies: the necessity of securing their stock of 
a radio supplies from a wholesale house 
e Freed -Eisemann upon whom they may depend. They must | 
z Radion be able to secure popular, reliable mer- | 
i Thermiodyne chandise — the kind that customers know ; 
f Brandes and demand—at a price which will insure | 
3 Acme a liberal profit for them. They must be 
e Dubilier assured of a source of supply large enough ; 
= Premier to meet all requirements, and of prompt 
e Signal deliveries from this stock. And further- 
y Balkite more they must know that their whole- 
z Erla saler protects them by not selling at retail. 
; Allen-Bradley When you make Harry Alter & Company 
yaa your jobber, you secure all these advan- 
e tages— that is why we number hundreds 
e ~~ of hardware dealers among our customers. 
2 All-America 

Baldwin Our monthly net price catalog, the 
Pacent “POCKETBOOK” will be mailed to any 
, Freshman established dealer who writes for it on his 

a letterhead. It is a complete buying guide 

Raven to radio and electrical supplies. 

Timmons 
Ameo HARRY ALTER & CO. 
Wholesale Electrical and Radio Supplies 
Ogden and Carroll Avenues « Chicago 

: 
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for her “DADDY’S CHRISTMAS PRESENT” ------------------0-~- 








THIS IS A FACSIMILE OF A 
BONA FIDE LETTER AND 
ORDER JUST RECEIVED. |] 


Are You This Daddy? 


IS THIS LITTLE “HARDWARE MISS” 
YOUR DAUGHTER? HER LOVE AND 
THOUGHTFULNESS WILL 
MEAN A TRULY MERRY 
CHRISTMAS FOR DAD! 





























From any standpoint a choice and much 
appreciated Christmas gift is made in giv- 
ing a good book. Yet it is not so simple 
a matter to choose as a gift a book that 
can be called “good.” A book that is 
“good” is one that has for its reader a 


> message, a fount of pleasure, a source of re- 
- laxation, a channel for growth and, best 


of all, an intimate appeal to the reader's own 


‘human experiences. For everyone of the 


men who are associated with the hardware 
business there is such a “good” book. This 


: book is ideal as a Christmas Gift. 


Do not trouble over discovering what for 
a Christmas gift! Know right now that the 


_choice Christmas gift you wish to make as 


Employer to Employees 
Friend to Friends 
Business Associate to Business Associate 


$3.00 per PUBLISHED BY HARDWARE 
AGE, 239 WEST 39th ST., FOR 
copy NEW YORK, NEW YORK IMMEDIATE 





OF COURSE, THE LITTLE 
LADY DOESN’T WANT DAD 
TO SUSPECT, SO WE HAVE 


COVERED HER 


The Family to Dad 
The Salesman to his Customers 
etcetera, 

is ideally at hand in the greatest hardware 
story ever written, or probably ever to be 
written. A book, copies of which hundreds 
of hardware men have and are buying. 
Give this Christmas copies of Saunders Nor- 
vell’s “Forty Years of Hardware.” 

This chronicle of forty developing years 
of business history is illustrated with fine 
sketches of events and scenes, as well as 
photographs of men we all admire for their 
achievements. 

Such a book as this must be bound for 
long use and be attractive to measure up 
to its prominent place in your library. It 
is in a fine cloth binding. 


ORDER AT ONCE 


DELIVERY 





NAME 





Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 
coach days to Pullmans. The rise 
of great business houses, and 
the passing of men who have 
made hardware history have been 
personal experiences in his life. 
In a _ forceful, yet intensely 

Zz r. Norvel has 
woven into this story thrills, 
romance, the descriptive power 
of a great novel and a fund of 
fine hardware merchandising prin- 
ciples. It is a human story of 
a very human individual and a 
chronicle of 40 developing years 
of the Hardware Trade. 
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What magazine is grow- 
ing most rapidly in pop- 
ularity in YOUR town? 


It is Liberty, the 5c Weekly for 
Everybody ! 

Last, May 500,000 people paid 
cash for it — 

Now 700,000 buy it every week 
and — | 
1,000,000 will be buying it in 
1925! 





You, as a merchant, can profit by Liberty’s ever growing 
popularity because Liberty has become a powerful force 
for sales in your community. 


Each week, in your town, Liberty’s merchandising organ- 
ization, of periodical wholesalers, newsstands and boy 
salesmen aggressively sell Liberty to the people who buy 
from you. They work for you by carrying to your cus- 
tomer advertisements of the things you sell. 


When a manufacturer advertises a commodity in Liberty 
that YOU handle, he is giving you the best LOCAL 


selling assistance possible. 


Watch Liberty every week as your current index of what 
people want and a guide to what you can sell most 
profitably. 


Libert 


cA Weekly for Everybody 


Fiction - Articles - Advertising - News-Pictures - Fashions - Patterns - Sports 
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“Table ~ Talker 


The horn of ‘the Jable- 
Talker is matched to the 
unit. No wy sounds/ 


















Just clear, mellow, 
true tone-all the time. 


oD —~P dgeg~goe?goV? P— YG YQ JY OY 
KEKE KAMA 


Sell Zable-Talkers 
by their Tone/ 


























aay Type 
Matec tche “+d an 


$9: Al 





1) 'y 
py. 
; Superior 8 
Matched Tone 
Headset 


4 $7 in Canada 























December 4, 1924 HARDWARE AGE 43 





on Morrow = 
atkSkin ~ 
MELODY ps : 











x bE a eg WEE ER OMe Box Pa eae eee Re aren pg RS. os 
ag PE eA 4 Ne ~~ ‘ PAs Fala ae aa es ey" pis SS Ta Te ere ty y 
; MES ‘ 5 és ; : bt So OS Breer hecat he EA Or REI LES 





Progressive Charlotte is an Eveready Town 


“EVEREADY HEADQUARTERS—free | trick of selling 200 Eveready “B” 
testing service—come in and get | Batteries in a week. 

the right battery for every radio Ask Mr. R. F. Ferguson, vice- 
use.” Thus the Inter- president of the Interstate 
Radio Cerporation. He 
will tell you that Ever- 














Shy 


| =a 


: state Radio Corporation, rt 
; Charlotte, N. C., has vy 

| advertised and grown. mint 
It has recognized the ae 
value of attractive win- of that Eveready trade ser- 
; dow displays. Charlotte gu vice means dealer satis- 
has about 50,000 popula- faction, and that Ever- 
; tion and a number of active radio | eady national advertising makes 

shops. This one shop turned the | selling easier. 


® 


eady quality batteries 


Be 


mean satisfied customers, 














x 








Eveready Radio Batteries are manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 


Headquarters for Radio Battery Information 
New York San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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PARAGON FOUR 


°6 5-00 


Four tubes. Single dial 
control. Range almost un- 
limited for clear, loud- 
speaker reception. New 
Paradyne non - radiating 
circuit. Mahogany case, 
21 inches long. 





PARAGON THREE 


48°° 


Three tubes. Single dial 
control. Loudspeaker 
volume over surprising 
range. Mahogany case, 17 
inches long. 
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Doubles 
its selling 


field 


ARAGON Receivers have al- 

ways had a strong selling ap- 
peal for the radio fan—for the 
people who know sets and who 
know radio values and are willing 
to pay for such values. 

The new Paragon line still ap- 
peals to these people, but adds also 
the wide field of set buyers who are 
influenced by price. 

Dealers in radio everywhere tell 
us the new Paragon Four is the 
biggest value they have seen. Re- 
tailing at $65, it gives the pur- 
chaser a good-looking, finely con- 
structed, four-tube set employing 
the new Paradyne non-radiating 
circuit, giving clear, strong loud- 
speaker reception over practically 
unlimited range. They can’t ask 
more than this of sets costing three 
times as much and requiring more 
tubes and greater battery power. 

Backing this new receiver is a 
complete line carrying Paragon 
quality into the three-tube and two- 
tube fields. If your jobber is not 
yet showing these new sets, get in 
touch with us at once and take ad- 
vantage of the big advertising drive 
that is putting Paragon over na- 
tionally. 


ADAMS MORGAN CO., INc. 
11 Alvin Ave., 
Upper Montclair, N. J. 
Makers Since 1915 of Record- 


holding Radio Receivers 











Look for the RedTriangle 








PARAGON TWO 


i at hee 


Two tubes. Single dial 
control. Loudspeaker 
volume over moderate 
range. Mahogany case, I! 
inches long. 
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When you place 
McKinney Hinges and 
other makes side by 
side, the fine work- 
manship of McKinney 
is outstanding. 





McKinney MANuFACTURING COMPANY ' 
PITTSBURGH PENNSYLVANIA 
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LOQUENCE, to the Arabs, is an accomplishment of great merit. They continually 
employ proverbs, poetical quotations and rhetorical flourishes in conversation. But 
they enjoy eloquence most while they are engaged in buying and selling. 

No matter how simple and staple the article may be, fifteen minutes is the smallest 
amount of time that is given to a transaction. And then it has been greatly hurried! 

Just imagine if we had to bargain for fifteen minutes over everything we bought! Yet not 
so very long ago, every purchase was a matter of bargaining. But thanks to modern business 
methods, brought about by advertising and the trade press, it is no longer so today. 

We sometimes forget how important advertising is, and the important part that is played in 
the modern business world by the trade papers. If advertising had achieved nothing more than 
to do away with bargaining it would be a boon to mankind. But it does more. It puts purchas- 
ing on a business basis. It protects you to a large extent against fraud and inferiority. It tells 
you things you would be unable to find out without correspondence. 

And the trade press keeps you informed about the technical things you need to know. It gives 
you news and information that you could not get in any other way. Think this over, and then 
look at this paper and its contents with new eyes. 
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Nail Pricing by Card 





December 4, 1924 


Advance Questioned 


Is the System of Pricing Nails at So Much a Keg for Base 
Sizes Plus an Advance for Smaller Sizes Correct? 








“For some time,” says Mr. Cockriel, in a letter accompanying the following 
article, ‘“‘we have been thinking that the system of pricing Nails by a Card 
Advance is not the best way. We are giving you another letter that we would 
be glad for you to publish and also would like to have ideas from other jobbers 
and retail merchants as to what their opinion of this matter would be.” 

This is an important subject and we should be glad to have your opinion. 








same percentage of profit on a small Nail as 

he would on a 20d or larger. Under the present 
system this is not the case. If a merchant buys a 
keg of 2d Nails, it will cost him $1.45 over the base 
price. We will suppose that Nails are worth $3.25 
base. This would make a keg of 2d Nails cost $4.70. 
We will suppose that this merchant who is paying 
$3.25 for a keg of 20d Nails adds 50c. to the cost for 
a selling price, he would sell a keg of 20’s at $3.75 
making 50c. per keg. Were he to sell a keg of 2d 
Nails, they cost him $1.45 more than the 20’s and he 
would only make 50c. In other words, he would have 
$1.45 invested on which he would not make any profit. 
We think he should have a profit on the $1.45, the 
same as on the base price. There are several ways 
this could be done. Brads, Screws, Fencing, Bale Ties 
and dozens of other articles of Wire products are sold 
on a list price less discounts. Nails could be sold this 


\ ‘ 7E think a jobber or dealer should make the 


way the same as other wire products or there could be 
a certain percentage figured out on the various ad- 
vances that are now being used and give to the jobber 
or dealer. 

He is just as much entitled to a profit on these 
extras as he is on the regular base sizes. We have 
just looked over an invoice for a car of Nails and 
other wire products and find that the entire cost of 
the Nails in this car was $914.75. Upon figuring out 


the advances, we find that the advance over base in 


this car of Nails amounted to $100.40. This $100.40 
bears not a penny of profit as under the present sys- 
tem of pricing nails, we are adding only the Card 
extras and the manufacturers are charging us card 
extras, therefore we believe the system of pricing 
Nails in this manner is wrong. 
(Signed) J. EVERETT COCKRIEL, 
Guenther Hardware Company, 
Owensboro, Ky. 
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“AcKnowledgment of Order” 
Form Causes Confusion 


Mr. LLEW E. SOULE, Editor, 
HARDWARE AGE, 
New York City. 


Dear MR. SOULE: 


We have lately run across several manufacturers 
who use a form for acknowledgment of orders that is 
identical with their invoices, except that it states 
“Acknowledgment of order.” Inasmuch as the form 
is the same as that used for invoices, it frequently 
happens that the acknowledgment is checked on stock 
order book as an invoice; it goes to the receiving de- 
partment, and finally the report comes back that the 
goods have not been received. It is then discovered 
that it is not an invoice. We have had these acknowl- 
edgments come in covering shipments direct to 


customers, and have charged the goods to customers 
thinking shipment had been made. Why not eliminate 
the possibilities of errors as much as possible, by hav- 
ing these forms different in type of print, or color? 
Another source of bother that has increused of late 
is the tendency to find some out of the way place to 
put the date on an invoice. Two of our largest fac- 
tories for a while actually omitted the date altogether. 
Why not make it easy for your customers to pay 
their bills promptly by adopting a uniform place for 
the date of an invoice? A good place and the one 
most in use is the upper right hand corner, and this 
is where most people look for it. 
(Signed) GEORGE TOLLEY, 
Underhill, Clinch & Co., 
New York City. 
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667 HE hardware store is the 
I most logical place in town 

to handle a full line of 
automobile accessories.” F. I. Eddy, 
manager of the automobile accessory 
department of the Lilly Hardware 
Co., Indianapolis, makes this state- 
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By Maxwell Droke 


ment, and he speaks from seven 
years of practical experience in 
building up the Lilly accessory de- 
partment. 

“The hardware store carries oils, 
paints, varnishes and enamels, not 
to mention such things as _ tools, 
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This and the above illustration give a fair idea of the accessories department of the Lilly Hardware Co., Indian- 
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ow Eddy Built Up His Auto 
Accessories Sales Curve 





hoists, nuts, bolts, etc.—items that 
every motorist needs from time to 
time. The added expense of an ac- 
cessory department represents a 
small investment when compared 
with the potential profit to be made 
from such a department.” 
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apolis, Ind. This company has found that accessories are not only very profitable in themselves but act as leaders 


for sales in other departments 
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Too many hardware men enter- 
tain the notion that an “accessory 
department” consists of half a dozen 
shelves and a counter, all heaped 
high with a helter-skelter collection 
of more or less useful automobile 
equipment—a department that can 
be left to shift for itself, with no 
one paying much attention to either 
the buying or the selling. And that, 
perhaps, is the reason you so fre- 
quently hear the comment that “Ac- 
cessories don’t pay.” 

But Mr. Eddy has some different 
ideas, and that is why he has been 
able to build up a department which 
does an amazing volume of business 
and requires the services of four 
men besides the department man- 
ager. 

“An automobile accessory depart- 
ment,” he declares, “demands just 
as much time, effort and intelligent 
thought as any other department of 
a hardware store—and, properly 
managed, it will bring in profits that 
will compare favorably with the re- 
turns from any other line. 

“Here at Lilly’s,’” Mr. Eddy con- 
tinued, “we believe in thoroughly 
merchandising our goods, not sim- 
ply handing out whatever a stray 
customer may happen to ask for. 
Our men are trained to use the 
science of suggestion in their daily 
sales work.” 

And one has only to watch these 
Lilly aceessory men at work to be 
convinced of the abundant truth of 
this assertion. 

Here comes an excited customer 
now. Let’s step aside for a moment 
and see just what treatment he re- 
ceives. 

Of one thing we may be sure: the 
customer will not be greeted with 
the customary inane “Something for 
you today?” The salesman takes 
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for granted that the customer wants 
something, or he wouldn’t be there. 
“My blamed Ford is chattering 
like a magpie,” the customer de- 
clares emphatically. “Give me a 
gallon of oil to stop the racket.” 
Now, the salesman knows that a 
chattering car is a real annoyance. 











“Here at Lilly’s’’ 


“We believe in thoroughly 
merchandising,” says Mr. 
Eddy, “not simply handing out 
whatever a stray customer may 
happen to ask for. Our men 
are trained in the science of 
suggestive salesmanship.” 








He also knows that oil is merely a 
temporary measure. Having pro- 
cured the oil, he tactfully suggests 
that the customer get to the real 
heart of the trouble by installing 
new. transmission lining. The cus- 
tomer decides that this would be a 
good investment, and a second sale is 
made. Then the salesman brings 
out a handy little oiler—a patented 
device that drops oil directly on the 
bands, as needed. And this results 
in a third sale. Thus the store has 
disposed of a total of $7.50 worth 
of merchandise to a man who simply 
wanted a gallon of oil. 
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And, what is more important, the 
accessory department has made a 
real friend. The additional sales 
were made in such a natural, unob- 
trusive manner that the customer 
doesn’t realize he has been sold any- 
thing. He goes away with the firm 
conviction that he has bought the 
merchandise that exactly meets his 
needs. 

Salesmen exercise great care in 
suggesting related merchandise 
items. Goods are never “thrown at 
the customer’s head,” so to speak. 
It is simply a case of showing goods 
that the customer may, and probably 
does, need and then “letting nature 
take its course.” When a customer 
asks for a lamp bulb, the salesman 
suggests a lamp kit, and shows him 
the assortment designed for his 
make of car. In this way a great 
many kits are sold. 

If a man comes in for a tool to 
work on his engine, it is likely that 
he needs gaskets, or rings, or shellac. 

Here is another example of the 


way the Lilly plan works out: A 


customer comes in for some top 
dressing. This means, obviously, 
that his car has a leaky top. A 
leaky top usually results in dam- 
aging the inside lining. What more 
natural than that the alert salesman 
should suggest—and sell—a package 
of lining dye? Following this line 
of reason a bit farther, isn’t it prob- 
able. that the upholstery has also 
been injured? . The salesman dem- 
onstrates a special dye for renewing 
this portion of the car—and scores 
another sale. 

And speaking of demonstrating— 
Mr. Eddy and his associates cer- 
tainly believe in it. Special fixtures 
have been installed in the depart- 
ment which makes it possible to 
demonstrate accessories. 








How Is Your Town Meeting the Peddling Evil? © 


Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 

New York City, 
Gentlemen : 


NOVEMBER, 19, 1924. 


Have just read your article “The Glorified Peddler” and know that what you say is true. 


We are working on this problem in our town. 


Can you help us? What are other towns doing? 


Is there any way or law by which we can stop it? Any help or information that you can give me 
will be appreciated not only by us but by every merchant in town. 





Very truly yours, 


W. A. PARK, 
Mill Street, 
Orono, Me. 




















December 4, 1924 





HARDWARE AGE | 51 





The High Cost of Peddling 


If the peddler wins the merchant must go, and the public must support 
the thousands of canvassers required to take his place 


EDDLING does not belong to the established 
order of merchandise distribution. As a general 
system it is economically unsound. It places too 

heavy a burden on the consumer and the community. 


The average house-to-house canvasser sells but a 
single item or line of merchandise. The entire expense 
of his visit to a community, plus the costs of manu- 
facturing, packing and shipping, with an added profit 
to himself and the manufacturer, must be paid from 
his sales of that one line or item in that community. 


Consider the vast number of articles needed in an 
ordinary community. The average hardware mer- 
chant alone carries approximately 6000 items in his 
stock. The grocer, the dry goods man, the druggist, 
the clothier, the shoe dealer and the other local mer- 
chants each carry thousands of items. 


If each separate item or line were to be sold only 
through house-to-house canvassers, it would require 
at least a thousand peddlers to serve the average com- 
munity. Each of these peddlers would have to make 
from one to a hundred visits each year. 


Can any intelligent human being figure how it 
would be more economical for a community to pay the 
expenses and salaries of a thousand peddlers, rather 
than allow a reasonable profit to a few local merchants? 
The problem becomes still more difficult when con- 
sideration is given to the thousands of dollars in local 
taxes paid by the merchants, as against none by the 
peddler. The difference in taxes would certainly have 
to be added to the cost of the peddled merchandise. 


The above arguments deal only with the “dollars and 
cents” part of the peddling menace. They do not take 








into consideration the added costs to the general public 
measured in terms of comfort, convenience and pleas- 
ure. 

Should peddling become the accepted general system 
of distribution the farmer would have to travel from 
door to door selling his eggs, milk, butter and garden 
produce. The mechanic would be forced to quit work 
until some peddler came along selling the particular 
tool needed to complete the job at hand. The sick man 
would be compelled to suffer until the peddler brought 
him his medical supplies and accessories. The crops 
would stand in the fields until a canvasser dropped in 
with repairs for the reaper or mower. The women 
would have to: wear their old clothes until the shirt 
waist or silk stocking peddler made his rounds. The 
family meals would be limited to such foods as peddlers 
brought to the door. Meanwhile peddlers would take 
up most of the housewife’s time, leaving little for her 
family, her friends and her personal pleasure. 

“Coming events cast their shadows before.” Not 
many years ago women’s suffrage and prohibition were 
considered mere butts for jokes. Today they hold an 
established place in our government. A few years ago 
peddlers were few and far between. Today hundreds 
of manufacturers and distributors are selling their 
lines wholly or in part through canvassers. Each 
claims a steady growing business, 

It is up to you Mr. Retailer, Mr. Wholesaler and 
Mr. Legitimate Manufacturer to say whether or not 
peddling is to become the future general and estab- 
lished method of merchandise distribution. 

If it does—what is to become of you and your 
business ? 
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THE ALLIANCE HARDWARE Co. 
MATERIAL CHARGE SHEET 


Date ed /Q, wr 
Qin 














Slips used in making charges. 
The workman’s card, “A” gives 
the data for time charges and the 
slip “B” shows how much ma- 
terial was used. 
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Hardware “Tin Shop” Doesa 





Business of $40,000 a Year 





Sheet Metal Department, started 20 years ago 
by Alliance Hdw. Co., occupies entire 5th floor 
and is busy all year ‘round 


one of the most profitable sec- 

tions of a retail hardware 
store, J. Y. Gamble tells us. His 
experience as foreman in charge of 
the tin shop of the Alliance Hard- 
ware Co., Alliance, Ohio, extends 
back 18 years. The store has had 
such a department for 20 years. Mr. 
Gamble enthusiastically recommends 
that other hardware men develop this 
branch of the hardware business, 
even in the smali town where only a 
one-man shop would be advisable. 
Gamble has found that a tin shop 
connected with a reputable hardware 
house can be run with less overhead, 
less loss on bad accounts. It can 
also have better credit arrangements 
and will have the opportunity to 
create a bigger volume of business 
through the affiliation. 

The Alliance Hardware Co.’s tin 
shop employs from seven to fifteen 
men, depending upon business re- 
quirements. Seven men is the mini- 
mum in this department. There will 
always be plenty of inside work to be 
done at the shop on rainy days, cold 
days and when outside work may be 
running light. Gamble has found 
April to December his most active 


SHEET metal shop can be made 


outside work months. From Janu- 
ary to March his men make up spe- 
cial elbows, casings, spouting, fur- 
nace parts, ceiling boxes, special size 








Investment . 


SHEET metal depart- 

ment, says Mr. Gamble, 
may be installed at a cost of 
$1,500. With this money he 
suggests buying: 


1. One set of rolls. 

. One square shear. 

. One folder. 

. One gutter beader. 

. One boring machine. 
One turning machine. 
Set of hand tools. 

. Solder and pot. 

. Snips. 

brake is also desirable 
but not necessary at the start. 
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tanks and trays as needed by farm- 
ers and local manufacturers. 
Furnace work is the biggest item 
with this shop. All kinds of roofing 
and ventilator work is handled, as 


well as special orders for which the 
customer furnishes blue prints. 

The entire fifth floor is devoted to 
the sheet metal shop. Being the top 
floor, there is plenty of light from 
side windows and roof skylights. 
This has been found much better 
than having the shop in the rear or 
in the basement. The noise of the 
shop cannot be heard on the main 
sales floor. An automatic elevator 
takes customers to the shop when 
necessary. Usually, however, the 
customer is invited to wait in the 
office and Mr. Gamble is summoned 
by a special house phone. The sales 
and office force have been schooled in 
the fundamentals of the tin shop 
work and are qualified to take down 
notes and instructions when Gamble 
may be out on a job. 

A furnace display on the fourth 
floor is a part of this section. Here 
the house has set up several types of 
furnaces, with and without casings, 
so that the prospective buyer can get 
a complete idea of the heating plant 
he purchases. 

The approximate annual volume of 
business runs between $30,000 to 
$40,000 for the shop. The high peak 
year business amounted to $48,000. 
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Gamble suggests that the tin shop 
staif have as many technical men as 
possible. He says one technical must 
be available. Usually, he is the fore- 
man where two or more men are on 
the staff. Mr. Gamble is an officer 
of the company and it is his belief 
that the non-technical hardwareman 
could well afford to take in an ex- 
perienced technical sheet metal man 
as a member of the firm. With the 
foreman financially interested in the 
entire business you have the surety 
of his loyalty and enthusiastic inter- 
est at all times. 

The technical man is needed to cut 
patterns, design equipment and work 
out sets of blue prints for approval 
of the customer who knows only the 
use of the equipment he wishes to 
have made. Gamble and three of his 
regular men can cut patterns. Two 
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One set of rolls. 

One square shear. 

One folder. 

One gutter beader. 

One groove machine. 

One boring machine. 

One turning machine. 

Set of hand tools. 

Solder and pots. 

Snips. 

A brake is also desirable but not 
absolutely necessary in the small 
shop in the beginning. 

Another advantage of the tie-up 
of tin shop and hardware store lies 
in the fact that the hardware store 
has no*union hours, and is usually 
open at nights, early in the morning, 
and all day Saturday—as well as 
fairly late Saturday night. Work 
on farms and private homes is 
usually acquired evenings or Satur- 
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are made up in spare time or in bad 
weather. In quoting for furnaces 
he will offer two methods—price in- 
stalled or price of furnace plus labor 
and materials needed. 

With twenty years’ reputation for 
the company’s tinshop, written esti- 
mates and contracts are not always 
required. In doubtful cases Mr. 
Gamble secures a written order or 
makes a contract out in duplicate 
on the firm’s letterhead, has it prop- 
erly signed and witnessed. 

On roofing jobs the most desirable 
estimate or contract has been found 
on a flat area basis of so much per 
square foot. Where necessary or de- 
sirable a contract is drawn on the 
entire job. 

Material stocks are checked con- 
tinually. On rainy days an inven- 
tory 1s made of material on hand and 





A view in the well-equipped “tin shop” of the Alliance Hardware Co., which does a business of about $40,000 a year 


others are taking correspondence 
courses in sheet metal pattern cut- 
ting. He encourages all of his men 
to avail themselves of the school by 
maii method. 

The Alliance Hardware Co. shop 
cuts all of its own patterns, numbers 
them and files them with a card in- 
dex to identify any one needed at a 
later date. Mr. Gamble estimates his 
current investment to be about 
$3,000, but says it is possible for a 
dealer to make a fine start with a 
$1,500 investment. With this money 
he suggests buying: 


day afternoons. The store force 
takes as many orders as _ possible. 
This leaves Gamble and his crew free 
to put their time in on the actual 
mechanical work. <A business sec- 
tion is necessary to any outfit. The 
store office force supplies this need. 

Mr. Gamble sells and installs from 
fifty to sixty furnaces a year, in ad- 
dition to his regular sheet metal 
work. His highest annual sales 
amounted to 125 furnaces sold one 
summer and fall. Gamble always 
suggests humidifiers for each room 
and usually gets the order. These 


orders given for replacement. Fur- 
nace pipe, filler and spouting elbows 
are checked regularly so that the 
stock will not run too low. 

Material is charged by weight and 
labor is charged by time. On spe- 
cial jobs Gamble avoids estimates 
and contracts, preferring to charge 
for material and time. 

This firm has experienced no labor 
trouble in twenty years. It is the 
personal observation of Mr. Gamble 
that a square deal begets one and 
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“The bigger the man and the more 
important his position, the easier it 
is to see him. Men who complain 
about ‘not having time’ usually 
never have time to be successful.” 




















Men Who “Haven't Time” 


By Charles Downes 


president of a large wholesale hardware house. 

He is a busy man directing the activities of a 
business of such proportion that the proper use of 
time is a matter of vital importance. I arrived at his 
office shortly after 10 o’clock one morning. He was 
still busy with his correspondence. I sent in my card 
and in less than two minutes afterward I was ushered 
into his private office by the stenographer to whom he 
had been dictating. 

I naturally said that I didn’t want to interrupt him 
in the way I had. I had no intentions of imposing on 
his time, and as a matter of fact, the only business | 
had in mind at the moment was to introduce myself 
and make his acquaintance, which I said would be 
equally agreeable to me at another time when he 
would be more at leisure. 

He simply smiled and then insisted that I take off 
my overcoat and sit down in an easy chair and make 
myself thoroughly at home. I said something about 
his time being too valuable to allow me to take more 
than a few minutes of it. And in reply he said some- 
thing I have always remembered. It wag this: 

“My business is to see people and to make them 
feel that they are welcome so that they will come again. 
' couldn’t afford not to see men who come to this office. 
{f I ever refused to see a man who had taken the 


FEW years ago I visited for the first time the 


time and the trouble to come to see me, I wouldn’t 
be able to do anything all the rest of the day, because 
I would think that I had possibly turned away some- 
body who had information for me, ideas that I could 
use, a friend, perhaps, that I could be of service to or 
who might be of service to me. No, indeed, everybody 
who comes here brings something worth while, and 
it’s my job to find out what it is.” 

I have never forgotten that. Since then it has 
been part of my work and pleasure to interview men 
in all walks of life. And I have invariably found 
that the bigger the man and the more important his 
position the easier it has been to seen him, and to 
get him to talk. 

The reason why I have related this incident is be- 
cause I recently had an experience just the opposite, 
which is also worth mentioning. 

A few days ago I visited a hardware store in a 
large Western city. The store is fairly prepossessing 
but not particularly well known, although it is on a 
business thoroughfare that is known from coast to 
coast. I do not mention the name of the city nor 
that of the firm because my experience in the West 
has been so uniformly pleasant and the majority of 
Western hardware men with whom I have come in 
contact have been so friendly and cordial, that I do 
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not want to imply that my experience in this particu- 
lar was in any way unusual. I mention it because it is 
the exception that probably proves the rule. 


I went into the store and stated my business with 
a request to see the manager. A clerk told me to 
see Mr. R. on the balcony. Mr. R. was short, stout, 
self-important and surly. I told him who I was, that 
I was there to be of any service to him that I could 
and, incidentally that I would appreciate his cooper- 
ation in getting information for a few stories about 
the merchandising policies and methods of the firm 
that had made the conduct of the business successful. 


“We haven’t any time for anything like that,” he 
said. : 

I explained the purpose we had in publishing 
stories from different parts of the country and stated 
that the business press is the clearing house of in- 
formation for the hardware trade and by general ex- 
change of information everybody benefits. Further- 
more, I said, the manufacturers and jobbers from 
whom you buy like to hear how you are handling their 
lines, and what your experience with them has been. 

“No, we haven’t time for anything like that. I 
can’t see where it would do us any particular good,” 
he said. 

“It won’t do you any particular harm, either,” I re- 
plied. 

“No, perhaps not. But we’re only interested in at- 
tracting customers. What good will it do us to have 
other hardware dealers know what we do? We don’t 
want to give any information to our competitors.” 

“Will you let me ask you three or four questions?” 

“All right, go ahead.” 

“Do you advertise in the newspapers?” 

“No.” 

“Do you belong to the State Hardware Associa- 
tion?” 

“Vas,” 
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“How many of the trade papers do you take?” 

“We used to take a couple but we don’t get time to 
read them.” 

“You’ve quite a stock of electrical goods here, how 
much of a stock do you carry, approximately?” 

“T don’t know.” 

“What sort of a turnover can you get on that line 
here ?”’ 

“I don’t know. We haven’t got time to bother with 
all those things.” 

There weren’t any customers in the store, and 
there were no salesmen waiting to see Mr. R. or 
anybody else as far as I could observe, so I began 
to wonder why he placed such a high value on his 
time. 

“Well,” I said, “I won’t impose on you any longer. 
But if you have no objections I'll come in again later 
on when you may be able to give me a few minutes 
of time and a little information without too much 
inconvenience.” 

Of course the man doesn’t want to see me again, 
and I have no particular desire to see him. Life is 
too short to bother with people like that and there 
are too many progressive and prosperous hardware 
merchants in all sections of the country, and spe- 
cially in the West, who not only have the time but 
who have ideas worthy -the attention of the entire 
trade. 

The reason why the hardware business is recog- 
nized as one of the foremost mercantile lines in the 
United States is because of the men in it who have 
taken the time to contribute something of value to 
the business in which they are engaged, and also 
because of the spirit of cooperation that has pre- 
vailed and that has made possible the strongest trade 
association in the country. 

Men who complain about “not having time” are 
usually the ones who never have time to be success- 
ful. What has been your experience? 








Atmosphere in This Gun Display 


handled such matters for The Stambaugh- 

Thompson Co., Youngstown, Ohio. This dis- 
play is very practical, in that it shows without 
confusion, a very complete line of guns and rifles, 
with prices clearly marked on price cards. The wood 
railing with the support notches keeps the guns in 
perfect formation and gives the prospective buyer an 
— to pick the gun of his choice and pocket- 
book. 

The painting in the back is another part of Trinkle’s 
own handiwork. Every window trimmer is not so 
gifted nor every store so fortunate in having such a 
versatile display man, but this idea may be carried 
out by the smallest hardware store in the country. 
The deer heads with panel support, you can easily 
obtain from local hunters. A local commercial artist 
will work up a fine background for your windows 
and give them that fine touch which compels general 
attention to the merchandise displayed. Costs a little 
more, but you know that to make money you must 
invest some. 


ERE is another display by S. T. Trinkle, who 
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A counter devoted to low-priced 
articles will act as a leader for 
many more substantial sales 














R. J. Atkinson 


Price tagging is important in the 

sale of low-priced small items. 

In all of Mr. Atkinson’s displays 
the price is plainly named 


Dollars from 5 and 10 cent Displays 


The ‘‘Woolworth’’ idea and window displays of Small 
Goods build profits for R. J. Atkinson, Brooklyn, N. ¥. 








OST hardware stores have a 

counter devoted to the nu- 

merous small hardware items 
which sell at 5, 10, 15, 25 and 50 
cents. We refer to such pieces as 
coffee pot tops, mixing spoons, thumb 
tacks, strainers, domes of silence, 
tack and nail assortments, picture 
frame wire, sockets, plugs, cheaper 
paint brushes and the many other 
lines which people buy with little or 
no sales effort by the dealer. 

R. J. Atkinson, Brookiyn, N. Y., 
goes one step farther with these small 
goods by devoting a window display 
entirely to these many small and 
relatively inexpensive hardware 
items, as in all large communities 
the chain stores, with their inferior 
hardware and tool lines, have located 
near Mr. Atkinson. Many of their 
lines, however, are useful, and the 
hardware dealer who does not stock 
and push these lines himself is shut- 
ting the door on a steady and profit- 
able string of patrons, who might 
easily be sold more expensive mer- 
chandise through the contact on the 
small lines. 

This Brooklyn merchant recently 


ran the window we reproduce here. 
He watched the results and found 
that only 20 per cent of those who 
bought the featured cheaper items 
left the store without making other 
purchases. Think of 80 per cent 
being sold paint, high-grade tools 
and other basic hardware lines. 

Every item in the Atkinson win- 
dow had a visible price ticket, and 
each item, though priced low, was 
figured at a selling amount which 
provided a profit to the business. 
Such a window offsets the possible 
mistaken idea that the corner hard- 
ware store is a high-priced em- 
porium. It offsets the attempt of 
the chain stores to create the im- 
pression that only they can offer the 
public 10-cent and 25-cent items 
which are rightfully bought in the 
hardware store. 

The reason, as Mr. Atkinson sees 
it, for the chain store’s success with 
lower priced merchandise lies in the 
one fact that they display such goods 
in windows, in ads, and in the store 
where many people will see the ar- 
ticle and the low price. 

One customer came in for a 10- 


cent file and bought auto soap, paint 
brush, cleaner, box of cotter pins 
and paid a total of $2.10 into the till 
before leaving. 

Another lady came in and spent 
$7.20 buying miscellaneous articles 
featured in the window. 

Among the items that moved fast- 
est we learn that in one week the 
store sold six dozen radio pliers at 
39 cents each, three dozen radio tool 
kits at 39 cents, one gross of screw 
drivers in three days and two dozen 
files which previously had been slow 
moving. 

Many old customers expressed sur- 
prise when they saw that Atkinson’s 
handled the many low-priced hard- 
ware items. New customers were 
added every day. All during the day- 
light hours there were ten to fifteen 
people looking at the items displayed. 
At noon time the number was almost 
twenty. At night while the window 
lights were on there were a dozen or 
more at all times. Even those who 
did not buy were surely impressed 
at the completeness of the community 
service which R. J. Atkinson offers. 








What Mr. AtKinson Found 


N connection with his 5 and 10 cent displays Mr. Atkinson has found that 
only 20 per cent of the customers buying the cheaper items left the store 
without making purchases from other departments also. 




















December 4, 1924 HARDWARE AGE 


Where the ‘‘Woolworth’’ Idea Goes Big 


In this small goods display of R. J. Atkinson, Brooklyn, N. Y., price tags are used freely. Mr. Atkinson believes 
that wherever price is the inducement tags must be used 
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Notice the effectwe display counter used for the display of small goods ind by the Joseph Wallace ——— Co., 
of Stroudsburg, Pa. A display fixture of this type may be easily made and will prove profitable 
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The Sporting Goods Department 


By Frank Mappes 








A carefully conducted sporting goods department is without doubt an 
important money-maker, and in this installment of his series on store arrange- 
ment, merchandising display, etc., Frank Mappes gives you some valuable 
suggestions for putting this department on a profitable basis. Mr. Mappes 
will be glad to help you solve any of your individual merchandising problems 
if you will write him in care of HARDWARE AGE, Editorial Department. 








\ \ /HILE the exclusive sporting goods stores in 

the large cities do a large volume of business, 

it is but a drop in the bucket compared to the 

total volume of sporting goods sold in this country. 

Drug stores, stationery stores, and a few others also 

sell some but it is admitted as a fact that the bulk of 
the business is done by the hardware stores. 

A carefully conducted sporting goods department 
is without doubt a money maker for the hardware 
man. There is, however, danger of carrying much 
dead stock if conservative buying and careful selection 
of merchandise is not rigidly adhered to. 

The fads and fancies encountered are in no other 
line so predominant. It must be conceded that the 
class of people who come in the store to buy these 
goods are usually the very best citizens and in most 
cases are able to indulge in any fad that happens to 
strike them. They are people who, as a rule, keep 
posted on everything pertaining to the particular 
sport they are interested in. They read sport and 
outing magazines and are therefore very prone to 
ask for and expect to find things about which sports 
stories are written. This, of course, creates calls for 
many things not ordinarily carried in stock and the 
dealer who has not the courage to stick strictly to 
the tried and true will sooner or later find his store 
loaded with much unsalable goods. This is mostly 
true of novelties, however, that need not be stocked 
in great quantities. The tendency to buy everything 
that comes out is the outstanding difficulty to guard 
against. Some dealers try to outguess the trade by 
grabbing up all the new things before even any de- 
mand has been established and, of course, the result is 
many of them are never asked for. 

The absurdity of the likes and dislikes of the aver- 
age sportsman can be seen by the following extreme 
example. There appeared in a Providence, R. I. news- 
paper several years ago, a report of a trial in a Con- 
necticut court to the effect that a man was being tried 
for a breach of the fish and game laws of the State, 
the charge being that he had been fishing with more 
than one lure at a time. The judge asked him if he 
was guilty, to which he replied, “Your Honor, techni- 
cally, I was guilty and, while I had five lines and lures 
in the water at the same time, it was five o’clock in 
the afternoon and every fisherman knows that bass 
will only strike at a red minnow at that time of day— 
therefore, it is an actual fact that I could not have 
been fishing with the other four.” Knowing the 


nature of the bug, a merchant must keep his own feet 
on the floor and not go off at a tangent. 

There is no more gratifying thing about business 
than the satisfaction of knowing that when you are 
selling something which will put pleasure and health- 
ful enjoyment into someone’s life, you are at the same 
time doing a good piece of business. The hardware 
man who does not sell sporting goods is not function- 
ing as he should. The hardware store is the logical 
store for this merchandise. 

The main drawback has always been the lack of 
proper equipment and facilities. This causes the 
stock to get that “nobody home” appearance. The 
fact is that sporting goods properly arranged and dis- 
played tend to make the store look brighter and more 
inviting than any other line. There is something ap- 
pealing about sporting goods that attracts and inter- 
ests every member of the American family. This has 
a marked influence on the trading impulse which re- 
flects on the cash receipts of the store. 

It has been a bone of contention among men who 
claim to be authorities as to where the sporting goods 
department should be located in a hardware store. 
Some contend that it should be right up in front while 
others insist that as people buying this line of goods 
do so leisurely and should not be disturbed, the de- 
partment should be located farther back. I have suc- 
cessfully operated sporting goods departments near 
the front of the store on either side and have done 
equally well with a department located more than 100 
feet from the front door. I do, however, believe that 
guns and rifles should be displayed farther back than 
is usually advocated, particularly in a narrow store, be- 
cause a man buying a gun or a rifle likes to go through 
the motions of throwing it up to his shoulder, turn 
around and sight. This cannot be done near the front 
door of a narrow store where people constantly come 
and go, without danger of injury to someone just 
passing. Therefore, a location not so near the front, 
providing sufficient space can be allotted for the de- 
partment, is far more advantageous. 

In arranging a sporting goods department, the first 
thought which should be paramount is, of course, the 
display. There are no goods in the entire store which 
so readily sell themselves as do well displayed sport- 


‘ing goods. The reason can be readily attributed to 


the tendency of the sportsman to be ever on the look- 
out for something that will improve his ability to in- 
dulge in his favorite sport and improve his proficiency. 
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The display should accordingly be of such nature as 
will make it both attractive and easy to select from. 
Generally, you will find goods thrown hap-hazard into 
a show case without due regard for orderliness or 
sequence. 

It has ever been a mystery to me why the dealer has 
not profited by the example set for him by the sales- 
men of jobbing houses or manufacturers. They, in 
nearly every case show their samples in a most at- 
tractive way, which every merchant could well emulate 
in his store. Take fishing tackle, for instance. The 
traveling salesman carries a complete line of samples, 
each item neatly arranged on heavy cardboard panels 
or trays. These panels are of the proper size to fit 
snugly into his sample trunk. When showing his 
wares, he simply removes tray after tray so that the 
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ing Tackle.” Assuming that we have an eight foot 
silent salesman type of show case, which is to be used 
for fishing tackle, we will first provide a suitable 
quantity of beaver board, compo board or like material. 
This is to be cut into suitable sizes. For the bottom 
there should be six pieces of the proper size to cover 
the entire bottom. For the 14-inch shelf we should 
provide six pieces 14 inches wide and long enough so 
that they will cover the entire length of the shelf. 
The same is true of the other shelves. When these 
plaques or panels are fitted (not too snugly) they 
are to be covered with velvet, velveteen or felt of the 
desired color. 

We are now ready to mount our samples. Be sure 
to have one of every size and kind of everything in 
the entire line of fishing tackle. Lay all the samples 
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Sporting goods featured in the manner suggested in the above illustration are sure to attract the eye and make a 
favorable impression on prospective customers 


prospective purchaser can select the items he wants. 
Contrast that with the method prevailing in most re- 
tail stores where many boxes, no two alike in size or 
color, are placed with their contents in show cases, 
thus presenting an untidy crazy-patch confusion. Can 
the consumer make his selection with the ease and 
dispatch which is possible for the dealer? Foolish 
question. 

To overcome the objectionable features brought out 
above is not outside of the realm of possibilities for 
the retailer. He can use the same method used by 
the traveling salesman. It is a foregone conclusion 
that every store is equipped with floor show cases and, 
therefore, we will describe a suitable arrangement for 
the proper display of that most troublesome line ‘‘Fish- 


on all the plaques before fixing any of the samples 
permanently. When they are all laid out in such 
manner as to present a uniform display of the entire 
line, begin to mount the samples. No fancy figures 
should be attempted in this display. The samples 
should be arranged according to sizes and kinds with 
regard to range of prices as well as sizes so that cus- 
tomers can compare and select. The main idea is to 
follow the plan used by the traveling salesman. 
Every item should be tagged with the stock or sam- 
ple number, name of the article, name of the manufac- 
turer, manufacturer’s number, cost and selling price. 
Of course, it is needless to say that the stock should 


(Continued on page 101) 
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An Example of Progressive 
Hardware Merchandising 


HEN Bertram Birch bought 
\ the hardware, china and 
kitchen goods store of F. T. 
Tuttle, in Red Bank, in 1909, it was 
not a paying proposition. The store 
was a small affair, 10 ft. wide by 60 
ft. long, with a rent of $50 per 
month, which advanced to $60 the 
next year. The inventory value was 
about $1,800. This store was run 
for two years and expenses were not 
quite met. 

A fine new building was being 
built across the street and was rent- 
ed to F. W. Woolworth & Co. This 
meant the doom of the Birch store. 
He was confident that he would be 
successful under favorable circum- 
stances, in spite of the lack of capi- 
tal, in a town where competition was 
not keen. In Freehold, a town in the 
center of the State of New Jersey 
with a population of about 4000, he 
believed he had found such a condi- 
tion. Here he found a store 19 x 70, 
with two show windows and a store 
room in the rear. This he rented 
for $50 a month and moved to Free- 
hold in May, 1911, with his stock 
and fixtures, which had no indebted- 
ness against them. Receipts for 
the first year were $6,456.27, but 
through the most careful economy, 
doing all the work himself except 
with the assistance of a girl at $5 
per week, the investment was grad- 
ually increased. The receipts were 
doubled in five years, 1916, and in 
1920 doubled again. Good advertis- 
ing, a superior display and good win- 
dow trims made this possible. Dis- 
play has never been considered as 
important as-it should be by the 
hardware fraternity, yet through 
its medium it built the largest build- 
ing in the world—Woolworth’s— 


which was, perhaps, the most im- 
portant factor in his success. 

In 1920 he purchased the store 
property on Main Street, consisting 
of 51 ft. by 197 ft. deep, containing 
three stores, a butcher shop, fruit 
store and the one occupied by him, 
all old buildings, much in need of 
repair. In the spring of 1923 the 
butcher shop and fruit dealers 
moved and the buildings were torn 
down, a cellar dug and foundation 
laid around the complete property 
for a store building 51 ft. wide and 
120 ft. deep, two stories high, of 
hollow tile, structural steel and orna- 
mental brick front, making the most 
complete, attractive and convenient 
hardware store in the State of New 
Jersey. All the most modern con- 
veniences for the showing of mer- 
chandise and comfort of the cus- 
tomers have been included in this 
store. 

A warehouse adjoins on the rear, 
50 x 30, with two floors, where all 
freight is received and all goods un- 
packed, keeping the store in a state 
of perfect cleanliness at all times. 
No artificial light is needed at any 
time, as perfect daylight is provided 
by four windows across the back, 
five windows on the side and two 
skylights, 4x8 ft. The front is 
hung from the 24 in. I-beam by a 
number of rods and the 4 ft. glass 
above the show windows give fine 
light in the front of the store and 
makes a place for the most effective 
signs specifying the main lines car- 
ried in stock. 

This store has three show win- 
dows and two entrances. The idea 
is to show three distinct lines of 
merchandise at one time and center 
the attention of the people on each 


one separately, which is more effec- 
tive than a mixed display as shown 
by most stores showing several lines 
together in a large window without 
price cards on the same. Another 
important reason for smaller win- 
dows and two entrances is that a 
person may be attracted by an item 
in the window and if they are past 
the entrance they will not go back, 
but if there is an entrance the next 
step forward they will go in. 


Another singular thing is that 
more people come in the second door 
coming down the street than in the 
first and more people do the same 
thing going up the street, which 
often shows that many minds are 
not centered on the intent of going 
into this store but are hesistant, and 
if there was no other entrance might 
go down the block to the other hard- 
ware store, debating the thought 
whether they would make the pur- 
chase of the article in mind or wait 
another time; but the second en- 
trance invites them in and upon im- ~ 
pulse they do so. We have what we 
believe to be the best arranged show 
window's of any hardware store in 
the East. 


The window seats are 20 in. from 
the sidewalk and 5 ft. deep. The 
show windows are 7 ft. high. Both 
side windows have a frontage of 6 
ft., the center window of 9 ft., with 
doors only 32 in. wide and 7 ft. high, 
making them very easy for women 
with packages to open and for the 
children. This is large enough for 
all purposes, as no large goods ever 
pass through them. A transom over 
each door carries his name, as it also 
appears on the tile entrance. 
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How Long Is the Word 





‘American’ to Remain 
Cheap? 





One Sample Contract 


Reprinted from the New York Evening Journal 


brags about the fact that what he offers for sale 

is “BRITISH made.” If he offers anything made 
in Germany or America, he apologizes, and disguises 
the fact if he can, giving a British name to the com- 
pany. Even our automobiles, an industry in which we 
beat the world, are sold in England with apologies. 


T° England, every merchant, every manufacturer 





It is different here in the United States. Here, be- 
cause the American people themselves allow it and 
permit it, it is generally taken for granted that any- 
thing NOT made in America, is vastly SUPERIOR. 
Merchants must advertise what they can sell, and what 
the people want. And with greatest pride they will 
tell you that the shirt they offer you is made of 
“English broadcloth.” It’s mercerized cotton, such as 
you can get made just exactly as well in the United 
States. 

But because foolish Americans prefer the words, 
“Made in England,” merchants that will not misrep- 
resent, buy their goods in England. They pay a big 
duty to bring them in. They add that duty to the cost 
of the article for sale. And the American goose buys 
it, QUITE HAPPY. 

Incidentally the people in this country that need the 
work in the cotton mills are thrown out of work and 
their wages are cut, while American DOLLARS that 
ought to be spent to encourage AMERICAN 
WORKERS are spent on “something made in 
England.” 





Consider this estimate given by a first class Ameri- 
can concern for the making of a few window shades. 
It reads, abbreviated, as follows: “Fifteen shades, 
made of Lonsdale Scotch Holland, hemmed on sides 
and bottom, mounted on guaranteed rollers for $35.25. 
Same number of shades made of inferior grade of 
AMERICAN HOLLAND for the sum of $24.00.” 

Perhaps the “American Holland” IS of inferior 
grade. But there is no reason why it should be. And 
it’s a disgrace to the United States that in the regular 
course of business the word “inferior” should be 
tacked onto an American product, while SUPERIOR 
seems to be the automatic description of anything 
made in the British islands. 


What’s the MATTER with American manufacturers 
and American buyers? 

Don’t they WANT to have the money that Ameri- 
cans spend STAY HERE IN AMERICA? Don’t they 
want it to go into the pockets of American workmen 
and American manufacturers and business men? Will 
they forever insist on BRITISH materials and even 
British clothes, with each leg of a pair of trousers 
looking like a potato bag? 

The wool out of which that. British cloth is made is 
probably grown here on an American farm. Do 
Americans lack brains or machinery to turn good 
WOOL into good CLOTH? 

We don’t have to brag about “British steel” in our 
buildings, or “British rails” on our railroads. 

But as soon as “fashion” enters into the thing, you 
immediately find your fine, high-spirited, “democratic 
American” turning away from his own country and 
looking for something from abroad. 





Even in automobiles a certain percentage of idiots 
are happy if they have something made in England, 
Spain, Italy or France. This country, the only coun- 
try in the world that understands automobile building, 
doesn’t produce anything quite good enough for them. 

The fault, of course, is fundamentally with the 
buying public. 

In England it is considered a disgrace to buy any- 
thing abroad if it can be bought even at a higher price 
from a Britisher. Only the other day a Scotch city, 
placing a big order for steel at the expense of the tax- 
payers, announced that while an American firm had 
made a lower bid, it was considered preferable to give 
the work at a higher price to British workmen and 
business men. A SENSIBLE Scotch city; they use 
the money to build up their own country. 

AMERICANS WHEN THEY HAVE A LITTLE 
MORE INTELLIGENCE AND PATRIOTISM WILL 
DO THE SAME. 

Instead of going to the store and asking, “‘Are you 
sure it’s made in England?” go the next time and say. 
“Can’t you get anything in America just as good? I 
would rather spend my money in America, FOR 
AMERICANS.”—Copyright, 1924, by Star Co. 








“Radio sets now are bought ready made, just as one buys an automobile, a camera or a bi- 
cycle. One reason for this is the fact that radio is now universal in its appeal. Outwardly, 
at least, the modern radio receiver is no longer a complicated device requiring the experience 
of an expert to operate. It is, instead, an instrument with controls so simple that the everyday 
novice can operate it at first sight.”—-From an address by Gen. J. G. Harbord, president of the 


Radio Corporation of America. 














Join our Home Cooky Baking Contest 


[Professiona] Cooks, Chefs & Bakers Barred] 


$69.16 Value of 


Thirty Prizes 
Pony 





No etry fees. No obligation. Bring 

6 cookies to our etore—.you may win 
Mirro Alumicem Ware 

Prizes. All are valuable. 

Bring your 5 eookies—the kind on the 

Gage Cogpasted. You may enter any 

one or all days. 


Wednesday, Oct. 15th. 
Sugar and Light Cookies 
Thursday, Oct. 16th. 
Dark Cookies 


Friday, Oct. 17th 
Fruit Cookies or Rocks 


(Wiemers Ausoenced Next Morping > 
10 Prizes for Each Day 
Disinterested Judges 


Bring 5 Cookies— And Ask You: 
Neighbors Too 


rr 
i 


i ii J ? 
ni 


Hei 
Hh 


i 
i 


ist Prize—Large Mirro Alomisum 
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2nd prige—Mirro Aluminem Tes 
ettle. 
3, 4, 5, 6th prizeMirro Alamipum 
Set 


7, 8, ® 2th prize—Mirro Aluminum 
Deep Square Cake Pav. 


Interesting Store Nowe—la This Spee Pally 
Co. 


Currie-Van Ness 
Phone 17. ll North Federal 

















the leading hardware stores in 

Mason City, Iowa, is maintaining 
its reputation as a leader of progres- 
sive merchandising by staging unusual 
sales promotional plans. 

The latest, heralded by friends of the 
store as the most popular plan ever 
used, was a three-day cooky baking 
contest and aluminum sale. It was 
primarily for women, of course. But 
this is really one of its most meritori- 
ous features. For women customers 
are credited by merchandising experts 
to be as big an asset to a store as men. 
In fact, statistics show that women buy 
or influence the buying of 85 per cent 
of the country’s total production. 

Aggressive hardware stores every- 
where are more and more realizing the 
advantages of appealing to women. 
They are learning that by catering to 
women they are automatically drawing 
the men trade too. Women are quick 
to voice the praise of the store that 
pleases them. 

The psychology of selecting cookies 
for the baking contest is expressed as 
follows by the store: “We favored a 
cooky contest because we thought it 
was the easiest thing and the least ex- 
pensive for our customers. When they 
made a batch of cookies for their home, 
they could simply bring us five.” 

Currie-Van Ness Co. has for years 
been recognized for its enviable repu- 
tation as a leader in the retail hard- 
ware business. In short, it is a success- 
ful merchant in its broadest sense. But 
it does not take the self-satisfied atti- 
tude of, “Well, we have arrived. Busi- 
ness naturally will come our way now.” 
Instead, like the wise merchandiser it 
is, it know its business, like yours, can’t 
live on its past reputation. 

It is always on its toes to keep 
things booming. It does not use those 
questionable schemes, however, that 
are keyed for the mere accomplishment 
of drawing crowds and making only 
immediate sales. It prefers to employ 
merchandising plans that will perma- 
nently and continually bui'd business 


(tse eaaine NESS CO., one of 
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Cooky Baking Contest 
Builds 
Prestige and Profit 


Currie-Van Ness Co Tried This Stunt With 
Satisfactory Results 


and good will for its store. 

So when the cooky baking contest 
was planned, the two principles we have 
just discussed were the underlying 
fundamentals. First, the appeal was 
to the women. Second, the prizes of- 
fered and the goods sold consisted of 
quality nationally advertised ware. In 
this instance, to properly tie up with 
the baking contest, high-grade sets and 
individual pieces of aluminum ware 
were used as prizes. As an aid to the 
contest in drawing crowds, and as one 
of the means of providing sufficient 
immediate sales, which in themselves 
would justify the special efforts, a qual- 
ity aluminum biscuit pan was offered 
at a reduced price with a coupon. 

Perhaps the main essentials of the 
plan can best be explained in the letter, 
which, together with a coupon featur- 
ing the biscuit pan special, was sent out 
to 2800 housewives of Mason City, 
(Mason City is 20,000 population). It 
read as follows: 

“Dear Friend: 

“Who are the thirty best gooky mak- 
ers in this community? We want you 
to enter our contest; use your own 
recipe; bake in your own home in your 
own way. Bring five cookies to our 
store and you may win a prize. 

“Thirty aluminum prizes—roasters, 
tea kettles, cooky sets, deep, square 
baking pans; $69.16 worth of aluminum 
ware given away! No entry fees. No 
obligation to buy. Just bring your five 
cookies—the kind on days suggested 
end enter for the valuable prizes. You 
may enter any one or all days. 

“Wednesday, Oct. 15—Sugar 
light cookies. 

“Thursday, Oct. 16—Dark cookies. 

“Friday, Oct. 17—Fruit cookies or 
rocks. 

“Winners announced the 
morning. See our window. 
“First prize — Large 

roaster. 

“Second prize—Aluminum tea kettle. 

“Third, fourth, fifth and sixth prize— 
Aluminum cooky set. 

“Seventh, eighth, ninth and _ tenth 


and 


following 


aluminum 


prize—Aluminum deep, square cake 
pan. 

“All high grade aluminum ware—al! 
desirable articles. Remember, no obli- 
gations, no entrance fees. Disinterested 
judges. (Professional cooks, chefs and 
bakers barred). Invite your neighbors 
to bring their cookies with yours. 

“Whether you enter the contest or 
not bring 39 cents and we will give you 
a 60 cent genuine aluminum biscuit pan 
—you save 21 cents. There is a utensil 
in correct size and shape for every de- 
mand of the cook. If your neighbor 
has no coupon, invite her to come in 
and tell us, we have one for her. 

“Yours for home cooking, 
“CURRIE-VAN NESS CO.” 

In addition to this letter approxi- 
mately four quarter-page newspaper 
advertisements were run. One of the 
opening ads is reproduced here. A good 
tie-up window display was used. And 
as the winners were picked their 
names were placed in the window. The 
company’s two trucks carried signs of 
the cooky contest giving the dates. In 
fact, the publicity was “done up 
vrown” like the prize-winning cookies. 

The results were overwhelming. The 
first day of the contest brought 160 en- 
tries. The remaining two days brought 
the total entries up to 333. 

Eight hundred special biscuit pans 
were sold as a result of the campaign. 
Sales of other aluminum ware far ex- 
ceeded their expectations. And natu- 
rally sales of all the other items in the 
house wares, as well as other depart- 
ments, were increased. 

Some of the prizes went to outside 
talent. Stores who cater to outside 
trade would perhaps find it to their 
advantage to have a separate entry for 
their out-of-town customers. 

On the whole, this baking contest and 
aluminum sale was decidedly different 
from the ordinary merchandising 
stunts. Especially was it different as 
far as continued interest was con- 
cerned. It was not like an Indian sum- 
mer —a few days of sunshine and then 
chilly, disagreeable weather. There 
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was no sudden reaction. Keen interest 
was maintained throughout the follow- 
ing week. Newspaper advertising fea- 
turing the prize-winning recipes helped 
to keep up the enthusiasm. 

Perhaps the permanent value of the 
event can best be summed up by quot- 
ing F. R. Currie, treasurer of the firm. 
He sags: 

“We are more than pleased with the 
results. All our friends tell us that 
this is one of the most popular promo- 
tional plans that we ‘have used, and we 
have used several successful ones. 

“The ladies tell us that it is the talk 
of the town. It is the trend of conver- 
sation in the clubs and lodges. Cer- 
tainly every prize winner has been sur- 
prised and tickled beyond description. 

“We attempted during this contest to 
have sufficient competent sales people 
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on the floor who could bring out the 
merits of our aluminum ware, and this, 
with the thirty pleased prize winners 
and the eight hundred satisfied buyers 
of the special biscuit pans, will certain- 
ly help people to remember that Currie- 
Van Ness Company is headquarters for 
quality aluminum ware.” 

It is quite apparent that this entire 
plan, if necessary, can be adjusted or 
modified, depending upon the dealer’s 
individual problems. 

There is just a thing or two more 
which may help you in carrying out the 
details. Each entry of cookies was 
placed on.a paper plate covered with 
a doily. This showed all the cookies 
to the same advantages. A number 
was placed under the doily and a dupli- 
cate number was given to the entrant. 
In this way the judging of the cookies 
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was in no way influenced due to know- 
ing who made the cookies. 

Although the judges were very con- 
scientious and thorough, the prize win- 
ning cookies were not displayed. This 
was to prevent any possibility of fault 
finding. The manner in which the con- 
test was conducted resulted in only the 
friendliest of rivalry. 

The entire plan was a great public- 
ity agent and a wonderful builder of 
good will. In fact, the contest, like the 
cookies, “left a good taste in the mouth,” 
as Currie-Van Ness Co. themselves so 
fittingly expressed it. 

The company attribtues the unusual 
success of the baking contest and alu- ° 
minum sale to the thoroughness of its 
promotion and the proper selection of 
prizes. 


~ Try This Saw Display 

HE Austin Hardware Co., Austin, Minn., uses 

a home-made idea very successfully. A piece of 

small galvanized pipe, supported at the ends by 
elbows, nipples and flanges furnish a handle rest for 











displaying saws, as illustrated. This little arrange- 
ment fits nicely in wall cases with sliding doors and 
keeps the stock of saws where it can be seen and 
shown. properly. 





Find Philip 
HEN Hugh Chalmers was asked to reveal the 
W secret of his selling achievements, he replied, 
“Why, I always made it a point to find Philip.” 

He continued: “When I was selling cash registers, 
one of my prospects was the proprietor of a small 
bakery. Several times I called and explained my 
proposition to him and although he seemed perfectly 
convinced that he needed it, I could not close the sale. 
So one day I pointedly asked him why he would never 
sign an order, when he seemed so thoroughly satisfied 
that he should own the machine. 

“He answered: ‘Well, when I go out to my meals 
my baker, Philip, downstairs, comes up and runs 
the store. If I bought this cash register, Philip 
would think I didn’t trust him.’ ” 

So down to the basement went Chalmers and con- 
vinced Philip of the need for the cash register. And 
then the sale was easy. 

Sometimes when the goods are right, the prices 
right and the prospect is almost sold, he hesitates to 
put his name on the dotted line. Nine times out of 


ten you'll find that, like the proverbial Ethiopian in 
the woodpile, there’s a Philip in the cellar. 
to search him out.—The Town Crier. 


It pays 





Display Board for Paint Brushes 


N VACANT counter in the store of Bell & Grib- 


bin, Lanesboro, Minn., is used to show paint 
brushes. An easel holds up a large board on 
which the brushes are displayed. A small hole is 








bored in each brush handle and then hung on the 
board. This method has materially increased their 
sales in this line. 


. Are You Sold? 


A good salesman sells goods profitably. 

A man gets to be a good salesman only when he is 
thoroughly “sold,” himself, on the things he is trying 
to sell. 

In other words, in order to be able to sell success- 
fully, a man must be convinced that his goods and his 
prices are right. 

He is a successful salesman if convinced that his 
products are the best that can be had for the money. 

So, even from the standpoint of selling, the prob- 
lem goes right back to a question of quality. 

And what about the customer? 

Goods that are well made and fairly priced, stay 
sold, because they are worth the money. 

They bring repeat business because the buyer has 
confidence that he will be sure of getting full value . 
in the future. 

Stick to quality—From Dough, Published by Ed- 
ward Katzinger Co. 
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Silver “Cartwheels” 
to Come Back 


Treasury Plan to Restore Stlver Dollar 

to Circulation Welcomed by Far West, 

Where ‘*‘ Greenbacks’’ Have Been 
Hated for 60 Years 








HE request of the Secretary of 
"Tine Treasury to the banks of 

the country, and to the public, 
to restore the silver dollar to cir- 
culation as a measure of economy is 
hailed with satisfaction by the old 
timers in the Far West, where the 
silver “cartwheel” has always been 
popular. Although paper currency 
during the past decade has crowded 
the silver “cartwheel” out of cir- 
culation to a large extent in many 
places west of the Mississippi, the 
silver dollar is still preferred on the 
Pacific Coast. 

Several reasons are given for this 
by persons supposed to know, but the 
original reason why the West has 
always been somewhat suspicious of 
paper currency, according to men 
who crossed the Rockies before the 
present generation was even thought 
of, is this: 

After the war between the States, 
1860-65, a large quantity of Con- 
federate currency was shipped into 
the West by speculators and adven- 
turers who had numerous “get-rich- 
quick” schemes, and ingenious prop- 
ositions to try out on the West- 
erners. Many of those speculators 
are supposed to have sold merchan- 
dise and property for gold and sil- 
ver and to have succeeded in passing 
the valueless Confederate “green- 
backs” for change. They are also 
said to have used the paper bills to 
buy goods, cattle and land. 

For a while that was all right. It 
should be remembered that there 
were no railroads in the West in 
those days, and that methods of com- 
munication were slow and uncertain. 
When the fraud was discovered, 
however, a number of lynching 
parties are supposed to have been 
held in various sections, and the 
“greenbacks” immediately passed 
from favor. The prejudice against 
paper currency was passed on to the 
succeeding generation, which is also 
supposed to have had some unfavor- 
able experiences with counterfeiters 
and “Eastern bankers.” 
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In the early days of California 
old Spanish coins circulated freely. 
The quantity of gold or silver that 
they contained could be weighed and 
assayed, and the same was true, of 
course, of the gold and silver coins 
issued by the United States govern- 
ment. The people of California 
knew the value of gold and silver 
after the gold rush of ’49, and with 
the exception of their experience 
with “greenbacks” cited above, they 
have, until recent years, generally 
insisted on receiving either gold or 
silver coins in payment for debts and 
property. 

The decline in circulation of silver 
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dollars from 84,000,000 in 1919, to 
54,000,000 on July 1, 1924, was the 
result of the Pittman Act by which 
Congress authorized the treasury to 
melt silver dollars and sell the bullion 
to the British government for use as 
currency in India. 

The treasury since has_ been 
ordered to restore the silver dollar 
to its former place in circulation, 
but the public after a five-year re- 
spite is not likely to resume the 
“burden” of weighting trousers 
pockets with the “good old cart- 
wheels.” 

The reason why the treasury de- 
sires to restore the silver dollar to 
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general popularity is explained by 
the Secretary of the Treasury as 
follows: 

“The life of a silver dollar,” he 
says, “has no reasonable limit, 
whereas that of a paper dollar does 
not at most exceed ten months. A 
paper dollar costs .017 cents to 
manufacture and keep in circulation. 
If the treasury can restore to cir- 
culation 30,000,000 silver dollars in 
the United States and 10,000,000 in 
our insular possessions, we can dis- 
place equal amounts of paper cur- 
rency and save annually $828,000, 
which is equivalent to 4 per cent on 





$21,000,000 of the public debt. 





Price Tagging Helps Sales 


~ ITTLE JOE WEISENFELD of Baltimore, Md., 
is a very successful merchant. 
sport goods store is practically a landmark in 

his city. One his cardinal points in retail merchan- 
dising is the use of price tags on all merchandise 
shown in window displays. All goods are plainly 
price marked in the store and in windows. All ad- 
vertisements of the company carry prices as well as 
descriptions. He is one of the firmest believers in 
visible pricing that we have ever met and he further 





says that plainly priced goods has helped him build 
up his present large business. 

Little Joe believes the window shopper is influenced 
very largely by the price on some item he may wish. 
He further states that with the price attractive and 
the item one that is needed the sale is closed before 
the man enters the door. 


Clean Shoes and Profits 


C HINESE people remove their shoes before en- 





tering homes, churches or schools. Inside they 
wear strange slippers. American customs differ. 
We expect gentle folks to wipe their shoes on door- 


His hardware- 





mats beiore entering homes, churches or schools. 
Treman, King & Co., Ithaca, N. Y.., recently featured 
Steel mats, rattan 


doormats in a window display. 





mats and the rubber type are all shown, step foot 
scrapers are included in three types. 


There should be a very steady fall and winter mar- 
ket on the lines shown in this display. The weather 
is wet, snowy and slushy throughout a large part of 
the coming months. The walking is bad underfoot 
and no woman wants her home slopped up by care- 
less people with dirty shoes. Bring doormats and 
scrapers to the attention of your customers. These 
lines offer you a good margin to work on and now is 
the time to begin your campaign. 





A Salesman’s Prayer 


Look with a forgiving eye on the buyers who lie to 
us about the low prices our competitors give them. 


Strengthen the memory of those who are always 
going to give us a good order the next time we come 
around. 


Teach us not to complain at the roller towels that 
the multitude have used before we got there. 


Give us stomachs like alligators that we may digest 
the stale bread and the loin steaks cut from the neck 
where the yoke worked. 


Teach us to be thankful for the stump water served 
us and called coffee. 


Toughen our hides that we may sleep soundly in 
hotel beds that are already inhabited. 


And ‘please, above all things, grant our wives pa- 
tience so they won’t expect our wages until we get 
them.—The Stove Lifter. 
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Punching the Time Clock 


By Saunders Norvell 


NE of the best books I ever read on the keeping 
of time was published by the Ingersolls. It was 
the history of time-keeping all down through 
the ages. 
oy * * 

This book tells us how, in the Stone Age, time 
was kept by a traveling shadow. For instance, the 
head of the house, when starting on a hunting trip 
to provide for the family larder, would call his better 
half to the entrance of his cave and point to a number 
of stones arranged at equal distances on the sand. 
“Now, when this shadow,” he would say to Mrs. Stone- 
man, “reaches this particular stone, you can count 
upon my return. Be sure to be here to meet me. 
Don’t be out having tea with some of the neighbors.” 
This was the first time clock and it kept track of 
when the head of the house was outside instead of 
when the employees of the house were inside. 

* * * 

Then the Romans for several centuries kept time 
with a water clock. This was a very curious con- 
trivance that marked the passing of time by the 
steady dripping of water. 

* + ¥% 

Of course, there was the ancient hour glass with 
its two compartments, so graduated that it took a 
certain length of time for the sand to run from one 
compartment into the other. When I was a boy I 
remember seeing my sisters practicing on the piano, 
the time being measured by an hour glass. They had 
to practice until all the sand ran from the upper into 
the lower part of the hour glass. 

% ¥* ¥ 

Here I am constrained to make the suggestion that 
one of these sand glasses be provided for banquets. 
These glasses might be graduated as desired for 15, 
20 or 30 minutes. The chairman would inform the 
speaker that he could orate just as long as the sand 
ran, but when the sand was exhausted, his time was 
up. The trouble in public speaking is that it is 


very difficult for the speaker to follow the tiny hands. 


on the little face of a watch. It makes a break in 
one’s eloquence to take out a watch and look at it. 
It also reminds the audience of the passing of time, 
but if there happened to be on the dining table in 
front of you one of these sand glasses with the run- 
ning sand in full sight, it would be a reminder of the 
passing of time. There is a small fortune in this 
suggestion. This idea should bring back the falling 
sales in hour glasses. All associations, Rotary Clubs, 
lunch clubs—not to mention The Senate of the United 
States and Congress, should be provided with hour 
glasses. I would recommend that these glasses be 
made to run 15 minutes. Then if the chairman wishes 
the speaker to continue, all he has to do is turn over 
the hour glass and give him another run of a quarter 
of an hour longer. The audience itself could also 
watch the running of the sand and this no doubt would 
be hopeful and cheering. a 


However, this article is not to be about time in 


general, but about the time clock—punching the time 
clock. 





In small organizations, when the proprietor or the 
manager actually worked with the employees, there 
was no necessity for a time clock. The proprietor 
knew when his employees arrived and he knew when 
they departed. In those benighted days, the idea was 
that the proprietor himself should be on the job be- 
fore any one else and remain after they had all de- 
parted. When you read “The Autobiography of 
Benjamin Franklin,” for example, you learn that when 
he was a printer, he was the first on the job and the 
last to leave. No, under such conditions, it is not 
necessary for any one to punch the time clock! 

* * * 


But time passed, as time has a habit of doing, and 
after a while, instead of having 15 or 20 employees 
working in a shop under the direct supervision of 
the owner, a large number of employees were gathered 
together in various departments. It was impossible 
for the head of the house to keep his eye on every em- 
ployee. It was found that some of the employees 
took advantage of this condition and fell into the very 
bad habit of getting down late in the morning. Then 
this bad habit, as bad habits will, grew on them and 
as they were not corrected, they got down later and 
later. In other words, it seemed to be the idea of some 
of these employees that they would just try out the 
management to see how late they could get down 
without being “called.” 

* * % 

Every one in business knows that an hour in the 
morning is worth two hours in the afternoon. One 
department in the business frequently depends upon 
another department and if one department is late and 
slow with its work, it delays other departments. 

* % % 


So, in time it was found necessary to place a time- 
keeper at the front door. He checked off the em- 
ployees as they arrived and departed. He made up 
the time reports. What happened? When an em- 
ployee was called on the carpet for being late; this 
employee would immediately question the accuracy of 
the time-keeper. He would declare a mistake had been 
made, so it was the word of the time-keeper against 
the word of the employee. There was an argument. 
Almost all arguments in business are unproductive 
and unprofitable and the cause of very much ill feeling. 

* * * 


Some genius then developed a crude time clock. This 
clock kept a record of arrivals and departures. This 
time clock after a while became perfected. The em- 
ployee when he comes in punches his own card and 
keeps his own time. This time clock does its own 
printing. It makes its own record and these records 
can not be questioned. 

* * * 

Time records can be made up from these cards, so 

the boss at the end of the week or at the end of the 
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month can check up each department and see which 
employee is prompt and which employee, on the other 
hand, expects the miracle to be performed in the morn- 
ing of leaving home late and arriving on time early. 
Long ago these miracles seem to have stopped working 
and employees should learn the lesson—although they 
have not—that if it takes 30 minutes to get to work, 
they can not leave home 10 minutes late and expect 
to arrive on time. The time clocks have proved that 
the problem of arriving on time is not that of the 
time of arrival as much as it is the time when the 
start is made! 
% * % 

Even the modern time clock has its shortcomings. 
We regret that cases have been known where, with 
the connivance of the watchman, time cards have been 
punched by one employee for another. Alas, experi- 
ence teaches us that human beings are still so full 
of original sin that a very careful and trustworthy 
watchman is necessary to see that the time clock is 
not made to report conditions that do not actually 
exist! One of the indoor sports of some employees, 
to which they devote a great deal of thought, is how 
to beat the time clock! 

x & “ 


Now, to be sure, time clocks are not popular. Many 
employees think it is the badge of a certain kind 
of slavery to be compelled to punch a time clock. 
The employee can not see that the time clock is simply 
a method of doing a thing in a mechanical way better 
and more acurately than it can be done by an in- 
dividual. They do not grasp the fact that the time 
clock itself cuts out the question of accuracy. They 
just don’t like to form in line and punch the clock. 
They would rather have a system of honor or loyalty. 
They sometimes talk to managers about such a sys- 
tem. Unfortunately, however, experience teaches that 
with a large number of employees, the honor system 
of punctuality is an iridescent dream. It simply 
doesn’t work. On the other hand, in institutions that 
have not used the time clock, when the time clock 
is put in, when the time reports are checked up and 
when the employees know that these reports. are 
checked up, it remains a sad, sad fact that the record 
for punctuality is very much improved! 

* + % 

The average employee possibly is not aware of the 
fact that time clocks are used in all of our most 
fashionable clubs. In every first-class club at the 
front door is a board with a list of the names of all 
the members. Opposite each name is a small hole. 
When a member enters the club a peg is placed in 
this hole. When the member leaves the club this peg 
is taken out by the door man. With this system any 
club member can tell at a glance just which other 
club members are in the club house. Of course, this 
record does not indicate how long he remains in the 


club house. 
% * “% 


- I have never yet known a club member to object 
to being pegged. As a matter of fact, I am quite 
sure that many aristocratic club members are perfectly 
willing to be pegged in their own clubs, but, on the 
other hand, they would object to punching the time 
clock in their own business. It is rather difficult to 
figure out the psychology of the difference. 


% * % 


When the time clock system is first installed, the 
question immediately arises whether everybody in the 
institution should punch the time clock or whether 
certain people should be exempted. The very mo- 
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ment it is decided that there shall be exemptions to 
the time clock, you have established a favored and 
privileged class. You have drawn the line between 
certain classes of employees and certain other em- 
ployees. As a result there are heart burnings. The 
man who does not punch the time clock can not help 
crowing over the man who is compelled to punch it. 
The non-puncher swells out his chest and feels that 
he is just a grade or two above the other fellow who 
is compelled to stop and punch. 


% # * 


There is only one cure for this problem. If a time 
clock is to be installed, everybody, from the president 
down to the office boy, should punch it. A business 
to be successful must be democratic. Rules must apply 
to everybody. The most dangerous factor in any busi- 
ness is the exceptions to rules. I heard a great mer- 
chant once say that if he should hang any sign in his 
office, this sign would be: “BEWARE OF THE EX- 
CEPTION.” 

*% * % 

The writer one day by invitation and appointment 
went over to visit Mr. Thomas A. Edison at his 
factory in New Jersey. Upon landing inside of the 
gate of this factory, the first thing I saw was a time 
clock and when I glanced at the list of names on 
this time clock, I was interested to observe that name 
No. 1 was “Thomas A. Edison.” I also took the liberty 
of stopping and taking out Mr. Edison’s card just 
to see if he had punched in that morning. Sure 
enough, there were the figures on his card and he had 
arrived that morning at 7 o’clock. Therefore it would 
seem that Mr. Thomas A. Edison is not ashamed to 
punch the time clock. I am quite sure in his institu- 
tion as long as Mr. Edison punches the clock, there is 
no one else who would stand up on his hind feet and 
aver and state that he was too good to do likewise! 


* % % 


In other words, it is a simple matter to settle this 
question of standing or caste in an organization by 
having everybody, from the president down, have a 
card and have this card punched regularly as they 
come and go. Why not? Isn’t the president of a 
corporation working for that corporation for a salary 
just like any other employee? The mere fact that 
his salary is the highest in the institution is only 
another reason why his time should be more valuable 
and why the corporation should have an accurate 
record of the time he devotes to his job. 

* * %* 


When an official of a corporation objects to his 
time being taken, you may rest assured there are 
usually some very good reasons for his objections, 
the main reason being that he does not wish his 
time to be a matter of record. Was it Grover Cleve- 
land who said that public office was a public trust? I 
am not quite sure. Somebody else remarked that they 
thought that public office was a public snap. 

* * * 

The way some corporations are managed, it is evi- 
dent that the officials of these corporations consider 
their position as a trust. They realize their time is 
paid for by the corporation and they give their time 
in large measure to the corporation. However, I 
have seen other corporations where the officials seem 
to have the other idea—that is—that to be an official 
in a corporation was simply a snap. While they were 


(Continued on page 98) 
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Secretary of Commerce Reports on 
Big Business Problems 


Regards Trade Associations as Important Agencies 


to Prevent Waste in Industry—Progress in 


WASHINGTON, Dec. 1, 1924 

' N | RITTEN from the standpoint 

of a trained engineer of broad 

vision and unusual experience 
the forthcoming annual report of 
Secretary Hoover, the accomplished 
head of the Department of Commerce, 
is an exceedingly interesting discussion 
of the business problems which that 
department has undertaken to solve 
largely through the medium of direct 
contact and close cooperation with the 
business men of the country. 

Of avershadowing importance, as 
Secretary Hoover sees it, is the elimi- 
nation of national waste which he holds 
responsible for billions of dollars of 
direct financial loss and for hardships 
experienced alike by the manufacturer, 
the merchant and the man who works 
with his hands. In the proposed de- 
velopment of the national policy of 
waste prevention the Secretary regards 
the national trade association as an 
agency having the greatest possible 
potentialities. 


Majority Have Laudable Objects 


It is true, he says, that a small 
minority of these associations have 
been in the past used as cloaks for 
restraint of trade by such activities 
as open-price associations and other 
attempts to control distribution or 
prices. 

It is equally true that the vast ma- 
jority of trade associations have no 
such purpose and do no such things. 
The dividing line, however, between 
what activities are in the public in- 
terest and what are not in the public 
interest is not today clearly defined 
either by the law or by court decisions. 

In consequence of recent decisions of 
the courts many associations are fear- 
ful of proceeding with work of vital 
public importance, and we are losing 
the value of much admirable activity. 
At the same time we are keeping alive 
the possibility of wrongful acts. It is 
imperative, the secretary declares, that 
some definition should be made by 
which an assurance of legality in 
proper conduct can be had, and by 
which illegality or improper conduct 
may be more vigorously attacked. 

In the elimination of waste, trade 
associations have been among the most 
constructive agencies of the country, 


Simplification Detailed 


By W. L. Crounse 


and will be far more so if the solution 
can be found to the above question, the 
secretary says. Their waste elimi- 
nation activiiies extend in many direc- 
tions, of which the following are but 
a part: 

Some Important Activities 


Collection and distribution of statis- 
tics as to actual production, capacity 
production, stocks on hand, shipments, 
orders on hand, cancellations, number 
of employees, and such other data as 
will enable the industry and its con- 
sumers intelligently to judge future 
demands and supply. 

Elimination of waste and reductions 
in cost of production and distribution 
by standardizing sizes and types, elimi- 
nating excess varieties, and establish- 
ing grades and qualities, thus reducing 
the amount of stocks thrust upon the 
retailer and at the same time enabling 
factories to operate more regularly to 
stocks of standard requirements. 

Elimination of misdirected credit 
and aid in the collection of accounts. 

Provisions for the settlement of 
trade disputes by arbitration. 

Stamping out of unfair practices 
and misrepresentation in business or as 
to goods. 

Promotion of the welfare of em- 
ployees, by the improvement of work- 
ing conditions, sanitation, safety ap- 
pliances, accident prevention, housing 
conditions, and matters of like char- 
acter. 

Economy in insurance by handling 
that of all members, including fire, in- 
dustrial, indemnity, or group insur- 
ance. 

Economies in transportation through 
common agencies for settlement of rate 
matters, classification, car supply, 
auditing transportation bills, and the 
study of competitive transportation 
agencies. 

Elimination of waste in processes 
by the establishment of laboratories 
for technical and scientific research. 


Losses Due to Lack of Knowledge 


“Instances of great injury incurred 
because of lack of such activities could 
be recited in great numbers,” says 
Secretary Hoover. “The gigantic loss 
to the public and to the rubber and 
fertilizer trades in 1921 was in large 
measure due to the absence of statis- 


tical knowledge of stocks of raw ma- 
terial which had been imported into 
the country at that time. 

“The instability of the bituminous 
coal industry, and the constant dis- 
integration of its employers’ associ- 
ations through fear of the restraint- 
of-trade acts, contributed directly to 
their refusal to enter into negotiation 
with the unionized miners in 1922, and 
bears some share of responsibility for 
the long strike which then ensued. 

“Any collective activity can be used 
as a smoke screen to cover conspiracy 
against the public interest, but that is 
no reason for condemning all collective 
activities. Just because automobiles 
are sometimes used by bootleggers for 
the illegal transportation of liquor we 
do not prohibit their manufacture or 
their legitimate use. Probably the 
most compelling reason for maintain- 
ing proper trade associations lies in 
the fact that through them small busi- 
ness is given facilities more or less 
equivalent to those which big business 
can accumulate for itself. 


Helps Maintain Competitive Action 


“Properly directed, this kind of ac- 
tivity is one of the strongest forces 
for the maintenance of competitive 
action. No one would advocate any 
amendment to the law that would 
sooner or later create monopoly, price 
fixing, domination or unfair practices, 
or any of the category of collective 
action detrimental to public interest. 

“There is a vast difference between 
the whole social conception of capital 
combinations against public interest 
and cooperative organization profound- 
ly in public interest. The former 
extinguishes individualism, legitimizes 
and fosters monopoly, dams up our 
economic channels, all of which penal- 
ize the consumer and make for less 
efficiency in production. The latter 
encourages individualism, fosters com- 
petition and initiative, resulting in 
efficient service and reasonable prices 
to the consumer. 

“Legislative definition of these mat- 
ters has been given to the farmer and 
to labor, and I am convinced that the 
time has come when definition should 
be extended to those engaged in indus- 
try, trade, and commerce particularly 
in the interest of maintaining the small 
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business unit. The department has 
made definite proposals in this direc- 
tion which it believes in no way open 
the door for illegal activities, and yet 
make ample provision for the mainte- 
nance of those activities which it is in 
the public interest to encourage.” 

Secretary Hoover reports that much 
had been done during the past year 
to eliminate seasonal unemployment. 
At the beginning of the present ad- 
ministration there were 4,500,000 
unemployed in this country but at the 
present time only a small fraction of 
that number are out of work. 


Waste Due to Seasonal Construction 


Already results are being secured in 
the department’s drive to end the 
wastes due to seasonal construction. It 
has been fully demonstrated that cus- 
tom, not climate or weather is mainly 
responsible for the ups and downs in 
building and that these evils are large- 
ly unnecessary and can be eliminated, 
careful tests having demonstrated that 
for most types of construction it is now 
possible to build the year round in all 
parts of the United States. 

Much progress has also been made 
in the elimination of waste through 
simplified nomenclature, gradings and 
variations in the dimensions of indus- 
trial products. The Division of 
Simplified Practice established in 1921 
has served as an efficient centralizing 
agency in bringing together producers, 
distributers anr consumers when so 
requested by any of these groups for 
the purpose of assisting these interests 
in their mutual efforts to eliminate 
waste in production and distribution. 

During the past year varieties of 
files and rasps were simplified from 
1361 to 498; range boilers from 130 to 
13; woven-wire fencing from 552 to 
69; fencing package sizes from 2072 to 
138; sizes of bed blankets from 78 to 
12; hollow building tile from 36 to 19; 
roofing slate sizes from 60 to 30; black- 
board slate sizes from 141 to 14; forged 
tools from 665 to 351, and so on. Work- 
ing along somewhat similar lines, the 
National Screw Thread Commission 
tackled the problem of making bolts 
and nuts of any make fit together and 
eliminating unnecessary variations. 


Gendron Safety Scooter 


The Gendron Wheel Co., 518 
Superior St., Toledo, Ohio, has placed 
the Gendron safety scooter, Model No. 
123 on the market. It is claimed that 
this is the only scooter with a hand 
operated brake working on the rear 
wheel. The child does not have to 
remove his foot from the foot board a 
practice which might cause him to 
upset. 

The foot board has a rubber mat, 
which prevents the foot from slipping. 
The frame is finished in brilliant red. 
The red disc wheels are decorated with 
yellow stripes. Natural hardwood is 
used in making the foot board. Over- 
size one inch rubber tires are used, on 
‘10 in. roller bearing wheels. 

The Gendron scooter brake used on 
this vehicle is made of high grade steel, 
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Simplification Work in Progress 


Two national conferences of lumber 
manufacturers, dealers, consumers, and 
architects have been held and success- 
fully established standard nomen- 
clature, grades, and sizes for softwood 
lumber calling for a 60 per cent elimi- 
nation of the present variety in yard 
lumber. Similar effort is under way in 
hardwood. The application of simpli- 
fied practice to automotive parts, gas 
water heaters, steam boiler parts and 
fittings, hacksaw blades, pocket knives, 
shotgun shells, drills, and nearly 100 
other commodities is being developed 
by those engaged in their manufacture. 
sale, and use, with the cooperation of 
the department. 

The department has received the 
widest approval in this work from the 
industrial leaders who testify that the 
work steadily decreased the volume of 
retail stocks, production costs and 
selling expenses. Estimated annual 
savings by the industries as a result 
of this method of national waste elimi- 
nation ranged from a half a million 
dollars in one commodity field to a 
quarter of a billion dollars in another. 

An interesting feature of the report 
is a discussion of the necessity of avoid- 
ing the wastes incident to current 
methods of distribution. These wastes 
have been especially heavy in the mar- 
keting of perishable produce. 

The department operating under its 
first appropriation for this purpose 
has organized during the past year a 
Division of Domestic Commerce in the 
Bureau of Foreign and Domestic Com- 
merce. This division has commenced 
studies in plant location, the relative 
importance of regional sales territories, 
packing, warehousing and_ cancel- 
lations. 

It has further made studies of the 
factors involved in marketing house- 
hold appliances, paints and varnishes, 
sanitary ware and other products. 


Recommendations for Legislation 


Secretary Hoover makes some inter- 
esting and important recommendations 
for legislation for the benefit of the 
business community. Some of these 
recommendations are likely to be 





heavily nickel plated. The brake shoe 
has a large friction surface which con- 
trols the speed of the 
scooter without undue 
wear on the heavy 
tires. A stout spiral 
spring automatically 
releases the _ brake 
and the rods. are 
counter - balanced to 
brake on slight pres- 
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favorably acted upon at the coming 
session of Congress. 

The secretary calls attention to the 
fact that the United States is the only 
important nation which imposes do- 
mestic taxation upon the earned income 
of its citizens who are resident abroad, 
engaged in the expansion of commerce. 
While provision is made for deduction 
of foreign taxes, this has effect only in 
high taxation countries, and affords no 
adequate relief precisely in those areas 
where we need expansion in personnel 
most, as in Latin America and the 
Far East. All other high-tax coun- 
tries have given complete relief in this 
particular, and thus our nationals are 
placed at great disadvantage in the 
countries mentioned above. 

The secretary also calls attention to 
the average fees charged for passport 
and visés which he says “are irksome 
and provocative of resentment abroad 
and which are reflected in retaliatory 
measures that handicap American 
merchants and travelling salesmen in 
foreign countries.” The secretary in- 
sists not only that fees should be 
radically reduced but that all formali- 
vises 


ties relating to passport and 
should be thoroughly revised and 
simplified. 


Urges Foreign Trade Zones 


Secretary Hoover renews his recom- 
mendation for the establishment of 
foreign trade zones at the leading ports 
of the United States. These have long 
been urged by trade and official bodies 
as a measure of benefit to American 
commerce as they eliminate waste of 
time, Jabor and money in the impor- 
tation of raw materials which are to 
be reexported after manufacture in 
conjunction with domestic materials 
and of goods to be repacked or re- 
shipped for distribution in foreign 
countries. 

“Such zone areas,” the secretary 
says, “would prove an excellent sub- 
stitute for the inadequate system of 
bonded warehouses and drawbacks and 
afford much more economical handling. 
Their most important purpose would 
be in contribution to our merchant 
marine in increasing the volume of 
carriage in American bottoms.” 


Unique Wrench Set 


The new socket wrenches known as 
“Husky” being manufactured by the 
Husky Wrench Co., Milwaukee, Wis., 
are now being distributed to the trade. 
The Standard Service Set, which is 
illustrated, consists of 10 sockets, one 
ratchet handle, one combination tee 
handle, one speed crank and three 
adaptors. 

Some of the smaller size sockets have 
been made shorter than is customary 
but all of them have been supplied 
with a 9/16 in. hexagonal hole and 
are interchangeable with any of 
the parts. All parts are nickel 
plated and kit bags have been pro- 
vided for packing up complete sets. 
Because of its wide range of use- 
fulness, the “Husky” wrench set 
should prove a popular item. 
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Uni-Heet Family Griddle 


The Hyro Mfg. Co., 352 West 13th 
St., New York City, has introduced a 
new line of cooking utensils which will 
bear the trade name Uni-Heet. The 
first item of the line is the Uni-Heet 
family griddle, for which is claimed a 
patented three unit construction which 
provides uniform, penetrating heat 
over the entire cooking surface. It is 
said the griddle will cook evenly with 
about half the fat required ordinarily. 
The flavor of food is said to be im- 
proved by this device. 

The Uni-Heet griddle may be used 
on coal, gas or electric stoves. The 
cooking surface is formed of heavy 





and 


aluminum 
provides a heating chamber around the 
rim. The base is of heavy galvanized 
steel and has series of small holes 


gage hard _ surface 


around the edge. Between the alumi- 
num and the steel is an interlining of 
chambered copper. This copper lining 
is riveted to the steel base and the 
aluminum member is rolled over the 
steel bottom in such a manner as to 
hold the three units in a fixed position. 

The heat strikes the steel base. It 
is then deflected to the chambered 
copper lining and will it is said result 
in a diffusion of heat over the entire 
bottom of the aluminum cooking sur- 
face. 


— 


Crescent Tools in Christmas 
Garb 


The Crescent Tool Co., Jamestown, 
N. Y., has issued an attractive broad- 
side to retailers, calling attention to 
the Crescent line of tools packed in 
Christmas boxes. The circular con- 
tains several suggested Christmas 
window displays and newspaper ad- 
vertisements featuring the idea of 
giving tools as Christmas gifts. 


Corridor Lighting Unit 


A new type of asymmetric lighting 
unit designed for the illumination of 
corridors, aisles, passageways and 
similar places having extreme length in 
relation to the width, known as No. 
C-2172, has been designed by the Holo- 
phane Glass Co., 342 Madison Avenue, 
New York, 

The Corridor Lighting Unit is said 
to give an extensive type of distribu- 
tion along the corridor and an intensive 
distribution across the corridor. It is 
designed for 75, 100 and 150 watt lamps 
to give uniform illumination when 
spaced on centers not: exceeding three 
times the mounting height. An arrow 
is moulded as an integral part of the 
reflector which indicates the proper 
orientation of the unit with respect to 
the corridor. 
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This unit is especially suitable for 
the illumination of aisles between com- 
partments in substations and is an 
admirable example of how asymmetric 





light distributions may be molded to 
fit specific types of interiors so as to 
give the greatest possible utilization 
efficiency of the generated light. 


—_ 


Lindemann Brass Bird Cages 


O. Lindemann & Co., 37 Wooster 
St., New York, N. Y., has placed on 
the market a line of brass, round, 
dome-shaped bird cages, made in three 
sizes, to nest into each other. The new 
cages are provided with a transparent 
flexible, removable “Transflex” seed 
guard and extra heavy deep bottom. 

These same Transflex seed guards 
are also fitted to Lindemann standard, 
oblong square lines furnished with 
plain or drawer bottom. This company 
is said to be the originators of this 





type bird cage. O. Lindemann & Co., is 


now entering it’s sixty-second year of 
successful business, having been estab- 
lished in 1868. 

Communication with the company 
will bring complete details and cir- 
culars regarding the new line and other 
models made by the company. 


Combination Waxer-Polisher 


The Waxpol, a new waxer and 
polisher made by the United Electric 
Co., Canton, Ohio, is a combination 
device which does both waxing and 
polishing without the need of changing 
cloths. It is said to be the right weight, 
not too heavy to tire the operator, yet 
has sufficient weight to accomplish de- 
sired results. One side of the’ new 
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labor saving device, is used for waxing, 
then simply turn it over for polishing. 

The Waxpol consists merely of a 
“V” shaped piece, one side of which is 
used for applying the wax and the 
other side for polishing the wax that 
has been applied. One claim of the 
Waxpol is that it is a combination 
waxer and polisher, and eliminates 
operations that may be necessary when 
two devices are used, one for waxing 





and the other for polishing, and also 
certain operations which must be done 
when separate cloths are used for 
applying the wax and for polishing. 


Turner Utility Furnace 


The Turner Utility furnace No. 66, 
made by the Turner Brass Works, 
Sycamore, Ill., is said to combine 
simplicity and sturdiness. It is said 
that this new model will give first class 
service for years. There are no coils 
to burn out or clog, no loose parts and 
nothing to get out of order. 

A patented safety valve and air re- 
lease automatically opens at 40 lbs. 
pressure. Gasoline or kerosene work 
with equal efficiency. A special type 
of generator and patented heater plug . 
is said to superheat the fuel before it 
is burned thereby improving the com- 
bustion to the greatest heat possible. 





TURNER | KEROSENE 


No. 66. | GASOLINE 

The company claims that the furnace 
is not affected by wind, rain, or freez- 
ing weather. A large durable hood is 
provided. The tank is made from 
heavy seamless drawn steel, copper 
plated to resist rust. 


Gowan Incorporates 


The Gowan Hardware Co., Saulte 
St. Marie, Mich., was recently incor- 
porated. The business has been in op- 
eration for twenty-five years as a 
partnership. Officers are William E. 
Gowan, president; David Tate, Jr., 
vice-president; Lillian M. Matheson, 
treasurer, and Mary L. Gowan, secre- 
tary. 
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An Economical and Efficient 


Heater 


The Gloradiant, made by the Jackes- 
Evans Mfg. Co. of St. Louis, Mo., is 
designed for efficient and economical 
heating and is made of high grade 
material. 

Because it heats by both convection 
and radiation, the Gloradiant is a 
warm-air circulator as well as a 
radiant heater, and it sends a constant 
current of warm air around the room. 
The cost of its operation is about one 
cent an hour, this low cost being pos- 
sible because every particle of fuel is 
thoroughly consumed in combustion. 


Under normal conditions, a tempera- 
ture of more than 1600 deg. Fahr. was 
reached at a gas consumption rate of 
less than 18 cubic feet per hour. This 
great heat is so controlled through 
circulation that the fullest possible 
benefit is secured throughout the room 
without any danger of scorching the 
wow delicate hangings, rugs or wood- 
work. 


Thorough tests in the laboratory of 
a large Detroit motor company proved, 
it is said, that Gloradiant heating is 
never attended by carbon monoxide or 
any other noxious gases. This is true 
because the air inlets and heating ele- 
ments are so arranged and constructed 
as to ignite all gases as they pass 
through the fire-clay units. 


The specifications are as follows: A 
satin-finish baked black Japan. Legs, 
corners, valve and all trimmings heav- 
ily nickel plated. Side and base re- 
flectors are solid brass, highly polished, 
and easy to keep clean. 


Especially designed Radfants and 
made for the most complete break- 
ing up and ignition of gases. An extra 
radiant is supplied with each heater. 


The Gloradiant is made in three 
sizes, for five, seven or ten heating 
units. All sizes are identically the 
same in construction, differing only as 
to number of heating units. 


In some States legislation requires a 
flue for all gas heaters. For that rea- 
son a flue is part of the Gloradiant’s 
equipment. 

The burner is of Bunsen type. Pri- 
mary air is admitted at base of burner 
and mixes with gas passing through 
burner tube, at top of which is a fine 
brass screen which breaks the fuel into 
many small jets to insure absolute 
combustion. This provides for natural 
admission of air and does away with 
involved adjustments. Ample secon- 
dary air is admitted at top of burner 
and base of radiant heating unit. 


Air space behind heavy cast iron 
back provides draught for air which 
is drawn from the floor. Air is also 
brought up through chambers directly 
behind brass side reflectors. The 
heated air is not only sent out to the 
room from top and front of heater, 
but has additional outlets at holes on 
sides of heater. 

Back and top of heater are lined 
with extra heavy asbestos, providine 
a competent insulator against scorch- 
ing of wallpaper, hangings, etc. 

The simple construction of the gas 
cock permits easy adjustment for ad- 
mission of either natural or artificial 
gas. 
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Beater Operates from 


Faucet 


The World Beater, recently placed 
on the market by the World Beater 
Sales Co., 919 Mallers Building, Chi- 
cago, Ill., is one of the most recent 
developments in mechanical household 
apnvliances. 

The World Beater operates by the 
water power from any ordinary kitch- 
en faucet. It is easily put on, easily 
operated, there is nothing to get out 
of order. 

Cream may be whipped perfectly 
stiff, often in a minute, it is said. 
Cake and pancake batter, salad dress- 
ings, gravies and jello desserts are 






‘ 
i) 


| J 

I Ya 
\fAe | 
Wy DIK! 
apm 
a) 


aeeieet : 
fie! 
my 


4 
Nt 


) 
! 





ee 


_ 





aN 


Vy 





z 


mixed more thoroughly and made more 
appetizing and creamy in a short time. 
There are scores of uses for the World 
Beater and long tedious tasks, and 
tiresome beating are quickly overcome. 
It costs nothing to operate the World 
Beater—just turn on the faucet and 
it starts, turn it off and it stops. The 
jar, if broken, may be replaced with 
any ordinary Mason jar. No other 
parts to break or wear out—the metal 
parts are rust proof. 





Balloon Tire Jack Efficient 
in Operation 


The new No. 7 Reliable Balloon Tire 

Jack, made by the Elite Mfg. Co., Ash- 
land, Ohio, has a number of outstand- 
ing features, chief of which are its 
compactness, its strength, and its lift- 
ing range. It meets the demand for 
a jack less than 7 inches in height and 
capable of raising to 17 in. 
_ The new Reliable Balloon Tire Jack 
is only 6% in. high and raises more 
than 10 in. to 17 in. high, ample clear- 
ance for the largest balloon tires. 

An entirely new, patented, double- 
screw construction works both upper 
and lower screws simultaneously, the 
upper screw and top remaining rigid. 
The lifting capacity of this new jack is 


4000 lbs. A 36 in. folding handle is 
supplied with the jack. Its weight is 
but 8 Ib. 
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Freidag Aerial Mast 
Pipe Fixtures 


The Freidag radio aerial mast pipe 
fixtures are made in two sizes by the 
Freidag Mfg. Co., Freeport, Ill., and 
distributed by the Direct Sales Co., 405 
Manhattan Building, Chicago, Il. 
These fixtures consist of a cap with a 
sheave pulley and lugs for guy wires, a 





collar with lugs, and a universal head 
mast with loop for securing aerial 
cable. No. 60 and No. 65 sets use 1 in. 
standard pipe. No. 70 and No. 75 sets 
use %-in. pipe. The pipe does not re- 
quire thread on either end and can be 
used at any desired length. 

These fixtures are designed to pro- 
vide a substantial, well made and sight- 
ly support for outdoor aerials. No. 60 
and No. 70 are designed for gable or 
flat top roofs. No. 65 and No. 75 are 
designed for side pitch or flat top roofs. 

The No. 70 and No. 75 sets are 
usually used for single wire aerials or 
for short multiple wire aerials. The 
other two numbers are used where 
long, heavy 2 and 3-wire or hoop 
aerials are installed. 

If it is desired to use pipe longer 
than 10 ft. a guy collar is advisable; 
otherwise it is not needed. The Freidag 
is easily attached with four screws and 
offers a good-looking, very substantial 
support. 


Catalogs Received 


Curtis Pneumatic Machinery Co., St. 
Louis, Mo., has issued a new booklet 
covering its complete line of Curtis air 
compressors, single and two-stage type. 
The book has an unusual gold and 
black cover, with the note stating that 
this is the company’s seventy-first year 
in this field. Illustrations and descrip- 
tions are very complete. 


The Wise Furnace Co., Akron, Ohio, 
has issued Catalog 21 on Wise pipe 
and pipeless warm air furnaces. Cross 
section views of the company’s line are 
shown with complete specification data. 
Various installation information is also 
given. 


A. F. Stoger, Inc., 224 East Forty- - 
second Street, New York, N. Y., has 
issued a new catalog on imported and 
domestic firearms and ammunition. 
This covers parts, gun accessories and 
field glasses also. 
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Dr. Cadman to Speak 


at Metropolitan Dinner 


Internationally Famous Preacher to 
Address Hardware Men January 
27 at Commodore . 

An address by Dr. S. Parkes Cad- 

man, Brooklyn (N. Y.) divine, and well 

known throughout the world as a 


| 





church, after dinner and radio speaker, | 


will be the chief feature of the twelfth 


annual metropolitan hardware dinner | 


to be held at the Commodore 
New York, Jan. 27, under the auspices 
of the Metropolitan Hardware Associa- 
tion. This organization is the clearing 
house for the combined membership of 
the Brooklyn Retail Hardware Dealers’ 
Association, Manhattan and Bronx 
Hardware & Supply Association, North 
Jersey Retail Hardware Association 
and the Westchester Retail Hardware 
Association. 

H. A. Cornell is chairman in charge 
of the banquet committee, which con- 


Hotel, | 





sists of R. J. Atkinson, president; A. M. | 
Bedford, C. A. Bruhns, Henry Bond, A. | 


Birkenmeier, W. J. Crigar, 


BEB. F. | 


Daily. Harry Douglass, E. V. Hawkins, | 
Fred Hepp, Fred Horn, J. A. Kruger, | 
L. Landrine, W. F. Littell, Jr., secre- | 


tary; 
S. J. Milligan, H. R. L. Rohlfs, L. Schel- 
ling, J. C. Schneider, A. Shimmell, J. J. 
Snyder, C. H. Tilson, F. W. Chilling- 
worth and Fred H. Howard. These 
hardware men are from all of the or- 
ganizations which comprise the Metro- 
politan Association. 

It is urged that tickets be purchased 
early so that seating arrangements may 
be made properly in advance. Tickets 
are available from committee men and 
other members. Additional informa- 
tion may be secured from H. A. Cornell, 
121 Court Street, Brooklyn, N. Y. 





Harry H. Perkins 
with J. D. Warren 


Harry H. Perkins, for the past two 
vears field secretary of the Illinois Re- 
tail Hardware Association, has recently 
resigned from that position to become 
associated as “store engineer” with the 
J. D. Warren Manufacturing Company, 
of Chicago. During his connection with 
the hardware association Mr. Perkins 
was very successful in designing store 
arrangements for the members and his 
new work will give a still larger field 
in aiding retailers along this line. 





John L. Whiting-J. J. Adams 
116 Years in Brush 
Manufacturing 


The brush manufacturing business of 
John L. Whiting-J. J. Adams Co., Bos- 
ton, which recently passed its one hun- 
dred and sixteenth anniversary, was 


founded in 1808 by Seth Whiting and 


Matthias Ludlow, Morris Miller, | 











John Adams, as_ partners, 
brushes in the little town of Medfield, 
Mass., and selling them to the mer- 
chants of Boston. These partners sep- 
arated later, carrying on business as 
individuals. These two businesses were 
carried on successfully by descendants 
of the original founders—and the two 
names, Whiting and Adams, were linked 
together in partnership again in 1908, 
when the John L. Whiting & Son Co. 
and J. J. Adams & Co. were consoli- 
dated. 

The president of the company, Har- 
vey W. Hascy, started with J. J. Adams 
& Co. in 1878, learned brushmaking in 
the factory, later traveled as a sales- 
man, and finally acquired the control 
of the firm which consolidated with the 
John L. Whiting & Son Co. 

The vice-president and _ treasurer, 
Henry H. Hill, is a nephew of John L. 
Whiting, and one of four great-grand- 
sons of Seth Whiting who are now ac- 
tively engaged in the business. Mr. 
Hill has been with the company twenty- 
five years, spending several years in 
the factory, at the bench, acquiring a 
practical knowledge of brushmaking 
before taking up executive duties. 


ee 


Drake Purchases Business 
He Founded on Coast 


George F. Drake has taken over the 
entire holdings of the Drake Lock-Nut 
Co., San Francis¢o, Cal. He was the 
founder and for the past eight years 
vice-president and manager of the 
firm. He now becomes president. 

The lock-nut made by this firm is the 
invention of Mr. Drake. Its reception 
throughout the country necessitated an 
eastern plant at Cleveland, Ohio. 

The Drake Lock-Nut: Co. also manu- 
factures the Drake glider, a device built 
for use on furniture to prevent marring 
of the floors. 


ee 


Mrs. N. A. Gladding Dead 


The sad news has just reached this 
office of the death of Mrs. N. A. Glad- 
ding, wife of N. A. Gladding, general 
manager of E. C. Atkins & Co., In- 
dianapolis. The thousands of friends of 
Mr. Gladding will sympathize with him 
in his bereavement. 





New Manufacturing Plant 
Opens in Oakland, Cal. 


The Moore-McKevitt Mfg. Co. has 
leased a factory building of 10,000 sq. 
ft. floor area at 3109 Adeline Street, 
Oakland, Cal., and will start manufac- 
turing operations immediately. The 
company manufactures piston rings and 
wrist rings. E. N. Moore, Jr., for- 
merly of the Gas Motor Parts Co., and 
H. W. McKevitt of the McKevitt Co. 
of San Francisco are the principal 
owners of the new company. 


CURRENT NEWS 
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Titgemeyer General Sales 
Manager, Osborn Brush 
Division 


Franklin G. Smith, president and 
general manager of the Osborn Manu- 
facturing Company, Cleveland, Ohio, 
announces the appointment of C. W. 
Titgemeyer as general sales manager 
of its brush division. Mr. Titgemeyer 
has been associated with Osborn 18 
years. For several years past he has 
been central district sales manager. 

The Osborn Manufacturing Company 
produces a complete line of brushes of 
every description and for every pur- 
pose, including household brushes as 
well as those used in manufacturing. 
Its products are distributed through 
legitimate established channels. and 
pass to the ultimate consumer through 
hardware, mill and factory supply 
houses. 

“Mr. Titgemeyer’s promotion to the 
position of general sales manager of 





C. W. Titgemeyer 


the brush division is in keeping with 
Osborn’s policy to promote from within 
the organization and to recognize and 
reward accomplishment,” President 
Smith said in announcing the appoint- 
ment. “Under his direction our sales 
department will be expanded, and we 
propose to cooperate closely with our 
distributors in the promotion of the 
brush business. 

“There is every indication that the 
coming year will show a decided im- 
provement in all major industries. Ac- 
cordingly, we are organizing for great- 
er accomplishment all along the line.” 





Steinfeld, Inc., to Move 


Steinfeld, Inc., New York City, dis- 
tributors Jewel refrigerators, Colum- 
bia juvenile cycles, Columbia bicycles, 
toys, housefurnishings and furniture 
specialties will move from 116-120 West 
Thirty-second Street to 11-13 East 
Twenty-sixth Street. The move will be 
made Jan. 1, 1925, and will place Stein- 
feld, Inc., in the heart of the wholesale 
section for the lines mentioned. 








December 4, 1924 


HARDWARE AGE 


73 








OF THE TRADE 








GobePOADODGCeTOTECUCUCEOTGRRDGEEOUREEROOORTORTGROD RERGC AAT RAL reeeaetieee 


J. E. Otterson Joins 
International Western Elec. 


J. E. Otterson, formerly president, 
Winchester Repeating Arms Co., New 
Haven, Conn., has joined the executive 
staff of the International Western Elec- 





J. E. Otterson 


tric Co., New York City. Mr. Otterson 
will leave shortly to visit ‘European 
companies with which the International 
Western Electric Co. is associated. 


Wire Nail Factory 
Started in Mexico 


A wire nail factory has been put in 
operation in Juarez, Mexico, just across 
the Rio Grande from El Paso, by the 
Cia. Ferreteria Mexicana, S. A. This 
company is better known on this side 
the Rio Grande as the Mexico Hard- 
ware Co., whose head offices are in El 
Paso, Tex. S. R. Silva is president. 


The present Mexican duty on nails, 


tacks, etc., is 40 centavos a kilo, or 
nearly 10 cents a pound American 
money. This induced the Mexico Hard- 
ware Co. to engage in the manufacture 
of nails in order to take care of its 
customers in different parts of the re- 
public. The company has a fast in- 
creasing jobbing business that has been 
extended as far south as Vera Cruz. 


Four-Year-Old Girl Hired 
as Toy Buyer 


A novel method of buying toys was 
inaugurated by the Oakland Place 
Public Market, Oakland, Cal., when it 
hired Miss Dorothy Ginn, a four-year- 
old girl, as its Christmas toy buyer. 
The public market opened for the first 
time this year a toy department. 

Little Miss Ginn made the rounds of 
the Oakland toy departments, choosing 
rocking horses, dolls, scooters, teeters, 
Noah’s Arks and the numerous other 
things that are dear to children. She 





had several volunteer helpers to make 
suggestions, so she was able to make 
a large selection for the official open- 
ing of the market’s toy department 
Nov. 29. She also acted as hostess on 
the opening day. 





E. W. Ingraham Dies 


On Monday, Nov. 10, Emery W. In- 
graham, president of the Hardware 
Agency Co., Boston, Mass., died sud- 
denly at his home in Chelsea, Mass., at 
the age of 64 years. 

Mr. Ingraham was born in South 
Hadley, Mass. He lived for a time at 
Meriden, Conn. When his uncle, the 
late Emery Parker, took charge of the 
Nashua Lock Co., Nashua, N. H., Mr. 
Ingraham went there with him, and 
after obtaining a thorough knowledge 
of the manufacturing end of the busi- 
ness was transferred to the selling de- 
partment in Boston, and represented 
that concern on the road in New 
England for many years. 

In 1905 Mr. Ingraham was elected 
president of the Hardware Agency Co., 
manufacturers’ agents, and continued in 
that capacity until his death. 

Although by nature retiring and un- 
assuming, his many fine traits of char- 
acter and personality attracted to him 
a large circle of business associates and 
friends who will feel a sense of deep 
personal loss in his passing away. 

Mr. Ingraham’s wife predeceased 
him fourteen years ago and he is sur- 
vived by a brother and sister, who re- 
side in Meriden, Conn. 


Abbott with Forsberg; 
Becomes Sales Manager 


R. O. Abbott, formerly in charge of 
the development and merchandising of 
tne Winchester tool line for the Win- 
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R. O. Abbott 


chester Repeating Arms Co., New 
Haven, Conn., has become sales man- 
ager of the Forsberg Mfg. Co., Bridge- 
port, Conn. 





| which he failed to recover. 





A. T. Stebbins Passes 


The hardware fraternity throughout 
the United States will be shocked to 
learn of the recent death of Alonzo T. 
Stebbins, of Rochester, Minn. He had 
been ill for several months and a few 
days ago suffered from a stroke from 
He was 77 
years old. 

Mr. Stebbins was born in Massachu- 
setts, but moved to Minnesota with his 
parents when he was ten years old. In 





A. T. Stebbins 


1866, when he was 19, he took a posi- 
tion as clerk in the hardware store of 
O. M. Farrington at Winona, and five 
years later he and his father opened a 
store in Rochester. He sold out his 
store only a few years ago and retired 
from active business. 

Mr. Stebbins was one of the organ- 
izers of the Minnesota Retail Hardware 
Association 27 years ago, and served 
as president of both the State associa- 
tion and the National Retail Hardware 
Association. He was also active in 
politics and served several terms both 
as alderman in his home city and as 
member of the State legislature. 


oe ee 


Los Angeles Glass Plant 
to Enlarge 


The Technical Glass Co., Los An- 
geles, Cal., plans to build another unit 
to its present factory some time during 
the first part of 1925. The new unit 
will be 75 x 165 ft. and will cost ap- 
proximately $100,000. The main prod- 
uct of the company is glass knobs. 


Favorite Stove Catalog 


The Favorite Stove & Range Co., 
Piqua, Ohio, has issued a new catalog 
on Favorite hollow ware for cooking. 
This is a cast-iron ware, very com- 
plete in assortment and pieces. The 
booklet contains much interesting data 
regarding manufacturing processes 
necessary to produce this ware. 
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General Market News 





Staple Hardware Lines Active 


with Inventory Approaching 
—Holiday Goods Moving 


G ithe a hardware lines are very active in the face of 


the approach of inventory time. 


This is explained as 


being due largely to the general feeling that hardware 


prices may go higher after Jan. 1. 
been moving better since the colder weather set in. 


Seasonal items have 
Stove 


goods, sleds, snow goods and kindred winter items have 
been selling heavily in the northern half of the country. 


Holiday goods continue to move, with indications that the 
Christmas hardware gift trade will surpass the volume of 


last year. 


Futures on spring goods calling for March and April 
delivery are better than they were at the same time last year. 


Collections, except in the Pittsburgh district, are very 
much improved. Dealers in the farming sections report pay- 
ment received on accounts three and four years old. 





No Changes Reported 
in New York 


Metropolitan jobbers report no price 
changes this week. In this market it 
is generally believed that ‘wire goods 
will advance after Jan. 1. Prices are 
strong and very steady. Holiday items 
are active. Staple lines are moving 
consistently. Futures are better than 
last year. 


Holiday Trade Good 
in Cincinnati 


Holiday trade is keeping up splen- 
didly and, while the year as a whole 
may fall slightly behind that of last 
year, the trade generally is looking for- 
ward with confidence to next year. 
Buying continues of the hand to mouth 
variety but, with indications all point- 
ing to higher prices, it is expected that 
dealers will see the advisability of 
stocking up at present levels. There 
were no price changes reported during 
the past two weeks other than those of 
jobbers made to move surplus stocks. 








Northwest Market Expects 
Large Holiday Trade 


Hardware market conditions in the 
Northwest are most favorable for an 
excellent holiday business. 

Collections are surpassing the pre- 
vious estimates of credit departments 
of jobbing houses, and trade is begin- 
ning to accelerate. The fine condition 
of collections is due greatly to the 
excellent crops, and the continued high 





prices for them all during the fall. The 
farmer is clearing away his frozen 
indebtedness in a manner that is most 
satisfactory to all concerned, and 
every indication points to increased 
business. Some authorities express 
the belief that the entire country Is 
due for four or five years of prosper- 
ity, the Northwest included. 





Seasonal Lines Active in 


Pittsburgh Market: 


Considerable activity in seasonable 
lines is noted in the Pittsburgh dis- 
trict, but in staple lines purchases are 
being made with due regard to the 
time of the year in the proximity of 
the inventory season. The iron and 
steel market continues to show an ad- 
vancing tendency and the disposition 
of hardware retailers to defer plac- 
ing orders for next spring’s goods 
already in some directions is being dis- 
pelled by that price trend. Generally, 
expectations of lower prices are giving 
way to a belief that prices are as low 
as they are going to be and that ad- 
vances are quite as strong a possibility 
as declines in hardware items. A 
noticeably stronger tendency is noticed 
in builders’ hardware and some items, 
notably locks, have moved up 5 to 7% 
per cent. Jobbers’ prices have been 
revised upward in keeping with the re- 
cent advance in mill prices, in which 
independents have all followed the 
American Steel & Wire Co. The gen- 
eral price structure is one of strength 
and there is a very confident and 
cheerful tone in the trade. Collections 
in this district still are only fair. 





Wire Goods Advance 
in New England 


An advance of about $2 a ton in wire 
goods is the outstanding feature in 
the New England hardware market. 
The uplift is in keeping with the gen- 
eral rise in steel mill products. In a 
broad way, it brings prices back to the 
basis in vogue early in September be- 
fore a cut was made. With the mills 
taking on more and more business 
every day, and with some of them 
assured liberal plant operations the 
remainder of 1924 and others with 
business enough to carry them into 
1925, their representatives have as- 
sumed a decidedly bullish attitude on 
prices. For that reason, the most con- 
servative New England hardware 
houses are urging customers to get in 
under cover. Prices are out on ham- 
mocks for 1925. Because of the de- 
preciation in raw cotton values, ham- 
mock prices are lower. Otherwise 
price changes, as announced by the 
jobbing trade, are of little conse- 
quence. 





Chicago Prices Advance— 
Orders Plentiful 


Price advances were numerous in the 
Chicago market, the recent mill ad- 
vance on steel being reflected by raises 
on jobbers’ prices of nails, wire and 
fencing. Solder and linseed oil con- 
tinued their steady climb of the past 
few weeks. Indications all point to- 
ward continued price advances on 
many items. 

Sales on seasonable merchandise are 
exceptionally good and, while the vol- 
ume of orders for spring delivery is 
still considerably behind previous years, 
it picked up during the past week and 
is better than at any time this fall. 
Orders for such items as garden hose, 
lawn mowers and oil stoves showed a 
very marked improvement. / 

Collections are very noticeably better 
than a year ago and many retailers in 
the agricultural districts report that 
they are cleaning up book accounts 
three and four years old. 





Improvement in Trade 


and Prices 


; Improvement is the dominant note 
in trade, prices and industry, but there 
is still a lacking of uniformity in re- 
ports as to distributive trade, declares 
Bradstreet’s. 

Cool weather with rain or snow has 
given a further stimulus to retail trade 
at most markets, but particularly in 
the northern half of the country, it 
Says. 





The Carbo Steel Post Co., Chicago, 
Ill., has sold its patented automobile 
shipping deck manufacturing rights 
and will hereafter confine its activities 
exclusively to the manufacturing of 
Carbo Expanded I-Beam Steel Posts. 








December 4, 1924 


This $15 Display Stand 


is included 


with the 1925 Viko Stand Deal. It is 4 feet high, 
3 feet wide, and occupies 6 square feet of floor 
space. Mounted on casters, it can be used any- 
where——on the floor or in the window. Finished 


in oak or mahogany. 


Start the New Year 


right with this 
money-making 


Viko Deal 


You have probably been intending to in- 
vest in the Viko Display Stand Deal, but 
have just put it off. Then don’t wait any 
longer. You are losing money. 


Over six thousand dealers can tell you so. 
They have bought this deal. They have seen 
it making money for them. They have found 
the Viko display stand one of the best 
“silent salesmen” they ever had. 


The deal costs you only $49.95 for 102 Viko 
articles—all popular, quick-selling items— 
and the fine $15 display stand. At fair re- 
tail prices the merchandise will bring $71.58 
($80.93 in extreme Western and South- 
western states). A good margin—and the dis- 
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play stand will be your property, ready and 
anxious to keep on selling Viko for you. 


With the deal you get, not only the stand, 
but 150 4-page, 4-color, illustrated invita- 
tion letters to mail to your best customers; 
also a window trim and two display cards; 
and two dozen Dutch table pads, priced to 
you so you can offer them as a very special 
inducement. 


NOW is the time to get this deal. Use the 
coupon below and have it ready to offset 
the after-Christmas slackening. Before you 
realize, it will have made quality aluminum, 
selling at a quality -profit, a permanent 
department of your business. 


Ask your jobber 


Aluminum Goods Manufacturing Company 


General Offices: Manitowoc, Wis., 


U.S.A. 


Makers of Everything in Aluminum 






The Popular 


"un 


me 
? 


NOTE: If you want further information before ordering, mark X here (1 and this coupon will NOS be considered an order. 


Aluminum Goods Manufacturing Company 


Manitowoc, Wis. 
Please send us (by freight) (by express) the 1925 Viko Stand Deal, com- 


plete, including display stand, at $49.95 per deal. Deal to be shipped f. vu. b- 
NSEC OTE UP OOU LTE PET UCT TO TT TTLE TET LEC ETC E Te T ECTS TTT 
IS is 6 06 5 00 06 00 SeRSA ROO aN oo Ces e Teen eeceee ese sed mseeee ces 


Manitowoc. Stand to be crated knocked down, shipping weight about 75 
lbs.; merchandise packed separately, shipping weight about 100 lbs. Adver- | 
tising material to be included with goods. Deal to be invoiced through our 
jobbers, named opposite. 
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Numerous Price Changes in Chicago Market 
Staple Items Particularly Active 


trade in several years. Radio has become a feature in 
many retail stores and the dealers handling it are report- 
ing large sales, mostly of the larger types of outfits. 


Building operations still continue at a high level, in 
spite of the less favorable weather conditions, and in the 
larger centers new contracts are still being let. Building 
materials, especially lumber, has advanced in price and 
while the prices of builders’ hardware are unchanged at 
present, an advance is momentarily looked for, and job- 
bers and larger retailers are placing sizable orders for 
spring delivery. 


Favorable market conditions on farm products this fall 
has resulted in bringing considerable cash into rural com- 
munities, and many retailers are reporting the cleaning 
up of book accounts three and four years old. Conse- 
quently jobbers are reporting very satisfactory collections 
—noticeably better than a year ago. 


(Chicago office of HARDWARE AGE) 
HE Chicago market this week was marked by a 
steadily increasing volume of orders and by numer- 
ous price advances. The sales of seasonable mer- 
chandise were exceptionally good and while the placing of 
orders fcr spring goods is still somewhat sluggish, it is 
decidedly better than at any previous time this fall. 

The advance of mill prices on steel was immediately re- 
flected by a raise in jobbers’ prices of nails, fencing and 
wire. Solder continued its steady climb by going up an- 
other dollar a hundred pounds and linseed oil accompanied 
it by raising another two cents per gallon. On many 
items, while prices remained stationary, advances may 
be expected at any time and the whole trend of the market 
is upward. 

Colder weather has put snap into business generally and 
the holiday business is starting with a rush. Indications 
are that the retailers will enjoy the biggest Christmas 


$4 list. Discount, 25 per cent. 

‘ oud Speakers.— Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 


FIELD FENCE.—Prices advanced $2 a 


AUTOMOBILE ACCESSORIES. CHAIN.—Seasonably light and prices 
—Prices are unchanged. There is a_ are unchanged. 


good demand for this time of the year. We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 


We quote from jobbers’ stocks, ~ : ; salina ’ 

f.o.b. Chicago: evens am hai S 90-36 eae oan Gee ton directly reflecting the recent mill 

Spark Plugs.—Splitdorf, 50c. each; Sane Sha’ MeCnEE ak -10 per ee — y 8 
regular, 58c. each; Champion X, 45c. nang yy a welded cow advance on steel. 
each; lots of 100, 41c. each; Cham- = Te Per ; We quote from jobbers’ stocks 
pion Blue Box line, 53c. each; A. dl CLIPPERS, HORSE AND SHEEP.— f.o.b. Chicago: 726-6-1214, $29.70 per 
Titan, 58c. each; lots of 100, dé6c. Sal fai d “td . h 100 rods: 1948-6-14%._ $45 “ner 100 
A. C. Special Ford, 44c. each. Sales are fair and prices remain the Is ee ” — 

Spot Lights.—Anderson, No. 3280, same. “ — : 
$6.50 each; Stewart, $5.67 each 7 Bet tee FILES.—Prices are unchanged; the de- 

Horns.—E. A. Electric (Ford), $4 We quote from jobbers’ stocks, di d 
one fo.b. Chicago: Stewart No. 1 clip- mand 1S good. 

Jacks.—Reliable Jacks, No. 46, $2.50 ping machine, $14 list; No. 15 one- We quote from jobbers’ , stocks, 
each; in lots of 10, $2.25 each; Ajax, man power shearing machine, $25 f.o.b. Chicago: American files, 60-10 
No. 6, 90c. each; National Standard, list; top plates, No. 90 and No. 360, per cent off list; Nicholson files, 50 
No. 21, $1.20 each. $1.50 each, list: bottom plates, No. per cent off list; Nicholson files, 60-10 

Pumps.—Rose, 14%4-in. cylinder, $1.55 #9 and No. 361, $2 list. Dealers per cent off list; Black Diamond files, 
each. — Baas per ae ge 40-10-5 per cent off list. 

Chains.—Non-skid, dozen pair lots, electric) clipping = macnine. NO. 89, — ’ r 
3314 per cent discount; 50 pair lots, pedestal type, $85 list; No. 900, GALVANIZED PAILS, TUBS, CANS 


shearing machine, $90 list, f.o.b. fac- 


AND BASKETS.—In spite of the fact 





40 per cent discount. Chi th 95 : al 
Tires and Tubes.—30 x 3 1 2 over- ory, icaZzo, witn Zao per cen ais- 
san Gerd tires, 016.46 cock: reader count to dealers. that sheets have advanced and metal | 
cord, os gray ‘en gee 30 COPPER RIVETS AND BURRS.—The ware may be expected to follow, manu- 
x 3%, $1.20 each; red inner tubes, . ° ° . a 
30 x 3%, $1.50 each. demand is good with prices unchanged facturers’ prices are unchanged at 
AXES.—Sales are holding up very at present. present. 
well; prices firm. We quote from _ jobbers’ stocks, We quote from jobbers’ stocks, 
: : : f.o.b. Chicago: Copper rivets and f.o.b. Chicago: Competition galvan- 
. We eet * ‘eee ee. burrs, 40-10 per cent discount. , ized after-made water pails, genuine 
.o.b. icago: First quality single : > riveted ears, 8-qt., $1.95 doz.; 10-qt 
hitted unhandled axes, 3 to 4-lb., $14 EAVES TROUGH AND CONDUCTOR $2.20 doz.; 12-qt., $2.40 doz.; galvan- 
doz. base; double bitted, $19 doz. PIPE.—Sales continue good and prices ized wash tubs, No. 1, $6.35 doz.; No. 
base; good quality black unhandled 2, $7.15 doz.; No. 3, $8.35 doz.; No. 
axes, same weight, single bitted, $13 firm. 8, galvanized wash boiler, wood grip 
doz. base; single bitted handled axes, We quote from jobbers’ stocks, end handles, $13 doz.; 1-gal. tin 


$15 to 22 per doz., according to quali- 


ity and grade of handle. 
BOLTS AND NUTS.—Market is firm 
and the demand normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 


per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 
BUILDERS’ HARDWARE.—Orders 
for spring delivery are of good volume 
and prices are firm. It is felt that 
there will be a general stiffening of 


prices before long. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 


$2.67 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, 
$3.63 per doz. pair; heavy steel bevel 
inside sets, case lots, $7 per doz.: steel 
bit-keyed front door sets, $1.90 per 
set: wrought brass bit-keyed front 
door sets, $3.25 per set, cylinder 
front door sets, $7.50 per set. 


f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.: corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.: plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Radio sales seem to be 
running to the neutrodyne and super- 
dyne outfits with radio frequency 
amplification for long distance recep- 


tion. One tube sets not seliing so well. 
We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 


Electrical Merchandise.—No. 14 rub- 
ber-covered wire, $7.90 per 1000 ft.; 
in 1000-ft. lots, $7.65; No. 18 lamp 
cord, $14.50 per 1000 ft.: in 1000-ft. 
lots, $13.75: %-in. brush brass key 
sockets, 19c. each; two-way plugs, 
60c. each; in lots of 10, 49%c. each; 
one-piece attachment plugs, 13c. each; 
two piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 30%c. 
each: less than case lots, 34c. each. 

Radio Supplies.—Radio B batteries. 
No. $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10. $13.50 each net. 

Tubes.—Cunningham and R. C. A., 


breast galvanized kerosene can, $2.25 
doz.; 1-bu. galvanized baskets, $6.50 
doz.; 1%-bu., $8.25 doz.; 5-gal. gal- 
vanized oil cans, galvanized breast, 
$7.25 doz.; perpendicular corrugated 
light galvanized ash cans, with cover, 


No. 55, $15 per doz.; No. 66, $17.50 
doz.: No. 77, $20 doz.; heavy galvan- 
ized after-made No. 171, $32.40 doz.; 
No. 191, $37.25 doz.; No. 201, $44.75 
doz. 

GARDEN HOSE AND LAWN 


SPRINKLERS.—Future orders on gar- 
den hose are being placed in increased 
volume. Crude rubber is approximately 
60 per cent higher than last year and 
hose is lower at present, but a con- 
siderable price advance may be ex- 
pected at any time. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%4c. 
per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
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WQVALITY LEAVES 


ITS IMPRINT 














WHERE Oo You THink THE 


SNOW SHOVEL 1S CAREFULLY 
PuT AWAY ? 





Webster 

in the 
Cincinnati 
Times-Star 


Ap 
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Garage doors hung on Sactitz. 
Slide and fold away from the snow 





There is no better way to 
create customer good will than 
to sell Slidetite Garage Door 


Hardware. Every sale you 
make results in boundless 
satisfaction. Send to-day for 


Catalog <A-29, which fully 
describes this highly profitable 
item of builders’ hardware. 


Old-fashioned swinging garage doors, which are never satisfactory, be- 
come even more troublesome when cold weather arrives. Not only are 
they easily blocked by ice and drifted snow, but they are always being 
slammed and banged about by wintry winds. 


Doors hung on S/idetite Garage Door Hardware have none of these dis- 
advantages. They slide inside, away from ice and snow, and fold flat 
against the wall where the wind can’t possibly get at them. 


S/idetiteequipped doors slide smoothly on a faultless track. As sticking and 
sagging is impossible, a child can open or close them. Yet they fit the open- 
ing snugly when closed, securely sealing the garage against the weather. 


Many years of use have proved S/detite to be the only practical door-hang- 
ing system for openings of any width up to thirty feet. Even for doorways 
of this extreme width, S/:detite proves a clear, postless opening. 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 








Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
Seattle 





AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOX CANADIAN Co., LTD. 


Winnipeg LONDON, ONT. Montreal 
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16-in., 9c. per 

sprin- 
original 

Rainbow, 


good quality, wrapped, 
ft.; %-in., llc. per ft. 
klers, Rain King, $28 doz.; 
fountain sprinkler, $8 doz.; 
38-in. high, $24 doz. 


GLASS AND PUTTY.—While glass 
prices are lower than a year ago, most 
of the factories are operating at full 
capacity and jobbers’ sales are reported 
to be very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength A, 
all sizes, 86 per cent discount. Putty 
—pure grades, $3.75 per 100 lb.; com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—Present prices are con- 
sidered low. Sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.; 
medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Prices 
steady; sales reasonably good. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Any quality, 16-02. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are good 
and prices firm. 


We quote from jobbers’ stocks, 
f.0o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HINGES.—The demand is good with 
prices unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., oo 70; 
6-in., $1.60: 8-in., 
per doz. pairs; extra pany T hinges, 
in bundles, 4-in., 5-in., $1.66: 


are 


6-in., $2.08; 8-in., 33°86; 10- in., $5.10 
per doz. pairs. 
ICE SKATES.—Sales are improving, 


but real freezing weather is needed to 
bring them up to a good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair: Half Key Clamp—Rocker, 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
Boys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERNS.—The demand is_ very 
good. 
We quote from jobbers’ ee: 


f.o.b. Chicago: Dietz D-Lite, $13 : 
with large fount, $14.2 doz.: an: 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Colder weather is in- 
creasing sales. No change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6- at., $7.89 


each; No. 35, 8-qt., $8.67 eac 
LAWN MOWERS AND ‘CRASS 
CATCHERS.—Future orders are in- 
creasing somewhat, but the volume is 
not large. Prices unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%- in. 
wheels, $10 each; 16-in. plain bear- 
ing. 4-knife, 1014- in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball aring, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 


stocks, 
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bearing, 
each. 


3-knife, $5.85 


Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, 80 doz.; galvanized bot- 
tom, for 18 to 21- in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 21-in., mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Prices advanced 10 cents on 
common and 15 cents on cement coated 
nails. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales have picked up 


8-in. wheels, 


during the last few weeks. Prices are 
firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list: 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil 
takes another advance, this time two 


cents. Other items remain the same. 
We quote from jobbers’ stoeks, 
f.o.b. Chicago 


Linseed Oil. —_—— w, barrel lots, $1.19 
per gal.; 5-barrel lots. $1.14 per gal. 
Linseed Oil.—Boiled, barrel lots, 
$1.21 per gal.; 5-barrel lots, $1.16 per 


ga 
Turpentine .—Barrel 


lots, 99c. per 
gal. 
Denatured Alcohol.—Barrel lots, 
65c. per gal.: steel drum, extra 
a. 


White . Lead.—100-Ib. kegs, wh 25; 
50-Ib. fear +4 90; 25-lb. kegs, $4: 12 1% - 
Ib. kegs, $2.1 

Dry Paste. ——— lots, 6c. 

Shellac.—(4-lb. goods), whi oe, “$3. 50 
per gal: orange. $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are exception- 


ally good. 

We yeete from jobbers’ stocks, 
f.o.b. Chicag 

Bread Rete, 28o. 212, $7.20 doz.: 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 
doz.: No. 168, $14 yy > No. 183, $12 
doz.: No. 184, $14 doz. 

Casseroles. —Oval, No. 193, $12 doz.; 
No. 19 OZ. 


Pie Plates.—No. 202. $6 doz. No. 


Tea ots.—2-cup, $20 doz 4-cup, 
$24 doz.;: 6-cup, $28 d 
wed Pans.—No. 231, $8 doz.: No. 
232, $14 doz. 
ROASTERS.—The demand is_ very 
good. No change in prices. 
We quote | from jobbers’ stocks, 
f.o.b. Chicag 
No. 75 blued, $10.75 per doz. : No. 
200, blued, $14.40 per do No. 11, 


blue enameled, $20.75 er “ges. No. 
41, blue enameled, $25.50 per doz.: 
No. 13, magnolia enameled, $28.35 
per doz.: No. 48, magnolia enameled, 
$36.75 per doz. 

Black Beauty roasters and drip 
pans, eax = 10, $ 
T OZ. $ 


No. 5, $4.63; No. 6, 
te thy pans. 3314 from manufacturer’s 


list. Ekeo tin bread and cake pans, 
33%, from manufacturer’s list. 


ROLLER SKATES.—Holiday orders 
for immediate shipment are being 
placed very freely. 

We quote from jobbers’ 
f.o.b. Chicago: Roller’ skates 
boys, $1.40 per pr.; for girls, 
per pr. 

ROOFING AND PAPER.—Raw ma- 
terials are higher, with possible re- 


flection in advances later. 


stocks, 
for 
$1.50 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade talc surfaced, 
$2.20 per square; medium talc sur- 
faced, $1.60 per square; light talc 
surfaced, 95c. per square; red rosin 
sheathing, $55 per ton. 


ROPE.—Volume of future orders 
very good. Prices are firm. 


eee 
7] 


We quote from jobbers’ stocks, 
f.o.b. Gideon: No. nila stand- 
ard brands, 21%c. per lb.; No. 2 
Manila, 20%. per lb.; No. 1 sisal, 


15%ec. to 16%c. per Ib.; No. 2 
14%c. to 15%c. per Ib. 
SASH CORD.—Business is fair. Prices 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard a SET, 


$10.55 per doz. hanks; No. 8 
per doz. hanks. 

SASH PULLEYS.—Prices are 

changed; demand is only fair. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—A very satisfactory volume 
of a is reported. 


quote from jobbers’ stocks, 
Py hicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 


sisal, 


un- 


Prices are still creeping up. The de- 
mand is very good. 
We quote from_ jobbers’ stocks, 


f.o.b. Chieago: Warranted  50- 50 
oo ol $38 per 100 Ib.; medium, 45-55 
solder, $37 per 100 Ib.: tinners’, 40- 
60 solder, $36 per 100 Ib.: high speed 
babbitt metal, $20 per 100 lb.; stand- 
gee No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—The demand is very 
good. Prices are unchanged, but point- 
ing higher. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: galvanized 


sheets, $5.50 per 100 Ib.; 28-gage 
black ‘sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Business is very satisfactory, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30-gage, 13c.; 28-gage, 15c.; 26-gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28-gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 -doz. 


WIRE GOODS.—Fence wire advances 
$2 per ton, Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 1b.; No. 9, galvan- 
ized plain wire, $3. 60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 Ib.; 80-rod 
spool, galvanized hog wire, $3. 4 33.70 
spool. Polished fence staples, 0 
per 100 Ib.; 12- mesh, black wire B evity 
$1.90 per 100 sq. ft.; 12-mesh, galvan- 
ized wire cloth, $2. 20 per 100 sq. ft.; 
14-mesh bronze wire cloth, $6.25 per 
100 sq. ft.; galvanized poultry netting 
55-5 per cent discount, galvanize 
after poultry netting, 50-5 per cent 
discount. 


WRENCHES.—There is a good de- 
mand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount: engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount. Trimo, 
65-10 per cent discount. 

re Wrenches.—Radio and 
electrical set, $4; No. 101 enna Ser- 
vice set, No 95: No. 202 Heavy Duty 
. 803 Ford Master Service 


$8.75; 
set, $3.40: No. 900 Square Socket set, 
$3. 70. All Snap-On Wrenches less 40 
per cent discount. 
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The Resolution that protects you 
when you go to buy a saw 





GAIN the Disston Saw 

Works was overwhelmed 

with orders for “The Saw 
Most Carpenters Use.” 


The directors—sons and 
grandsons of Henry Disston— 
were in session. What could 
they do to satisfy hardware 
merchants whose customers 
were demanding Disston 
Saws. 


Every man present had 
served in the shops. Each 
knew that saw steel, and 
saws, could be made faster 
and cheaper. 


Yet such steel would not 
have been Disston Steel, nor 
such saws Disston Saws. 


So the heads of the indus- 
try reaffirmed the Disston 
policy, and spread it on the 
minutes of the board. 


“No changes shall be made 
... in steel... nor stan- 
dards’ except for betterment. 


That was years ago, but 
the order stands today, to 
safeguard the users of Disston 
Saws. 


Disston craftsmen know 
only one standard of work- 
manship. They never will 
know any other. 


—_— 


Henry Disston, father of 
modern saw-making, won 
fame with the saws that he 
made with his own hands. 
Then, with years of training, 


he taught others to make saws 
just as he made them. 


These men taught their 
sons, and they their grand- 
sons. For those who make 
Disston Saws look upon their 
skill as a legacy, to be handed 
down through the years. 


In the Disston Shops today 
are 304 men who have been 
making Disston Saws 30 
years or longer; 80 with 40- 
year records; 36 with 50 to 
62 years of service. 





[LDisston. 





To Hardware Retailers and 
Hardware Salesmen 


The resolution that protects the man who buys a 
Disston Saw protects you, too, when you sell him a 


For a satisfied purchaser gives credit to your store. 
He will return for other hardware needs. 

The above advertisement is being read by your 
customers in leading magazines. 








You, as a saw user, want a 
hand saw that will give you 
life-long service. A saw that 
runs easy, cuts straight to the 
line, cuts fast without bind- 
ing. A saw balanced so nice- 
ly that you feel it was made 
for you alone! 


To get this saw, be sure 
you see the Disston name on 
it. 


Disston put balance into 
the hand saw; gave it the 
taper that makes your work 
easy; created the Disston 
steel that, fortified with 
Disston tempering, holds the 
keenest cutting edge. 


Disston Circular Saws, 
Band Saws, Hack Saws, 
Circular Metal Cutting Saws, 
etc.—hundreds of kinds, for 
thousands of uses—all are 
made with the same care and 
skill as “The Saw Most Car- 
fpenters Use.”’ 


Hardware dealers the world around sell Disston Saws, Tools and Files 


HENRY DISSTON & SONS, Inc., Philadelphia, U. S. A. 


DISSTON 
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Staple Items Sell Consistently 
Seasonal Lines Active— 


N. Y. Selling Holiday Goods 


TAPLE hardware items are moving consistently in the 


New York market. 


active since the colder weather set it. 
Holiday goods continue to sell 


have improved materially. 


Seasonal lines have been very 


Stove goods 


heavily with the suggestion that the aggregate Christmas 


gift trade will be heavier than usual. 


Futures on various 


spring goods, calling for March and April deliveries, appear 


to be ahead of last vear. 


Collections are satisfactory. 


Stocks are running light 


but the general inclination is to buy fairly well even though 


inventory is close at hand. 


The expectation of higher prices 


after Jan. 1 is very general and has probably offset the 
usual pre-inventory quietness in staple lines. 


High Nail Prices 
Expected Soon 
Metropolitan jobbers expect an ad- 


vance on nails to amount to approxi- 
mately 10 cents per keg. The recent 


withdrawal of prices has stimulated 
sales noticeably. Stocks are only fair. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Nails.—Wire nails, $5.50 base per 
keg. 
(ut nails, $4 base per kee. 
Wire nails and brads in small lots, 
70-10 per cent off list, In 1-lb papers. 
Roofing nails. 1 x 11. plain, $5 to 
$5.15 per 100 1b.: galvanized, $8.05 to 
$8.25 per 100 Ib. 
American felt) roofing mails, ‘ xX 
10%, plain, $6.50 (ralva- 


] >t r ciise 


Keg’. 


nized, $10.25 pe 


Christmas tree holders are very ac- 
tive in the New York market. Prices 
are unchanged and stocks are adequate. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

(Christmas tree holders, Gem, $4.20 
per doz.: Crown, No. 2, $7.50 per doz.; 
Crown, No. 3, $12.55 per doz. 


Food Choppers Selling 


Local demand for food choppers has 
been very good. Current sales are not 
as heavy as during the -pre-Thanksgiv- 
ing period but increased demand is 
looked for shortly. Prices are steady. 
Stocks are ample. 
quotations 
York: 

food choppers, 
No. 1, $1.52 each; 
No, 3, $2.37 each; 


Jobbers’ to retailers, 
f.o.b. New 

Universal 
$1.25 each: 
$1.86 each: 
$1.85 each. 


No. 
No. 2, 
No. 323, 


tusswin food choppers, No. 1. $1.50 
each; No. 2, $1.85 each, and No. 3, 
$2.35 each. 

Dandy food chopper, No. 1, $1.15 
each. 


———— 


Nut Cracks and Picks Active 
Christmas Items 
Jobbers are selling nut cracks, picks 


and the complete sets in good quan- 
tities for the coming Christmas gift 


retail field these items 
Stocks are fair 


trade. In the 
are beginning to move. 


,and prices unchanged. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Nut crack, cast 
»tec, each. 


iron nickel plated, 


Nut crack, nickel plated, 5% In., 
llc. each. 
Nut erack and pick set, nickel 


plated, 1 set in box containing 1 crack 
and 6 picks, 25c. per 


Set. 


Holiday Demand Heavy for 


Carpet Sweepers 


} 





| 


i 
| 
| 





sales somewhat. 


Among the active holiday items car- | 


pet sweepers are selling heavily, espe- 
cially in the city. Prices are firm and 
stocks satisfactory. 
Jobbers’ quotations to retailers, 
fo.b. New York: 
Carpet sweepers, Standard, ja- 
panned, $8 each; Universal, jJapanned, 


$3.50 each: Grand Rapids, japanned, 
3.67 each; Grand Rapids, nickeled, 
$4 each: American Queen, $4.50 each; 


Prineess, $4.16 each. 


/ 


Rifle Shot in Demand 


There is a good steady demand for 
ar rifle shot at firm prices. Stocks are 
satisfactory. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Air rifle shot (BB) in 5 Ib. bags, 
Soc. per bag: in 25 Ib. bags, $3.75 per 


bag. 


Game Traps Selling 
Outside City Limits 


Game traps are selling well in the 


suburbs and outside of the city. Small 
town trade has also been good. Prices 


ore unchanged and stocks appear to be 
in good condition. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Game traps, Victor. with chain, 


No. 0, $1.10 per doz.; No. 1, $1.38 pe 
doz.: No. 1%, $2.44 per doz.: No. 
$3.36 per doz.: No. 3. $5.49 per doz. 
Jump traps, Oneida. with chain. 
No. 9, $1.59 per doz.; No. 1, $1.83 per 
doz.: No. 1%, $2.81 per doz.; No. 2, 
$4.39 per doz.; No. 3, $6.10 per doz. 


2 i 
2, 
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January Prices Higher on 


Bolts and Nuts 


Metropolitan jobbers’ believe’ that 
prices on bolts and nuts will go higher 
shortly after Jan. 1. The change in 
practice by manufacturers, reported 
last week, has caused some confusion. 
No further data are available at press 
time. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Bolts. — Common carriage _ bolts, 


small sizes, 40 to 40 and 10 per cent; 
large sizes, 40 per cent. 


Machine bolts, all sizes, 45 to 50 
per cent. 

Lag screws, 45 to 50 and 10 per 
cent. 

Stove bolts, 75 to 75 and 10 per 


cent; both flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 30 per cent. 
Copper rivets and _ burrs, 
eent. 
Round head 
cent; tinners’ 
60-10 per cent. 
Cap screws, 80-10 per cent. 


40) 


60-5 
and 


per 


rivets, 
black 


iron 
rivets, 


per 
tin, 


Cotton Glove Demand Fair 


There is a fair demand reported for 
cotton gloves. Jobbers report steady 
prices. The cold weather stimulated 
Stocks are ample. 
Jobbers’ to retailers, 


f.o.b. New 


Cotton gloves, white 
a doz.; Jersey gloves, 
per doz.:; leather palm 
doz. 


quotations 
York: 
canvas, $1.68 

brown, $2.50 
gloves, $4 per 


Advance Reported on Flower 


Bed Guards 


New York jobbers report one West- 


ern manufacturer has advanced flower 


bed guards $2 per ton. 


It is generally 


believed that other factories in this 


line will follow with a similar increase. 








Reading matter continued on page 82 


Solder Selling Actively 


The general demand for solder is 
good. Radio requirements have kept 
up the retail sales, particularly in the 
prepared variety. Stocks are ample 
and prices holding. 

Jobbers’ quotations 

f.o.b. New York: 

Bar solder (half and half), 40c. per 
lb.: strip solder, 47c. per Ib.; Kester 
solder, acid or rosin core, 65c. per Ib. 


to retailers, 


Urban Lantern Demand 
Reported Active 


Outside the city limits lanterns are 
selling well. In the farming sections 
north of New York and in nearby Jer- 
sey dealers are buying and selling th‘s 


item in fair quantities. Stocks are 
adequate and prices firm. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Lanterns, Hy Lo, $7.50 per doz.: 


Monarch, $8 per doz.; Blizzard No. 
2, $13 per doz.; Little Wizard, $8.50 
per doz.; De Lite No. 2, $13 per doz.; 
Buck Eye Dash, $14 per doz. 
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FAULTL 


SAVE FURNITURE & FLOORS 


: is in front of the 
E verything customer— and 
you—when selling Faultless Pivot-bear- 
ing Casters. The Faultless Demon- 
strator shows the actual caster— one 
each of all four types of wheels. The 
Faultless Caster Chart tells in a second 
what casters to use for all kinds of fur- 
niture and floors. And the Faultless 
Caster assortment, in handy cartons, 
is within easy reach to complete the 
sale. 


These quick, profitable sales of Faultless 
Casters are what make them so popular with 
merchants. The snappy three-color counter 
display does most of the selling 


These sales aids cost you nothing—they are 
given free with a small stock order of Fault- 
less Pivot-bearing Casters They make it 
possible to merchandise casters - at a profit 
Ask your jobber or write us 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 












FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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Sleds and Snow Goods 
Moving Better 


While there has been no snow, the 
weather in the New York territory is 
unusually severe for this time of the 
year. It has been reflected in greatly 
oo gga orders for sleds and for snow 
tools. 


Jobbers’ quotations to retailers 
f.o.b. New York: 


SLEDS 


Flexible fiyers, No. 1, $2.67 each; 
No. 2, $3.33 each; No. 3, $4.17 each; tive 
No. 4, $4.67 each; No. 5, $6.17 each: : 
Junior racer, $3.67 each; racer, $4.50 
each. Jobbers’ 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 


per doz, 


$2.75 to $3.15 e 


doz.; No. 


x 12 in. blade, $2.75 each; 24-in., $16 


Snow pushers, curved steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24-in., 
$16 to $19.20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 Ba in., 5-ft. handle, 
ey ‘cleaners, No. 24, $4 per 

$5.95 per doz.; No. 27, 
$8 per i, Sue. 28, $9.50 per doz. 





Stove Goods More Active 


The colder weather has improved 
stove goods truding. Rotary type ash 
sifters are said to be particularly ac- 
Prices are firm and stocks are 
apparently ample. 


quotations to. retailers, 
f.o.b. New York: 
Dampers, 4%-in., 
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$9.60 per doz.; 30 x 30, $11.40 per doz.; 
$2 x 32, $13.45 per Te 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 

x 42, $19. 05 per doz. 

Ash sitters, rotary type, $2.10 som. 

Moore’s handy truck, $2.25 each 

Flue stops, 6%c. each. 

Coal hods, galvanized, plain body, 
open round bottom, 17-in., 52c. each. 

Pokers, 4 x 20 straight, 6%4c. each; 

4 x 20 bent, 6%c. each; Neverbreak, 
191%4c. each. 

Pokers, furnace type, heavy wrought 
iron, 3 ft. long, 72c. each; 4 ft. long, 
90c. each, and 5 ft. long, $1.10 each. 

Flue scrapers, black iron, 30 in. 
long, 4%c. each. 

Fire shovels, japanned, ni x 15, 
7c. each; 5 x 20, 8c. each Never- 
break brand, 39c. each. 





Linseed Oil Quotations 


10c. each; 5-in., 


$2.34 each; racer, $2.51 each. 19c. each; 5%-in., lle. each; 6-in., : Le 
Sled backs, 75c. each. 12c. each; ie 18¢c. each. National ad Co. ™ New York City 
Stove ‘pipe elbows, 4%-in., 1c. announces prices on linseed oil, effec- 
SNOW GOODS each; 5-in., 14c. each; 5%-in., 16%c. tive Nov. 21. These prices are subject 


each; 6-in., 18c. each. 
Stove lifters, 1- 


Snow shovels, long handle, steel, 
$4.50 per doz.; D handle, $5 per doz.: 
Ames, $9.35 per doz.; boys’ snow 


7Tl4c. each. 


Stove pipe collars, 


to change without notice, and are as 
follows: 
Prices to retailers f.o.b. New York: 


6c. each; 2-in., 


4-in., 3c. each; P 


shovels, 92.28 per doz.; galvanized, 4%-in., 4c. each; 5-in., 4%c. each; Linseed oil, in lots of more than 5 
$12.65 per doz. 514-in., 5c. each; 6-in., 5%4c. each. bbl., $1.11: in lots of less than 5 bbl., 

Snow pushers, 18-in., $11.40 per Stove boards, 24 x 24, $7.90 per $1.14, and Calcutta linseed oil in bar- 
doz.: snow pushers, large type, 531 doz.; 26 x 26, $8.55 per doz.; 28 x 28, rels, $1.23. 





The Paradise of Yesterday... 


: ESTERDAY I came out of a paradise—“The 
paradise of yesterday” it was called. And I 
found there a million men. And the talk was of 

“vesterday.” Only “yesterday.” And I shall never 

forget the swelling chorus of their voices as it rose 

into the heavens. 

“Yesterday” they cried, “Yesterday I did this?” 
“Last year I did that.” “Don’t you remember last 
year when I built this, and don’t you remember when 
I built that?” “Once upon a time” was their slogan. 

. A wild, mad,*frantic, wandering babble, a song 
of decay. Haunting tales told by dead men who walked 
and ate and slept, and yet did not know that they were 
dead. 

For here was no talk of tomorrow. Here was 
neither hope nor courage, nor the glory of doing for 
today. Here was no goal, the horizon was empty. 
Only a bleak desert covered with the skeletons of those 
who lived yesterday. Here was just a looking back 

. a long, endless line of men whose faces were 
turned away from the sun and from whose souls the 
visions of today and the hope for tomorrow were gone. 


And when I came back I wondered—how many of | 


us are living in this false paradise of yesterday? How 
many of us walk about in the world of today and 
think only and speak only of the things we did once 
upon a time, the dreams we dreamed in bygone days 
—and slowly slumber ourselves into a quiet death with 
these. 

And where is the hope of tomorrow? Is it in this 


paradise of yesterday, or is it in the doing of today 
and the doing for tomorrow? The workers I found 
here . . . those whose dreams were only of yester- 
day. What hope could they bring to the children of 
tomorrow? For this paradise of yesterday is a dream- 
land, a trap, a desert in which men wander and in 
which they die. In this paradise men are made idlers, 
dullards and sluggards; they sink deep into the mire 
of endless forgetfulness. Here is only the dream of 
what might have been, of what used to be, dreams 
of a day that has gone into the sands of time. 

In countless offices you will find men who sit around 

and talk of their achievements of yesterday. ‘“Yester- 
day” cries the salesman “when I sold him—yesterday 
when I did this,” and all the time the world is crying 
and hoping and pining for the doer of today. 
And while thousands of other men are going on living 
for today, achieving for today, these citizens of the 
paradise of yesterday are in their deep sleep and slow 
decay. 

Yes, there are lessons in yesterday, but these are 
only to spur us on to the achievements of today, these 
are measuring sticks by which our work is judged. 
These are goals to be passed, records to be shattered! 
Come out of the paradise of yesterday. Come out 
of the desert of decay. Come into the life of today. 
Climb to the heights for here is the hope of our 
children, here we must answer for the heritage that 
is ours.—The Shaft, published by Edgar T. Ward’s 
Sons Co. 








Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City, 


Dear Mr. Soule: 


HARDWARE AGE always contains such valuable information that we donot want to miss an issue. 


Signed, A. L. H. FRANK, 


118 W. Wayne St., 
Lima, Ohio. 
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The live hardware 
dealer says: 


“IT. Must Be Careful. 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


‘“Last week I said I was thankful 
that a hardware stock did not get 
stale hike a grocer’s, or go out of 
style like millinery. 


‘Like most other forms of good 
fortune this has its dangers. Some- 
times it encourages a merchant to 
tie up too much capital in stock, 
making slow turnover and low 
profits. 


“The remedy for this is careful 
buying and strict standardization 
such as I practise in my garden 
hose department with 98” hose.’’ 























84 HARDWARE AGE December 4, 1924 


Retail Sales Improving in New England— 
Wholesalers Optimistic Regarding Outlook 


(Boston office of HARDWARE AGE) Possibly the fact that the manufacturer, wholesaler and 
OME time before the national election there was a retailer of hardware is getting a smaller margin of profit 
slump in the New England retail business in general. on goods than is the case in other kinds of merchandise 
Since then, dry goods stores have been spending may have something to do with it. It seems to me the 
money like water in the daily newspapers endeavoring to average man and woman in Boston today is looking for 
start the public buying ball rolling again. It has been an full value for money spent. Many of them undoubtedly 
expensive fight, but the stores are making headway. feel they are not getting their moneys’ worth on some 
Clothing houses, especially those stocked heavily with lines of merchandise.” 
winter overcoats, make no bones of saying they are hav- From the wholesale angle cf the hardware business 
ing difficulty in making both ends meet. In contrast, it is there is little change since a week ago. Shelf hardware 
gratifying to note that retail hardware dealers, who also jobbers are increasing their future sales, but running 
experienced a business setback, are coming along faster behind a year ago on current business. The mill supply 
than the average retail merchant. And best of all, they field is daily growing more active, and the same is now 
are doing it without any material outlay of cash, except true of the heavy hardware in view of the fact that con- 
for fresh stock. sumers are convinced prices from the mills are on the up- 
. . . *,* q . ° ° . . . 

In discussing economic conditions and the state of retail grade and will be reflected in jobbing quotations. Gener- 
trade in general, one of the live wire retail dealers in Bos- ally speaking, the credit situation in the New England 
ton says: “I suppose we should expect a good business at hardware field is comfortable. It is only fair to state, 
this time of the year, but why we should come ahead however, that everybody from the big down to the little 
faster than other retail lines is difficult to comprehend. fellow is watching the credit situation very closely. 
ABRASIVES.—The movement of abra- countersunk, $10; tips, $9.25; XX and Bulbs.—Flashlight, Nos. 1161 and 
. A ‘ our light driving, $9.25; XXX and feath- 1162, 12c.. each list; Nos. 1180 to 1199, 
sives out of stock is gathering momen- erweight, $9.25; mule, $8. 12c each. Discount on 50 or more 
tum. Sales, according to most jobbers, a Rang gone unit packages 35 per cent. 

. ° . irons, 20c. per Ib.; sta irons, c.; Y 
cover a wide variety of sizes and styles. aaa tetiidiion” Wie. te 38. Dis. CARVERS.—Carvers, as far as can be 
We quote from Boston jobbers’ comat, le. —e a i. “2 learned, sold in a fairly satisfactory 
maeme: 5.7% per box, No. 6, $6.85; No. 7. retail manner prior to Thanksgiving. 
Emery Wheels.—Aluminox, 65 per 19 pe x, » 90-c0, 4 ‘, ; } 
cent discount; barbolite vitrified, 50 $5; No. 8, $4.75; Nos. 9, 10 and 11, The trade is now getting stocks in 
per cent discount: elastic and alumi- $4.50. Leader, q No. _ hes ow box; shape for Christmas public demands. 
nox carbolite, 50 per cent discount. NO. 6, $4.85; No. a $4.60; NO. 8, $4.35; 
Pike line, 40 per cent discount. Nos. 9, 10 and 11, $4.25. Additional We quote from Boston jobbers’ 
‘ . charge of Ic. a pound is made for lots stocks: 
AXES.—Axes continue to figure in the gi ee: i 2 oe ee ae ae oy sets, bird 
. ise. ac- : pa » 9 and 10 per Cc an ame, $2.75 and 0 per set net, 
weekly turnover of merchandise, ae discount; Superior, etc., 75 per cent Re gular _—- xe pane lie Fi 35 an nd 
cording to wholesale hardware dealers, — Stokes, 75 per cent dis- $3.7 5 a pair net; game $2.50 — =>. 75. 
‘ S arvers, stain ess stee and 
although most of the retail trade ‘s Springs. —Common w agon and car- $9 = Boe ramaler steel $1.22 ~ $2. 
well covered. riage springs, 12c. per Ib. base. A —_* : . - 
discount of lc. allowed the retail CHAIN—“Sales are not brisk,” says 
We quote from Boston jobbers trade : ° ° ° ; 
stocks: . : one of the most active jobbers in tire 
, Axes.—Singzle bit, $14.50 per doz Toe Calks.—Welded, dull, $2. 25 per hains. “ t th h Vv im r ved no 
os » O4. > or ) -f- rhe . - 
base; double bit. $19. 50. With han- box; sharp, $2.50; blunt heel, 2.50; : » ye ey Sve yee 


dles, single bit, $18.75 per doz. sharp heel, $2.50. ticeably since the breaking of the re- 


BARBED WIRE.—The market has BLANKETS.— Although business is cent dry spell.” There is not much pep 
heen advanced about $2 a ton by mills not really active, sales of blankets are to proof coil chain business today. 


and jobbers. New prices follow: perking up. The average individual or- We quote from Boston jobbers’ 








' der is not large, however. stocks: : 

We «uote from Boston jobbers . Tire Chains.— McKay and Weed 
stocks: We quote from Boston jobbers’ makes, 1 to 11 sets, 30 per cent dis- 

Barbed Wire.—From Boston store, stocks: ; | count; 12 to 49 sets, 35 per cent dis- 
two-ply, 80-rod reels, $3.73 per reel : ce ee Kersey, 34 x 90 count; 50 sets and more, 40 per cent 
net base: Waukegan, 80-rod_ reels, in., gt to $4.75 each net; 90 x 96 discount. 
$4.30. From mill, catch weight reels, in., 4.25 to $7. Stable, burlap, 76 Machine Chains. — Twist length, 
four-ply, Lyman, in car lots, $3.60 in., $1.50 to $2.50 each net; 8&4 in., fs -in., 15¢c. per lb.; 5g -in., 13¢c. per 
per cwt., in less than car load or $2.35 to $3.10. Ib.; ye-in., 21%c. per lb.; long or open 
$3.85. Two- ply, twisted, in car lots, eo nr 7 length link chains, ,-in., 16%c. per 
$3.60 per cwt., in less than car lots, BOTTLES.- Low priced . vacuum bot Ib.; 4-in., 15c. per Ib. aescine ihc. 
$3.85. Waukegan, 80-rod reels, in car tles are going well, say jobbers, whose per Ib.; fx-in., 12\%c. per Ib.; %-in 
lots, $3.04 per reel, in less than car ; lle. per Ib. 
lots. $3.25: Lyman, in car lots, $3.14, stocks have been cut down considerably Proof Coil Self-Colored Chain.— 
in less than car lots, $3.35; two-ply the past fortnight. High-priced goods J.-in., $14.65 per 100 Ib.;: %-in., 
twisted, in car lots, $2.63, in less than . : 4 2 : -j 20: *%-i 9.70: 

are sellin but in a com ivel $12.85; ye-in., $11.20; %-in., $9.70; 
car lots, $2.81. saa sae g, comparatively %,-in., $9.45; ¥%-in., $9.10; 5-in., $9.75: 
° s . a. at > ew » Fon 
BLACKSMITH SUPPLIES.—With the intaa acetal Mig ey ge IE Sa gO agg 
; ; We quote from Boston jobbers’ OF 1C88 an - &200U c. per 
first flurry of snows in various parts stocks: lb. additional is charged. 
of New England have come larger and , xBottics.—V acuum, lent ers, J aeey un 188s.” te-in, pee BL ~ 
, é n No. 5 e 9 9ES-B9, 4) AP 5 asc 
more frequent demands for all kinds No. 22, $2.75: No. 7 70, $1.85: No. "7. + + fe-in., $9; %-in., $8.55; 5-in., 
of blacksmith supplies. $1. 95; No. 72, $2.95; No. 81, $2. 75; No. vie 
4: No. 191, $2.35; N 92, 3.60. ‘ ; 

We quote from Boston jobbers’ 82. $4; No 95 1, $ 10 Rng Mh $ CLIPPERS.—Jobbers continue to re- 
mecha: esata . i Fillers.—No. 00, 95c each list; No. port a shortage in popular clippers. 
ee es a ee Makers in this part of the country are 

Ss bed, drawn bed and - ; ve working full time endeavoring to catch 

Horseshoes.—American Boss, Ju- j ivi . 
niata, Phoenix, United States, Cin- -— eee of the large towns are giving of the hardware trade. 
cinnati, Standard and Burden, $7.50 lighting companies a good run in the We quote from Boston jobbers’ 
per keg base. No freight allowance matter of electric bulbs. Both retail stocks: 
on store shipments. | ‘obb Toilet Clippers.— Mayflower, 00, 

Horseshoes.—Fancy or special, side dealers and jobbers everywhere report $1.30 each net; No. 000, $1.35: Ply- 
weights, 30c. per pair. Steel shoes, an in reasin movem i mouth, No. 1, 95c.: No. ‘0, $1. 1B: No. 
XL or XXL, $9.25 per keg; toe . g ement of flashl ght 00, $1.40. Success, No. $1.50: No 
creased, $7.75; side wear, $9.75; bulbs. 00, $1.65. Brown & Sharpe, all kinds 
calked, $9.25; extra light  calked, We quote from Boston jobbers’ carried by local jobbers, $4.50 list. 
$10.25; iron countersunk, $8.25; steel stocks: 


Discount, 25 and 10 to 25 and 15 per 
Reading matter continued on page 86 
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There Is Nothing Concealed 
On the “Big 4” Display Model 


One of the excellent examples of National's dealer co-operation policy. 








A real help that effectively calls attention to the high quality and efficient 
operation of practical Barn Door Hangers. All the important features— 
complete in every detail—are in full size. No long sales story is necessary. 
The Model does the talking and shows the customer exactly how it works as 
an important part of the barn door equipment. 





The “Big 4° Models were made with the express intention of helping our dealers make faster 
sales and larger profits. In featuring Hangers by this demonstrating method, thousands of dozen 


pairs have been sold and giving a good account of themselves in every section under varied 
conditions. 







The above illustration is a reproduction of There are no complicated or hidden parts. 


the articles on the original Model. It con- Every article is on the board—just as com- 
sists of the “Big 4°" Hangers drilled to plete as it would be if installed on the 
show Roller Bearing-Braced Rail-X ‘“*Wash- door. It is a demonstrator every dealer 
burne” Latch and No. 2 Handle Hinge Hasp. will be proud to employ on his counter 


Attractively finished and lettered. sales force. 


The “Big 4°" Hanger is made entirely of steel on extremely 
heavy lines. It is both flexible and rigid. So constructed 
that door can be bumped or raised without disturbing opera- 
tion. The flexible feature allows Hanger to take up a swing 
or push, at the same time remaining perfectly rigid when 
in a normal position without the slightest vibration. 


Just write us a note for complete details of our many dealer helps. 
We serve you direct. We have no Jobbing connections. 


When you send us your order—goods are shipped the day it is received. 


‘*Braced’’ Rail used 
with ‘“‘Big 4’’ Hangers. 
It is braced below, so 


ae ag NATIONAL MANUFACTURING COMPANY 
much, Note staggered Sterling 


screw holes. 


Illinois 


ational 
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each 
per 


cent, according to quantity. 
Horse Oe ero 4 
24. 


$14 


list; No. 9, Discount 334s 


cent. 

CUTTING TOOLS.—Now that they are 
beginning to get orders, many of the 
machine shops and metal working 
plants in New England have discovered 
they require drills and reamers. The 
local wholesale market for such tools 
is more active than it has been in 
months. Rumor has it prices will be 
marked up before long. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount, center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount, 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shank, 3-64 to 5-32 in., 65 and 5 per 
cent discount; 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes, 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and » & 
standard makes, 65 per cent dis- 
count; checking, 25 per cent discount, 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent dis- 
count: small fluted rose and socket 
reamers, 20 per cent discount. 


FENCE WIRE.—Galvanized fence wire 
has been advanced about $2 a ton by 
jobbers, following a similar advance by 
manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Fence Wire.—Smooth, No. 9, from 
store, $4.05 per cwt. Factory ship- 
ments, No. 6 to 9, in car load lots, 
$2.80 per cwt.; in less than car load 
lots, $3.05. All prices net. 


FUSES.—The number of fuses going 
into consumption is increasing, if the 
movement out of jobbing stocks here is 
any indication. 


We quote from Boston jobbers’ 
stocks: 


Fuse Plugs.—All sizes, in lots of 


less than 50, $4.50 per 100; in unit 
boxes (50 packages), $3.75 per 100; 
in standard packages (500 plugs), 


$3.10 per 100; 500 plugs of one kind, 
$2.85. 


GALVANIZED WARE.—Many retail 
dealers are well covered on supplies, 
yet local wholesale weekly sales foot 
up well. Some of the buying, say job- 
bers, undoubtedly is in anticipation of 
higher prices, as the cost of raw mate- 
rial has gone up $23 a ton. 


We quote from Boston 
stocks: 

Coal Hods.—15-in., $3.64 a doz. net; 
16-in., $5.12; 17-in., $5.50; 18-in., $6. 


jobbers’ 


Ash Cans. — National Enameling 
and stamping line, No. 190, $4.20 
each net: No. 171, $3.50: No. 181, 
$3.88. Other makes, No. 1700, $28 a 


doz. net; No. 1800, $31. 
Pails.—8-qt. $3.25 per doz. net; 10- 


qt., $2.54; 12-qt., $2.78; 14-qt., $3.12: 
40-lb. to the doz., $5.62: round bottom 
50-lb. to the doz. 


fire pails, $4.20; 
$6.20. 


Tubs.—No. 200, $14 per doz., 
No. 300, $15. 
Garbage Cans.—Dover line, No. 4, 
$1: No. 2, $1.40: No. 1, $1.68. 
Watering Pots —4-qt., $6.25 per 
: 6-qt. $7; 8-qt. $8; 10-qt. 
): 12-qt. $10.80 and 15-qt. $13. 
GLOVES.—Although weather’ condi- 
tions are not especially favorable for 
their sale, business in cotton gloves is 
up to expectations, according to job- 
bers. 
We 
stocks: 
Cotton Gloves.—No. 841, $1.70 per 
doz. net: No. 640, $1.75: No. 642, 


net; 





quote from Boston jobbers’ 
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$2.30; $3.56; 


No. 827, $2.75; No. 173, 
Jo. 214, 5 D 


No. 237, 


No. 971, $1.45; No. 759; 

953, $2.90; No. 281, $4.70. 
HAMMOCKS.—Next year’s prices on 
couch hammocks have been issued by 
leading manufacturers, which show 
slight declines. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, standard 
makes, boxed mattresses, deep val- 
ance, plain, with shield, $10 each net; 
plain, with adjustable head rest, $11; 
with windshield, adjustable uphol- 
stered back, $13; adjustable uphol- 
si7,50. curved back with head rest, 

i. . 

Canopies.—No. K7, green and gray, 
$6.50 each net. 


Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $3.75 net each. 
$2.50 per doz. pair, 


Chain.—3 ft., 
net; 6-ft., $4 


HOCKEY STICKS.—Individual orders 
concern small lots, yet in the aggre- 
gate they are larger than heretofore. 
It now seems probable that retailers 
carried over comparatively little stock 
last season, but are in no hurry to 
cover now. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Boys’, white, $3.40 
a doz. net; boys’ special, $5.50; Ama- 
teur, $8.50; Championship, $11.50; 
special, $15. 

Pucks.—Standard makes, $2 a doz. 


~ Sticks—No. H, 95c. a doz. 
net; No. G, $1.50; No. C, $3.75. 
ICE CREEPERS.—Belated buying of 
ice creepers, say some jobbers, is more 
active than initial. 


We quote from Boston jobbers’ 
stocks: 
ice Creepers.—Never Slip, men’s 
and ladies’, $2.44 per doz. pair net; 
O. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3.36; Lumbermen’s, large 
and medium, $3.04; Newark, $3.75; 
Union, with strap, $1.60; Eagle, $1.38. 
KEGS.—Jobbers are still getting nu- 
merous orders for kegs, and so far have 
managed to dig up requirements from 
somewhere. It now looks as though as 
many kegs will have been sold in 1924 


as in 1923. 


We quote from Boston jobbers’ 

stocks: 

Cider Kegs.—5-gal., $1.45 each net; 
2; 15-gal., 2.25; 20-gal., 


10-gal., : 2 

$2.50: 25-gal., $2.85; 30-gal., $3.15, and 

50-gal., $4.25. 
NAILS.—Wire nails have been marked 
up 10c. a keg by jobbers following the 
issuance of new lists by makers. Higher 
prices have awakened retail interest, as 
is attested by increased jobbing sales. 
Cut nails are unchanged in price. 


quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.90 per keg, base, 
from store: from mill in less than 
carload lots, $3.15 per keg, base, and 
in carload lots, $2.90 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75: cut 
nails from store, $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
Tremont, in less than car lots, $3.85; 
hardened steel, $7.60 f.0.b. Wareham, 
Mass.: galvanized 4- pennyweight 
and smaller, $6.30 f.o.b. factory base: 
larger, $7.05: from store, 4-penny- 
weight and smaller, $6.80 base; larger, 
$7.55: cement coated nails from mill, 
in less than carloads, $3.75 per keg 
base; in carloads, $3.45; hard steel 
nails, from store, $8.10 per keg base; 
from factory, $7.60; blued 3-penny- 
weight, light sterilized lath, $2.05 per 
keg. Galvanized roofing nails, %4-in, 
head, $8.10 to $8.70 per keg net. 


PERCOLATORS.—Percolator sales are 
increasing, mostly for retail dealers’ 
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Christmas trade needs. A fairly wide 
assortment of styles will be offered for 
distribution by retailers this month. 


We quote from Boston jobbers’ 
stocks: 

Percolators. — Regular style, $4 to 
$5.75 each list. Discount 25 and 10 
per cent. Electric, $9 to $17.50 
each list. Discount 25 and 10 per 
cent. In lots of six, assorted, dis- 
count 35 per cent. Coffee machines, 
$15 to $25 each list. Discounts 25 
and 10 per cent and 35 per cent, ac- 
cording to quality. 


ROASTERS.—Retail sales of roasting 
pans were satisfactory Thanksgiving, 
all things considered. Quite a few re- 
tailers are reordering in a liberal man- 
ner. 


We quote from Boston jobbers’ 
stocks: 

Roasters. — Savory, seamless, in 
three dozen lots, blued steel, $14.40 
per doz. net; blue enameled No. 11, 
$20.75; No. 41, $25.50; gray enameled, 
No. 13, $28.25, No. 43, $36.70. 


SASH CORD.—Home construction con- 
tinues on a large scale throughout New 
England. This fact, and the usual year- 
end needs of the home owner, serve to 
hold consumption of sash cord up to a 
satisfactory basis. 


We quote from Boston jobbers’ 
stocks: 


_Sash Cord.—Acme, No. 6, 54c. a Ib.: 
No. 7, 52c.; Nos. 8, 9, 10 and 12, 5lc. 
No. 7, in 1200 ft. coils, 52c. Sampson, 

Oo. 7, 80c.; Nos. 8, 9 and 10, 79c. 
Berkley, No. 7, 40c. 


SHOVELS AND SCOOPS.—Since the 
adoption of new prices on steel shovels 
and scoops, orders have been more fre- 
quent, say jobbers. Snow shovels con- 
tinue to move out of wholesale stocks, 
although it is conceded sales are be- 
hind 1923. 


We quote from Boston jobbers’ 
stocks: 

Shovels.—The following prices ap- 
ply to polished goods. Black finish 
cost $1 per doz. less. Prices are for 
doz. lots, net. 


No. No. 
Ames brand......... $17.14 $17.54 
Blair or Carter ..... 15.26 15.66 
ee en denen deals 14.33 14.73 
ER aint aig ceri 3.39 13.79 
Massachusetts ...... .45 2.85 
scoops are quoted as follows: 
. Ame ar 
OY ee $17.76 $14.00 
ee: 18.15 14.38 
OE. aia wae «nti aul 18.54 14.76 
ER ee ee 18.93 15.14 
ie a at ae 19.31 15.51 


5 

_ Snow Shovels.—Wooden, boys’, with 
tip, No. 67, $4 per doz. net; single steel 
tip, No. 53, $7.60; double steel tip, No. 
69, $8.60; malleable tip, No. 68, $9.70; 
Crescent, $10.20; Pathfinder, $10.20. 
Ruggs line, steel, long handle, Hib- 
bard, No. 500, $5 per doz. net: steel 
D-handle, $6; split wooden D-handle, 
$6. Massachusetts, long handle, $8.75: 
malleable D-handle, $9. New Eclipse, 
galvanized, No. 29, $12.80; Menzie, 
spring steel, $12. 


STAPLES.— In common with wire 
goods in general, fence staples have 
gone up. They are now about on the 
basis they sold early in September. 


We quote from Boston jobbers’ 
stocks: 

Staples. — Galvanized fence, 
stock, in full kegs, $5 per ecwt.: in 
less than full kegs, $5.40, net. From 
factory, in car load lots, $3.60 per 
war net; in less than carload lots, 
0.90. 


TRUCKS.—Quite an improvement is 
noted in the movement of ash can 
trucks out of wholesale and retail 
stocks since furnace fires have been 
started in this neck of the woods. 
We quote from Boston jobbers’ 
stocks: 


Trucks.—Ash can, standard makes. 
$230 per doz., net. 


Reading matter continued on page 88 
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Satisfactory Volume of Business in Northwest 
—Collections Surpass i;xpectations 


Minneapolis office of HARDWARE AGE 
ITH the passing of the weeks, there is a very ap- 
parent increase in the amount of business being 
done in the Northwest, the territory tributary to 
Road salesmen report that the mer- 
chants are not so ready to place orders as it would seem 
would be necessary to care for the trade which is coming, 
but the attitude can be easily understood, when it is rea- 
lized that for the past few years the merchants have been 
continuously warned to buy slowly and carefully. Stocks 
have been graded down constantly, and doubtless in many 
cases they are too small to properly serve the communi- 


W 


the Twin Cities. 


ties in which the stores are located. 


ASH SIFTERS.—Sales are increasing, 
as heating plants are put into more 


steady operation. Stocks are well 
filled and prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 


sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


AXES.—Sales of axes are better. Wood 
cutting operations have been started 
for fuel purposes, and lumber camps 
are preparing for the season ahead. 
Stocks are in good condition and prices 
are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—There is still a very good 
demand for bale ties, and stocks are 
well assorted. Prices have been ad- 
vanced to conform with the change in 
wire bases in this territory. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-10-2% per cent from stand- 
ard lists. 


BATTERIES.—With the increasing in- 
terest in radio, and the added demand 


for automobile batteries that cold 
weather always brings, there is a fine 
trade started on batteries. The pres- 


ence of nearly five hundred dealers 
from out of town points at the third 
annual radio show and convention of 
the Northwest Radio Trades Associa- 
tion being held in Minneapolis is an 
indication of the interest in radio in 


this section of the country. Prices are 
steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6. ignition 
type dry cells, case lots, 29c. each; 
Radio ‘“B” batteries, unit package 
quantities, No. 766, $1.30 each; No. 


764, $1.14 each; No. 767, $2.44 each, 


No. 772, $2.44 each; No. 770, $3.09 
each; ‘“‘C”’ batteries, No. 771, 39c. 
each. 


BOLTS.—Call for bolts is fair, with 
good stocks on hand. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 


50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales are nominal, with no 
change in prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


ness 


their customers 
their needs. 


BUILDERS’ HARDWARE.—There is 
still some call for builders’ hardware, 
and with the campaign instituted by 
the building interests to increase build- 
ing during the winter, there will prob- 
ubly be some demand all during the 
colder months. 

COAL HODS.—Sales are improving 
with the more steady cold weather. 
Stocks are in good condition and prices 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 
18 in., $5.25; galvanized funnel, 17 in.. 
$5.90; 18 in., $6.35 per doz. net. 

DAMPERS.—Call is very good and 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per 
doz. 

EAVES TROUGH, CONDUCTOR 


rIPE AND ELBOWS.—Sales are show- 
ing an easing up with the closing of 
construction and repair work. Prices 
show no further changes. 
We quote from 
f.o.b. Twin Cities: 
lap joint, single 


jobbers’ stocks, 

Eaves trough. 
bead, 5 in., # $5.25 
per 100 ft.; 3 28 Ba., conductor 
pipe, $5.00 per 100 ft.; 3 in. conduc- 
tor elbows, $1.73 per doz. 


FIELD FENCE.—Call is showing some 
decline, and prices have been reduced 
on this item. 


We quote from 
f.o.b. Twin Cities: 
$39.00 per 100 rods. 

FILES.—Sales are still very good with 
ample stocks from which to draw. 
Prices show no change. 

We 
f.o.b. 
files, 
files, 
lists. 


GALVANIZED WARE.—Demand is 
very good on some items, and stocks 
are in good condition. Prices show no 
change. 


jobbers’ stocks, 
Hog fence, 26 in... 


jobbers’ stocks, 
Cities: Best grades of 
cent; second grade of 
per cent from standard 


quote from 
Twin 

50 per: 
60-10 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40: No. 2, $7.15; 


No. 3, $8.40; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., $5.25 


per doz. 
GLASS OVEN WARE.—The holiday 


season is having a very good effect on 


Collections are surpassing all expectations. 
tablished for November have already been passed in some 
cases, and in all of the business houses the results of the 
credit department’s efforts are highly gratifying. The con- 
tinued high prices on grains and on other farm produce, 
and the bountiful crop make a combination that is a win- 
ner, and predictions for four or five years of good busi- 
are common. 

It is believed that the merchants in this territory will 
soon see the need of increasing their stocks, to prevent 
from sending away to other sources for 


Quotas es- 


the sales of glass oven ware. All ar- 
ticles in this line are coming to be rec- 
cgnized as excellent presents, and the 
need of the dishes is felt more strongly. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casser- 
oles, $1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67¢c.: No. 212 
bread pans, 60c.; No. 231 utility 
pans, 67c.: No. 12 tea pots, $1.67; 
ee 24, $2,, and No. 36, $2.33 each, 
net. 


GLASS AND PUTTY.—Sales are show- 
ing a very fine increase in the past two 
weeks. Stocks are full in anticipation 
of the demand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty 
in 50-lb. drums, $5.05 cwt., and in 25- 
Ib. drums at $5.30 cwt. 


HAMMERS AND HATCHETS.—Tool 
sales are fair, with tendency to increase 
at this time. Stocks are well assorted 
and prices steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 


$11.40 per doz.; Plumb HFS81, $12: 
Riverside No. 611%, $12; Plumb 
Broad vas, Se. 2, $17.15; Plumb 


shingling No. 2, $13.15; Plumb claw 


No. 2, $14.40 per doz. 
LANTERNS.—Sales continue to be 
satisfactory and stocks are well filled. 
Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 

NAILS.—The past week has seen a 
strengthening in the price of nails in 
this market. With the strong condition 
of the general markets, the advance 
was not a surprise to some of the stu- 


dents of conditions. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 


cement coated wire nails at $2.75 per 
keg base. 


OIL HEATERS.—Sales are still very 
good and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished 
me 4-qt. capacity, No. 016, at $5.32 
each. 


PAINTS AND WHITE LEAD.—The 
sales of outside paints are practically 


Reading matter continued on page 90 
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It isn’t the dealer’s store— 
it’s what his name stands for 


















A sales-manager of a big hardware manufacturing plant recently ex- 
pressed his whole code of business-building in this sentence: 


“T want the influence of a good hardware man in every community 
in America.” He wanted the dealer’s name linked up with his product. 


We've earned that right, too. A few years ago a sprayer was a 
sprayer. Lowell added two things that made a standard of quality— 
a heavier base, a sturdier body—never less than 107 lb. base tinned. 


“You can't dent a Lowell Sprayer with your thumbs.” 


Tests showed 10% to 15% of all sprayers leak. To test and correct 
costs money. We decided to double-test every sprayer and guarantee 


~ 


it against leakage. Lowell means it won’t leak. V 


We want the name Lowell to mean something besides just a sprayer. 


To our 
Jobber 
friends 


We are going to edu- 
cate the dealer as 
to the differences in 
Sprayers. Our policy 
of jobber distribution 
has always «been a 
fixed policy and our 
service has won us 
splendid connections. 
We realize the diffi- 
culty of working out 
a real plan that will 
actually increase the 
jobber’s business, but 
we really have a plan 


so simple you could LOWELL SPECIALTY COMPANY 


easily cooperate. Drop 


Largest manufacturers of sprayers in the world 


us a line—see what LOWELL, MICHIGAN 
you think of it. 


t 









© 107 lb. base tinned. 


2. Guaranteed against leakage. 
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over for this year, but there is a very 


fair demand for inside finishes. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 
grade house paints at $2.10 per gal.; 
best white lead at $13.85 per cwt., in 
100 lb. containers. 


REGISTERS.—Sales are good and 
prices are steady as quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROP E.—Call for rope is fair, with good 
stocks on hand. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23%c. per Ib., Dase, 


and best grades sisal rope at 17%c. 


per Ib., base. 


SCREWS.—Sales are good considering 
the season of the year. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-15 per cent; round head 


blued screws, 75-5 per cent: flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


SKATES.— Sales are beginning to 
swing into the regular winter demand 
and a very excellent business is ex- 
pected in this line. Skating is being 
made more popular every year here, a 
large new indoor skating rink having 
been recently completed locally, and 
other projects of like value to the pub- 
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lic having been projected for other 
points. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 1624 skates at 
64c.; No. 1624%, $1.19; No. 524%, 
$1.31; No. 424%, $1.69; No. 524%L, 
$1.57; No. 424%L, $2.00; Nestor John- 
son Hockey, Men’s aluminum, $7.25; 
nickel, $8.25 per pair, net. 


SOLDER.—Prices on solder continue to 
be strong, and show upward tendencies. 
Sales are nominal. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Warranted half 
and half solder at 37c. per lb.:; strict- 
ly half and half solder at 35c. per 
lb.; Dutch Boy solder in 100 Ib. lots 
at 37c. per lb 


STEEL SHEETS.—Prices are steady 
and strong as quoted, and sales are 
fair. 

We quote from 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


STEEL TRAPS.—Sales show an in- 
crease as the trapping season ap- 


jobbers’ stocks, 


proaches. Stocks are well filled for the 
coming trade, and prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; 
No. 1%, 44; No. 2, $3.36: Oneida 
Jump game traps, No. 0, $1.59; No. 1, 
$1.83; No. 1%, $2.81 per doz. net. 

STOVE BOARDS.—Sales are _ very 


good, with ample stocks from which to 
draw. Prices show no changes. 


We quote from 
f.o.b. Twin Cities: 


jobbers’ stocks, 
Crystallized stove 
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boards in full crate lots, 28 x 28, 
$16.95; 30 x 30, $19.70; 36 x 36, $27.45 
per doz., net. 


TIN PLATE.—Sales are fair, with no 
changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke 
tin, ICL, 20 x 28, $14.25 per box, and 
IC, 20 x 28, 8-lb. coating tin at 
$14.60 per box. 


WIRE.—Stocks are well assorted and 
sales are fair. Prices show the increase 
put into effect by the Eastern mills. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire at $3.30 per 80-rod spool; 
barbed painted cattle wire at $3.09 per 
80-rod spool; galvanized hog wire at 
$3.51 per 80-rod spool; galvanized 
cattle wire at $3.28 per 80-rod spool; 
No. 9, plain fence wire at $3.35 cwt.; 
No. 9 galvanized smooth fence wire 
at $3.80 per cwt. 


WRENCHES.—Sales are very fair, 
with stocks well assorted. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Agricultural wrenches, 65 per cent; 


Coe’s wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent 
from new lists; Knife handle wrench- 
es, 40-10 per cent; Stillson and Trimo 
wrenches, per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404 
$8.75; No. 6505B, $3.40, less 40 per 
cent. 

No. 50 radio and electrical set, $4; 
No. 101 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 


No. 404 exible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40; 
No. 900 Set, square socket, $3.70, less 


40 per cent. 














[Ast year all the posts in the toy department of T. H. Loyhed & Son, Faribault, Minn., were covered 


with brightly colored letters to imitate toy blocks and spell the words toys, dolls, etc. 


Why not try 


this stunt this year—it will give the department a Christmas atmosphere and help sales. 
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Oh Boy— 
It’s A 


Remington! 





Remington Firearms ~ 
and Remington Pocket Knives 


Make Ideal Christmas Gifts 





Now is the time to make increased sales and profits on Remington 
Rifles and Remington Pocket Knives, featuring them as Christmas gifts 
for men and boys. A real opportunity to cash in on Remington’s adver- 


ue ee 


tising and merchandising campaign, now 
concentrating all its effort on this big sales 
season. 

Tie-up with the full page Remington Sat- 
urday Evening Post advertisement on 
December 6th and Remington’s advertise- 
ments in the leading sporting, outdoor and 
general magazines. Feature Remington— 
gifts of utility. 

TO SELL THEM DISPLAY THEM 


Remington, 
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Business Consistent in Pittsburgh Market— 
Optimism Regarding Outlook for 1925 


(Pittsburgh office of HARDWARE AGE) 

REASONABLY good business is going on in hard- 
A ware in this district and a very fair degree of 

activity is noted in seasonable lines, while the move- 
ment of Christmas goods finally made a start. Making 
due allowance for the fact that the inventory season is 
only a couple of weeks away, Pittsburgh hardware jobbers 
have little cause for complaint over business. It is ex- 
pected that early 1925 will be marked by decided activity. 
Retail distributors have long pursued a tendency to buy 
close to actual needs because the price trend in the pri- 
mary market has been down and they wanted to avoid 
being caught with high costing supplies. Now that the 
tendency of iron and steel and other raw materials is 
moving upward in price, the common expectation is that 
there will be more confident forward buying than has been 
noted before in some time. It is easy to be optimistic 
these days with almost everybody talking good business 
and feeling that good business is ahead. There may be 
another side to the picture but it is not very evident these 
days. 

Recent assertions in these columns that prices of build- 
ers’ hardware were about as low as they were going to 
be for the present are substantiated by the announcement 
by manufacturers of price revisions upward in some di- 


5 to 7% per cent. Now that the season for anti-skid auto- 
mobile chains is at hand an effort is being made to sta- 
bilize prices which had grown very irregular during the 
off season. Jobbers’ prices of wire product have been 
moved upward in keeping with the recent advance by 
manufacturers. This not only has started retailers buying 
more freely but since there is now no prospect of lower 
prices for wire cloth and poultry netting orders for the 
latter lines are on an increasing scale. 

To the advances recently announced in steel products 
there has been added new prices for sheets which are 
higher by $2 a ton in the case of black sheets and $3 a 
ton for galvanized and automobile body sheets. Other 
finishes are at former quotations. Terne plate, on account 
of the increased cost of the metal used in the coating, has 
been moved up 20c. to $1 per package in the new schedule 
of prices just announced by the American Sheet & Tin 
Plate Co., which will be adopted by independent producers. 
Local pig iron prices have advanced 50c. to $1 a ton in 
this market and now are up about $1.50 a ton from the 
recent low points. With other primary materials also 
showing strength the steel market has a pretty solid foun- 
dation, especially as the manufacturers are getting a heavy 
rush of orders and there is a rate of plant operation that 
is unusual for this time of year when business ordinarily 


rections. 





AUTOMOBILE ACCESSORIES.—Cold 
weather has brought about a very brisk 
demand for blankets and robes but in 
other directions business still is rather 
guiet, although jobbers generally are 
expecting better change after the turn 
of the year. An interesting situation 
exists in alcohol which is selling at re- 
tail at about the carload lot price and 
in some instances for less. The carload 
lot price now is 58c. per gal., an ad- 
vance of 2c. since a week ago, while the 
retail price ranges from 56c. to 60c. An 
explanation is found in the fact that 
those who contracted for supplies early 
got in at the low prices and can afford 
to sell more cheaply than those not in 
position to contract for supplies. Anti- 
skid chain prices have been pretty 
much shot during the off season and it 
has been possible to buy one pair at 
the discount that is supposed to apply 
on lots of 50 pairs or more. The effort 
is now being made to restore the reg- 
ular quantity discounts which are 30 per 
cent off for one to nine pairs, 35 per 
cent off for 10 to 49 pairs and 40 per 
cent off for 50 pairs or more. There 
has been some resistance to this effort 
on the part of the small distributor, but 
generally the jobbers are going along 
with the movement. 
BATTERIES.—There seems to be no 
iet-up in the demand and the story still 
is one of prompt turnovers. Prices 
show no change. 


Prices of locks for instance have been advanced 


Jobbers’ quotations to retailers 


f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
Kach Mach 
> irr $1.05 $0.97 
ae 1.33 1.23 
2 1.22 1.14 
a. ny ~unxacenunaiie 1.40 1.30 
(i ire 2.62 2.44 
a i 2.62 2.44 
3. aoe ae 3.o0 3.09 
hs, Way eis.0b en wk o.8 .42 .39 
No. 6 dry cells, ignition type, 29c. 


each. 
BOLTS, NUTS AND RIVETS.—Mak- 
ers are expected to open their books for 
iirst quarter business within the next 
ten days and the general expectation is 
that higher prices will be named in 
keeping with the higher market in steel. 


We quote out of jobbers’ 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list: ec.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and tinners, 60 and 10 per cent 


off list. 
BUILDERS’ HARDWARE. — Next 


year is going to be a big year in new 
construction if the demand on manu- 
facturers of builders’ hardware is any 
criterion. Because of the big demand 
and also the stronger market in steel 
and iron, prices all along the line are 
very firm and a few items including 
locks have been advanced 5 to 7% per 
cent. 


CHRISTMAS GOODS. — Demand for 


stocks 


is on a tapering scale. 


Christmas goods, such as vacuum bot- 
tles, toilet sets, cutlery, etc., for Christ- 
mas has been rather late in starting in, 
but it has started and jobbers expect to 
do a normal business in the next few 
weeks. Department stores have not 
had the usual early Christmas buying, 
probably because the newspapers have 
not been indicating as they have in 
former years the number of shopping 
days ieft before Christmas. 


PAINTS AND VARNISHES.—Demand 
for paints is decreasing as the winter 
draws near, but by comparison with 
other years at this time there is a veny 
fair volume of business. Prices on 
paints and other items under this head- 
ing are firm, however. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15%c. per Ib. in 100-Ib. 
lots: 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 
pentine, $1.01 per gal. in barrel lots; 
linseed oil, $1.20 per gal. in barrel 
lots. 

SKATES.—Colder weather has stimu- 
lated business in ice skates and there 
is some demand for roller skates in con- 
nection with Christmas trade. Prices 
show no change. 


Jobbers’ prices to retailers: 
Roller Skates.—Union Hardware Co. 
line, No. 2, 65c. per pair; No. 


1.60. Ice skates, Winslow line, No. 
2110, 82c.; No. 2110 L. S., $1.15; No. 
2120, $1.20; No. 2120 L. S., $1.40. 








For every injury men suffer from others, through excessive confidence and trust, countless 
injuries are self-inflicted through suspicion and mistrust.—“Service Digest,” published by The 
Standard Rate & Data Service, Chicago. 
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iin A Pu pose PTT 


Via)Y BASK 
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Thousanas of house- 
wives in your terri- Le 
tory will purchase f ~~ 
UNION Kitchen ; 
Helps if you show | — 
them. Write for com- [> 
plete information. 
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UNION Dish Drainer No. 1070%. 
A very popular household size. Holds 
16 plates, also other dishes. Woven 
wire, retinned. 





Boost Your Profi 


OU can do it with the UNION All- 
Purpose Hardware Line—properly dis- 
played. 
Our simple display plan, which we have 
worked out for hardware dealers, is not an 





untried experiment. We have tried it out our- UNION, Dish Drainer No, 1060 with 
selves, and we know 7f will sell. ather dishes. Fits average  Ritehen 


It involves no expense, no extensive altera- 
tions, and takes very little of your time. 


Hardware merchants should be selling many 
more cooking baskets, dish drainers, and other 
household items. The profit is 
good. Our line is a splendid 
piece of merchandise. 


“UNION 


STEEL PRODUCTS We urge you to write us for our 
sales plan “How to Display and 
Sell UNION Hardware,” or 


ask your jobber’s salesman about 
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UNION All-Purpose’ Baskets _ 
ri 2 = , 99 dozens of uses and the demand . 
} heer ll Ne “ae Largest Rack Factory un the World universal. Show them and you'll sell 
illustrates ard describes them. 
our complete high grade 
line. 


UNION STEEL PRODUCTS C0.Ltd.,Albion,Mich.U.S.A. 
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History of Skates and Skating” 


By C. R. Johnson 


HE history of skates and skating has probably not 

yet been written. It might be better to add—that I 

have never seen or known of one, other than the very 

abbreviated sketches in the dictionaries which seem to 

have been written with the distinct purpose of giving 
just as little information on the subject as possible. 


Originated in Holland 


It does not seem to have been recorded the time that 
the “sport” was first used, nor even the name of the 
genius who devised it, but it is conceded that it came 
from Holland, that sturdy race whose home was around 
the famous Zuyder Zee, a country noted for its stretches 
of low-lying lands and the intelligence of its people gen- 
erally. From that little European state the device came 
to America, but we do not know the date of the transfer. 
The Dutchmen named it “Schaat” and they sent the name 
over, too, and both were unconditionally accepted by the 
Yankees, except that the name was Americanized into 
“Skate,” and by that name it is still called, but why is 
not known. A peculiar sea fish also has the same name, 
but has not the remotest resemblance to a pair of skates. 
It is supposed that the sport came into England in the 
thirteenth century. 

In the Edda, the oldest book of the Norsemen, written 
about 1050 A. D., skating is mentioned and greatly ex- 
tolled as a recreation and also for travel, and very much 
used at that time, but the runners were always of bones 
of sheep or of deer. 


Bones Were Used 


The device called “Schaat” was arranged for use by 
fastening onto the sole of the shoe under the ball of the 
foot a crooked bone of an animal, as a rib, and another 
under the heel. These were kept greased to prevent water 
or snow from freezing to them. Then a pole with an iron 
spike in the end was held in the hands and with it the 
skater propelled himself over the ice. It seems that pro- 
pulsion by the feet as we do it now was not yet thought 
of. That was an after-thought, developed from the use 
of the pike-pole; but even with the pole great proficiency 
was attained by practice and the “Schaats” came into gen- 
eral use as a very easy as well as a very speedy means 
of travel. Quite remarkable distances were covered in a 
day with ease and pleasure. As one ancient writer relates 
—‘Some tye bones to their feet and under their heeles 
and shoving themselves by a little picked staffe doe slide 
as swiftly as a bird flieth in the air or an arrow out of a 
crosse bow.” “And it hath been carried to such perfec- 
tion by young men and also by ladies.” “I saw four men 
dance a double minuet on the Serpentine river in skates 
with as much ease and more elegance than in a ball room.” 
And a certain William Hone, a writer of that day in 
“Every Day Book,” records that the elegance of skaters on 
that sheet of water is chiefly exhibited in quadrilles, which 
some parties go through with a beauty scarcely imaginable 
by those who have not seen graceful skating.” 

‘Skate history seems to run back into quite ancient 
times. As we have seen, the Dutch, the Hollanders, named 
it “Schaats”—a kind of shoe with a steel runner—and 
both the article and the name came to America at the 
same time from that country where it had been in use 
for many years, both for amusement and for exercise, as 
well as for travelling from place to place, which was 
found to be a great convenience and was very often used 
for the purpose, and thus was found to be peculiarly 
adapted to the country with its canals and rivers, “so 
that a man on a pair of good skates could attain the speed 


*Reprinted from the Norwich Sun. 


for a much longer time than had been recorded they have 
been used to do in that country for travel,” because of the 
ease of propulsion and the great distances that could be 
covered in a comparatively short time. For many years 
this aid to locomotion was used by men and boys only, but 
later it came into use by girls and a little later it was 
taken up by women also, who readily saw the great ben- 
efit possible to be secured physically from its use. 


How Skates Were Made 


The skates were first made by the Icelanders of the 
shank bones of deer and sheep “about a foot long, which 
they kept greased because they should not be stopped by 
drops of water upon them.” Later they were made of 
wood with the bones fastened on the wood and strapped 
onto the shoe. Later the wood was grooved and the bones 
were fastened in the groove, which gave greater firmness 
to the whole. The iron blades were used; the front end 
of the blade was drawn out and bent in toward the instep. 
These were in a variety of forms which added to the ap- 
pearance and was governed by the taste of the wearer. 
It seems that the play of skating appeals to everyone, 
young or old, alike. 

The history of skates and skating in Norwich undoubt- 
edly covers the whole life of the township—135 years, 
though I cannot prove it by records, for there are none 
on the subject; but it is entirely safe to make the state- 
ment. The Dutch in Holland named it “Schaat, a sort of 
shoe with a steel runner and had one under each foot for 
sliding, or traveling over the ice.” The name is in no way © 
derived from the fish called “a ray,” or “Schaat,” whose 
body is flat and broad and apparently intended to slide 
when in motion. 

At the Maydole Plant 


In 1849, the Maydole hammer factory burned to the 
ground. In nine months Mr. Maydole had a new factory 
ready, built on the same ground, and it is still there, and 
though of wood is in fair condition and fulfills a very 
important function in the business of manufacturing ham- 
mers. There seems to be no records at the hammer fac- 
tory of the installing of the skate business, but stamped 
on a pair of skates now owned by Willard C. Sturges, is 
the following: “Patd. July 31, 1860.” I was quite confi- 
dent that the business was started “in the early ’60’s, for 
I have a very clear memory of the transaction, but could 
not fix the exact date. This pair is somewhat worn and in 
need of repair, but can readily be put in repair and be as 
good as when first sold and this Mr. Sturgis contemplates 
doing. This stamp assures that the skate was a new 
device, or it could not have secured a patent; therefore, it 
was the invention of David Maydole. I am not able to say 
what the improvement consisted of but he very soon had 
them ready to sell. They leaped into prominence at once 
and “Maydole Skates” became very widely known. He 
invented also machines for making the different parts so 
that any injured part could be replaced at once. The sale 
increased rapidly and gave promise of a very large pro- 
duction and sale and indeed became very popular, but in a 
few years began to dwindle and Mr. Maydole saw that 
the hammer business was taking second place, so he had 
the good sense to see that the possibilities of the hammer 
business were very much better than those of the skate 
business. He was a man who acted quickly when he had 
settled on a course of action and it was not long before all 
evidence of the skate business had disappeared from the 
factory, but the hammers were booming. 
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AMERICAN BRAND 


Screen Wire Cloth 


“The Recognized 
Leader” | 
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Drawing Outfits 









































































































































—a useful gift oa 
Satisfactory service to the ase 

| e consumer, year in and year aa8 

Or ( . ristmas out, haswon forGALVANOID = th 
the pre-eminent favor of the oo 

trade. ot 

and throughout the year It is heavily zincked after +H 
ot weaving by our modern elec- roe 

Attractively arranged for tric process. iw a rays EE 

° parent coating of varnish is ass 

disp lay pape baked on. This protects the sce 

YQ attractive finish, and adds to Het 

the firmness and durability of ttt 

In green covered box; GALVANOID. cot 

parts fastened by elastic cord po rr eee ae ee ane 

Outfit No. 1 to salmon colored mount. ment early so as to assure your coo 
{as illustrated} contains: 28 


Set of nickel-silver instru- 
ments 

Drawing Board, 18x24 in. 

T Square, 24 in. 

Ambro 30° x 60° triangle 

Ambro 45° triangle 

Ambro curve 

Architect's scale 

Brass protractor 

Thumb tacks 

Pencil pointer 

2 pencils 

2 erasers 

Drawing paper 


Contents of other 
outfits in proportion 


No. 1 retails at $10.00 
No. 2 retails at 7.50 


LY 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


LY 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 










































































































































































supply. If your jobber can- 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
wearing quality of GAL- 


VANOID. 


Do not accept substitutes. 
Look for the red-lettered tag. 


We also manufacture 
“AMERICAN BRAND” 
Painted—Bright Galvanized— 
Bronze — Copper — Special 
grades for particular require- 
ments. 

































































































































































American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 
Gemeral Offices: 41 East Forty-second Street, New ork 


Western Sales Office: 208 So. LaSalle Street, Chicago 
Worcester—Buffalo—Philadelphia—C leveland—Detroit 
San Francisco—Los Angeles—Seattle 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Philadelphia Washington 
Milwaukee Los Angeles 
factory 
Chicago, Illinois 


Branches 
Chicago New York 
New Orleans Pittsburgh 
San Francisco 
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Active Sale of Holiday Goods in Cincinnati 
Collections Indicate That Money Is Plentiful 


Cincinnati office 


weather prevailing, the trade is beginning to pick 
up part of the business lost through the unusually 
Sales during November were 
hardly up to the total of the same month in 1923, but are 
maintaining the average of previous months this year, 
and altogether, in view of prevailing business conditions, 


warm weather this fall. 


are regarded as satisfactory. 


There has been little buying of futures as vet, dealers 
generally maintaining the attitude of buying only for im- 
Stocks continue light as a rule. 
interest is being shown in futures, however, in view of 
the possibility of prices advancing, which appears to be 


mediate needs. 


ALUMINUM WARE.—Sales have been 
good and demand still continues keen, 
especially for pereolators and roasting 
pans. Stocks in good shape and prices 
steady. 

AUTOMOBILE ACCESSORIES. 
—Wintry weather created a heavy de- 
mand for winter accessories, such as 
alcohol. engine and hood covers, and 
skid chains. Prices being well main- 
tained, and stocks in good shape. 


W. quote from Cincinnati jobbers’ 


stocks: 
Spark Plugs.—A. C. spark plugs, 
asec. each in lots of 10: A. C. for 


Fords, 44c. each in lots of 10; Cham- 

pion X, 45c. each in lots of 10. 
Weed Chains.—Lots of 1 to 9, 30 

off: 10 to 49, 35 off: 50 and over, 40 


Alcohol.—Denatured, 62c. gal. 


Ford radiator and hood covers, 1917 
to 1923 models, $2.25 each: 1924 mod- 
els, $2.40 each: Chevrolet, $3.75 each. 


BOLTS AND NUTS.—Demand slowly 
improving, stocks in good shape, and 
prices steady. 

We quote from Cincinnati jobbers’ 

stocks: Machine bolts, large, 60 
off; small, 60 and 5 off: carriage bolts, 
60 off; small, 55 and 5 off; stove bolts, 
70 and 10 off: semi-finished nuts, 
*-in. and smaller, 75 off; larger 
sizes, 65 off. 

COASTER WAGON S.—Demand 
steady, stocks ample and prices strong. 
We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel coasters, rubber 
tired disc wheels, size 12 x 28, $5.50; 

14 x 32, $6.43; 14 x 34, $7.03; 16 x 38, 

$7.73 each. 

BUILDERS’ HARDWARE.—No let up 
apparent in demand, which is_ un- 
usually good for this season of the 
year. Winter construction expected to 
be heavy, and a large number of build- 
ings started in recent weeks have yet 
to be supplied with hardware. Stocks 
adequate for current needs and prices 
steady and unchanged. 


CHRISTMAS TREE HOLDERS.—De- 
mand has been consistently good, 
stocks are in fair shape and prices 
steady. 

CUTLERY.—Sales 


for Thanksgiving 


were good, and demand appears to be 
keeping up well for the Christmas 
trade. 
firm. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Open weather has accelerated 


Stocks in good shape, and prices 


of HARDWARE 


: : OLIDAY trade is in full swing, and with seasonable 


AGE 


the trend. 


During the past: week or two, however, there 
has been little price changing, one jobber reporting hav- 
ing received only one revision from a manufacturer. 

City trade, which has been rather light, is picking up 
with the approach of the holiday season, and stores han- 
dling toys and novelties report business good. Electrical 
merchandise, household appliances, cutlery and other mer- 
chandise suitable for gifts are in good demand. 


In the 


automobile accessories branch of the trade, some cold days 


More 


the sale of pipe, and this year to date 
has been a very good one. Prices are 
inclining upwards, stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 


$4.50 per 100 ft.; 28-gage, 3-in. corru- 


gated conductor pipe, $4.65 per 100 

ft.: 3in. corrugated conductor el- 

bows, $1.51 per doz. 
FILES.—Demand for files showing 


slight improvement. Stocks adequate 
and prices unchanged. 

We quote from Cincinnati jobbers’ 
stock: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 

GLASS.—Window glass continues in 
fair demand, with prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 


three brackets, 8&7 per cent discount; 
Double strength A and B, 8&6 per 


cent discount. 
GALVANIZED WARE.—Reports are 
heard of impending advances, but 
nothing definite other than that gal- 
vanized sheet prices are from $2 to $3 
higher than before. Demand is fair 
with stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz. 


HOSE.—Fair future demand for 
garden hose. Prices steady and stocks 
fair. 
We quote from Cincinnati jobbers’ 
stocks: Double braided, full garden 
full lengths, %-in., 8%c. ft.; 
9%c. ft.: %-in., lle. ft.: in- 
lengths, Y%-in., 10c. ft.; %-in., 
lic. ft.; %-in., 11%c. ft. 
ICE SKATES.—Cold weather has 
created some interest in skates for 
holiday trade. Stocks rather light, and 
prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Boys’, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ skates, 
Plain, $1.15 pair. 

NAILS.—Demand fair, stocks in good 
shape and prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.15 
per keg base; cement coated nails, 
$2.85 per keg. 

PAINTS AND OILS.—Prices firming 
up considerably in linseed oil and tur- 
pentine. Mixed paints steady. De- 
mand fair, and stocks light. 

We quote from Cincinnati jobbers’ 


stocks: Ready mixed house paints, 
$2.60 to $2.90 per gal.; linseed oil, 


experienced loosed a demand for winter accessories. Radio 
supplies are beginning to move in volume, and indications 
point to a large business right up to the holidays. 
lections are uniformly good, and much improvement is 
reported in both coal mining and communities. 


Col- 


single barrels, $1.10 gal.; turpentine, 
Single barrels, 9lc. gal.; white and red 
lead, in 100-lb. kegs, 15%4c. Ib. 


ROLLER SKATES.—Demand _ good, 
stocks short and prices firm. 
We quote from Cincinnati jobbers’ 


stocks: Union Hardware Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 
RADIO SUPPLIES.—Demand for holi- 
day trade picking up appreciably. 
Prices unchanged, and stocks in good 

shape. 

We quote from Cincinnati jobbers’ 
stocks: “B’’ batteries, 221% volt, 
$1.30 each; 45 volt, $2.44 each; B wet 
batteries, 24 volt, $4 each; Antennae 
wire, 42c. per 100 ft.; Battery charg- 
ers, <Apco, $12.50 each; Foldbrae, 
$13,85 each: G. G. H. loud speakers, 
W110, $12.50 each: W20, $15 each; 
W50, $20 each, less 35 per cent. 

ROPE.—Prices are very strong, but no 
changes made. Stocks ample for cur- 
rent needs. 

We quote from Cincinnati jobbers’ 


stocks: Manila rope, 22%c. per Ib.; 
Sisal, 15%c. per Ib. 
ROOFING PAPER.—Demand fair, 


stocks in good shape, and prices un- 
changed. 

SASH CORD.—A slight reduction in 
cheaper grades put into effect by Cin- 
cinnati jobbers. Demand normal, and 
stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 80c. lb.; cheap- 
er grades, 40c. Ib. 


SASH WEIGHTS.—Demand _ steady, 
stocks adequate and prices inclined to 
advance in sympathy with pig iron and 
scrap, but no actual changes. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.15 
per 100 Ib. 


STEEL SHEETS.—Demand has been 
good, and is increasing steadily. Price 
situation stronger with the mills, but 
no changes by jobbers. 

We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28-gage, galvanized sheets, $5.75c. 

SCREWS.—Demand has been steady, 
and showing a slight improvement. 
Recent price advances are being main- 
tained. 

We quote from Cincinnati jobbers’ 
stocks: Flat head, bright. 80 and 
12% off; flat head, blued, 80 and 7% 

off; round head, blued, 75, 10 and 10 
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For Xmas Trade 
display 
Allith Pitching Shoes 


Give them a prominent place. Many ot 
your customers are looking for attrac- 
tive gifts that sell at reasonable prices. 
Take advantage of the popular demand 
for this article. 

Perfectly balanced, correctly designed. 
Made of certified malleable and guaran- 
teed not to break. 


etter than steel shoes—not so smooth 
as to slip in the hand, and not so lively 
on the bounce. 


Made in two sizes, the children’s, weigh- 
ing about 14 pounds and the standard 
regulation size, 2'4 pounds or slightly 
less. 
To distinguish the shoes in playing, the 
numbers 1 and 2 are cast in them, and 
the number 1 shoes are finished in black 
and the number 2 in red. 
Children’s Shoes, black, No. 1 
Children’s Shoes, red, No. 
Regulation Shoes, black, No. 1 


‘ Regulation Shoes, red, No. 
No. 6200 Pitching Stakes, black 


Packed one pair in attractive carton with of- 
ficial Levendiins pitching rules included, 


Circular and Prices on Request. 
Allith-Prouty Company 
Danville Illinois 


Representative Jobbers Distribute A-P Products 
Throughout the United States. 


‘“‘THE SIGN 
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‘We are glad to advise that all of the 
Warren Fixtures we have purchased 
from you have been entirely satis- 
factory and we consider them a most 
valuable asset to our business.” 


—C. A. Nash & Son, Norfolk, Va. 


Warren Fixtures Simplify Inventory 


Right now—before inventory—is a good 
time to decide whether you will repeat the 
same worry, overtime and night work, the 
guesswork and the interruption to business 
you experience during inventory, every year. 


Warren Fixtures will cut your inventory taking to 
a fourth the time. You will have less merchan- 
dise to check up. You can make a better showing 
with a small stock in Warren Fixtures than is pos- 
sible with several times the amount stored in open 
bins or shelves. The more convenient arrange- 
ment of stock makes it easier to get at. With 
Warren Fixtures, inventory becomes an incident 
rather than a problem. 


And next year’s balance sheet will make a better 
showing, for you can easily increase your sales 
from 25% to 40% with the same stock investment 
you now have—or less. Better make a note right 
now to send for the Warren Catalog and learn of 
the countless other advantages Warren Fixtures 
give you over competitors and in increasing sales. 


You will appreciate, too, the prac- 
tical, intelligent co-operation of 
our Service Department in plan- 
ning store changes. 


“There Is No Substitute For Warren Fixtures” 


J.D. WARREN MFG. COMPANY 


159 N. State St. Chicago, Ills. 
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CHENEY 
Grinder No. 4 


The 


Popular Priced Grinder 


When your customers want a really 
good Tool Grinder at a lower price than 
our famous Royal, you can safely recom- 
mend the Cheney. 


The Cheney possesses the same perfect 
mechanical features as the Royal, but 
Carries a cast iron rest instead of a nick- 
eled pressed steel rest and also carries a 
somewhat cheaper wheel. 


But the wheel is a Vitrified wheel, how- 
ever, as none of our grinders are 
equipped with Silicate wheels. It does 
the work—puts a keen cutting edge on 
tools quickly and easily and that’s the 
main consideration. 


The Cheney comes in 3 sizes finished 
in Black Enamel. Write for the Cheney 
Catalog. It gives full information about 
the complete line. 


There’s a good profit in selling Cheney 
and Royal Grinders. 
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Punching the Time Clock 


(Continued from page 67) 








drawing salaries from the corporation, they devoted 
practically all of their time to their own private 
affairs. The corporation received very little of their 
valuable assistance. These official, though, were very 
particular about the amount of their salaries. They 
were very regular in drawing their salaries, but if 


| you should suggest to them the advisability, from the 





standpoint of the corporation, of their punching a 
time clock, they would be grossly insulted as it would 
be entirely beneath their dignity to ring up when they 
came in and when they went out. They take the 
stand that it is nobody’s business whether they take 
an hour or three hours every day for luncheon. These 
gentlemen consider themselves above the law. It is 
all right to have time clocks for heads of departments 
and for employees, but it is not a good idea to have 


_ time clocks for officials. 


A 





* % * 


Everything depends on how we think. In some 
corporations the thinking is along the line that the 
interests of ‘the corporation should come ahead of 
every private interest. Such corporations are con- 
ducted upon the maxim of Benjamin Franklin, viz., 
“Take care of the shop and the shop will take care 
of you.” The idea is developed by example as well 
as precept from the top to the bottom of such corpora- 
tions that the corporation itself must be protected— 
that no one has a right to do anything to injure the 
corporation. There is loyalty in such a corporation 
to the abstract idea of the success of the business . 
itself. Those who are loyal to this idea are naturally 
loyal to all of their associates. 

* * * 


On the other hand, there are corporations that seem 
to be conducted upon the theory that the entire cor- 
poration belongs, for instance, to a family who may 
own a considerable part, but not all, of the stock in the 
corporation. In such corporations the advantage of the 
family is frequently placed above the best interests 
of the corporation. The interests of small stock- 
holders are entirely ignored. Under such circum- 
stances, it is not long before there is a complete de- 
parture of loyalty from the idea of the general success 
of the business. .Those who would progress in such 
a business find that it is more profitable to be loyal to 
a family element than it is to be loyal to the busi- 
ness as a whole. 

* % * 

As a result, we soon find a state of affairs in which 
minority stockholders absolutely have no rights. The 
business is a family snap and it is a curious thing 
that under such conditions, the family themselves, 
although they may think they are fair-minded, drop 
into the idea that the entire business is their business 
and they are very much shocked when it happens, as 
it sometimes does, that an investigating committee 
or a committee representing the minority, calls upon 
them for an accounting. 

% * * 


Once a friend of mine bought stock in such a cor- 
poration. Before he bought this stock, a shrewd old 
lawyer warned him against the purchase. “Don’t you 
see?” said this lawyer, “This is not a corporation, but 
it is a business in corporate form being conducted 
by a royal family.” Now in this business everybody 
was expected to punch the clock except the royal 
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family. Nobility, you know, in all times and in all 
ages have had special privileges! 
* * * 


If you have a business of considerable size where 
a time clock has never been used and if you wish to 
develop certain interesting problems in your business, 
just suggest the time clock. Try to put one into 
effect. Try to make it work, and unless I miss my 
guess, you will soon be confronted with a number of 
problems that will give you a great deal of food for 
thought. 

* * * 

The installation of a time clock brings up a good 

many more problems than simply the keeping of time! 





Turns $10,000 Tool Stock 314 


Times a Year 


ECHANICS in Scranton, Pa., have frequently 
told George Felton that his mechanic’s tool 
stock is the largest and most complete in the 

city. Mr. Felton has a very complete retail hardware 
store and he takes justifiable pride in his tool depart- 
ment, in which he carries a $10,000 stock. The an- 
nual turn over is about 3 to 32 times on this large 





ws 


stock. While Felton does not solicit any tool trade he 
has made a reputation for his tool department and 
that reputation has spread throughout the city. One 
‘man tells another that Felton’s store has any tool 
made or needed and that is just about the way me- 
chanics feel about this hardware store. 

This photo only shows a glimpse of the Felton tool 
section, but even that is sufficient to tell you that 
Feltons would be a good place to go for tools. 








The average man who measures another’s work 
carefully is not precise but fussy. 
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Andy Gump 
Himself 








Toys That Win Children 


The latest Arcade Catalog shows 115 different 
Toys that bring happiness to little folks and prot- 
its to dealers. 


Andy Gump Himself and the Toy Yellow Cab 
are two of the leading sellers. Andy and his car 
are solidly made from grey iron and go over the 
roughest roads without a break-down. This toy 
is beautifully colored and makes a hit wherever 
shown. 


The Toy Yellow Cab is an exact model of the 
large Yellow Cabs known everywhere in the 
United States. It is a strikingly attractive toy, 
strongly made of grey iron and practically un- 
breakable ; and also beautifully colored. 


Your Jobber will supply you. 


Send for Catalog No. 30 “A” which shows the 
Complete Line of Arcade fast selling toys and 
hardware. 





Arcade Manufacturing Co. 


Freeport, Illinois 


AKCADE 


HARDWARE 
ana TOYS 
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off; flat head, brass, 75 and 10 off; 
round head, brass, 75 and 5 off. 


WIRE CLOTH.—Sharp competition 
has developed some price shading in 


black painted, but 


changes. Demand for spring delivery current and spring delivery. 
is fair, and stocks are in good shape. fair and prices steady. 

We quote from Cincinnati jobbers’ 

stocks: Black painted wire cloth, 12- 


- . mesh, $1.85 per 100 sq. ft.; galvanized 
wire cloth. Prices are off 5 cents on $2.25: opal, PS. 45: : " 25. 


otherwise no WHEELBARROWS.—Demand fair for 


bronze, 
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Stocks 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 





The Sporting Goods Department 


(Continued from page 59) 


be kept in drawers or original boxes in a convenient 
location so that when a selection is made it will take 
but a moment to find the article. The drawers should 
be numbered so that the number corresponding with 
the number on the sample will be easily found. If 
there are no drawers, the reverse end of the original 
container or box should show the sample number. 
Numbering the boxes on the reverse end facilitates 
finding the article because the labels furnished by the 
manufacturers are not designed to assist the retailer, 
the manufacturer’s numbers too often containing from 
four to six digits and are generally of such small type 
as to be hardly discernible on the shelves. 

What is a good plan for fishing tackle is equally a 
good plan for other small items such as gun acceso- 
ries, ammunition, bicycle parts and many other items. 

The display of fish rods has ever been a source of 
bother to the retailer. The average fishing enthusiast 
will tell you that rods should always be suspended 
from the tip. This is not always possible because 
there is not usually a place in a hardware store where 
this can be done. It is obvious that rods should be 
displayed at full length when possible so that if the 
dealer has old fashioned whip rack suspended from 
the ceiling, he has an ideal way of showing rods in 
the same way he used to display buggy whips. A 
portable rod display rack which will show the entire 
rod and one which can be moved around at will can 
be made by any handy man around the store. For 
the base take a board 18 inches square. This can 
be made more substantial by putting together two 
thicknesses of % inch material, the grain of each run- 
ning at right angles to the other. About ' inch from 
the four edges bore one inch holes about two inches 
apart and '% or *4 inches deep. Fix four small plate 
castors on the under side. 

For the top take a piece “, x 14 inches square. 
Now take 4 inch rubber packing and cut a strip two 
inches wide by 16 inches long, nail these on the top 
so as to project one inch on all four sides of this top— 
then punch *% inch holes through the rubber packing 
just on line with the wood. These holes should be in 
line with the holes in the base. Now cut a “v” shaped 
slot from the outside edge of the rubber to the 3% inch 
hole. The slot should taper down to ¥% of an inch at 
the round hole from %% inch at the other edge. A 
piece of 114 inch black pipe five feet long and threaded 
at each end is screwed into floor flanges fixed to the 


base and the top. The contrivance has the appearance 
of a tall pedestal. 

The butts of the rods rest in the one inch holes in 
the base and the upper ends are slipped into the slots 
cut into the rubber. The rods are easily removed 
without injury so that customers can whip and go 
through the motion to their heart’s content. Giving 
the rods a half turn every day will prevent warping. 

Golf is rapidly leaving the category of being the ex- 
clusive game of the rich and is, in consequence, be- 
coming a source of ‘desirable business for the hard- 
ware dealer to go after. We hear many just com- 
plaints about the professional at the links who makes 
clubs to order and sells balls and other golf equip- 
ment. However, despite the truth of the complaint 
from the dealer’s standpoint, the fact remains that 
every golfer does not give his business to the pro- 
fessional. If the dealer carries a stock of well known 
clubs and golf accessories and goes after the business 
it cannot be otherwise than that he will get a large 
part of the sales. The cities and towns are rapidly 
laying out public links as a part of their park and 
playgrounds system and as these extend to every 
part of the country, who knows how soon one may be 
put in your own vicinity? Even though the profes- 
sional makes and sells some articles to every member 
of the club, there is always the opportunity for the 
merchant to sell balls, bags, clubs and other essentials. 
Stocking a good assortment of clubs will help sell the 
other items and the actual sales of clubs will justify 
carrying them. 

A display fixture necessary to show clubs is of the 
simplest design. One thought should be uppermost in 
mind and that is to have them down near the floor so 
that the grip of the club is within reach of the hand. 
A golfer who can keep his hand off a club when he 
sees it is a rare bird and, when he gets his hand on 
it, a desire to have it is often followed by the sale. 
Too many stores display the clubs high up, thereby 
producing the “you may look but you mustn’t touch” 
impression. That is a mistake—get them down to 
earth and the golfer will grab them. 

Sporting goods is a large subject, so further discus- 
sion will be taken up in the next article. Whatever the 
policy of the hardware dealer is, if he does not handle 
sporting goods he is passing up one dandy line. It 
is satisfactory, because it is a pleasant line to sell and 
profitable. | 








Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 


Dear Mr. Soule: 


I have profited greatly by reading your magazine. “Forty Years of Hardware” was one of the 


best things I have ever read. 


(Signed) HERBERT A. SCHEUNER, 
Aetna Insurance Co., 
Hartford, Conn. 
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Axes 


and 


Hatchets 





The season of wood chop- 
ping and wood burning is 
here. 


Are you prepared to sup- 
ply the demand for good 
Axes and Hatchets? 


The big Collins line is 
complete and includes not 
only the best selling Axes 
and Hatchets for cutting and 
splitting wood, but also for 
every known requirement. 


And the 98 years of ex- 
perience and reputation back 
of Collins Edge Tools is a 
good reason for handling the 
easy selling Collins line. 


If your Jobber is not sup- 
plying you write us direct. 
Send for Catalog. 





The Collins Company 


Established 1826. 


Collinsville 


Incorporated 1834 


Conn. 
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CORBIN 


SCREW 
PRODUCTS 


Ss UNARAAUUESD 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporatics 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohie 
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The Retail Merchant and 
His Show Window 
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Address by J. T. Northrop, Advertising Manager, Smith Win- 
chester Co., Jackson, Mich., Before National Window 
Display Advertising Association 


dow display. His windows are the front yard 

of his business home, and the great majority of 
the retailers do try and keep their windows attractive. 
I have visited some fifteen Michigan cities this sum- 
mer and paid special attention to window displays in 
each town. I have found it difficult to locate a re- 
tailer who doesn’t think his windows pretty important. 
In fact I have found window displays in small coun- 
try towns that wouldn’t look out of place in Cleve- 
land, Detroit or New York either. 

Of course there are some that do not use their 
windows to the best advantage, and some who are 
careless in putting in displays, but as a whole I was 
surprised to find such good displays and such an 
interest being taken in the windows, especially in 
cities where Retail Merchants Boards were active. 

In my home town the Retail Merchants Board are 
actively. interested in window display and just last 
week we staged our annual Window Night with music 
by two bands, and many special features, and it was 
a huge success, despite the occasion was somewhat 
marred by a drizzling rain that continued all evening. 
The streets were full of people who were eager to view 
the special displays that were put in just for the 
occasion and we demonstrated the fact that window 
displays are pretty important, and that folks are in- 
terested in our windows if we take pains to show 
them something worth looking at. 

We have found out that folks cannot get past a 
window with “action” in it. I don’t mean mechanical 
windows, but windows that have the human interest 
touch that suggests action. 

Cutouts are perhaps the best display helps we get 
and give life to a window that otherwise. would be 


r \HE average small city dealer does believe in win- 


dead. Several national advertisers are getting out: 


good cutouts and you can bet, these cutouts are being 
used wherever they are received. 

I find some dealers will not put in displays (either 
window or counter) of certain lines because the sell- 
ing policies of the manufacturer are not what the 
dealer has a right to expect. 

If you are not getting proper tie-up through dealers 
investigate your selling plan. May be that’s where 
the trouble lies. 

Most dealers complain that they receive too much 
display material, most of it unsolicited, and with 
only 52 weeks in a year it is impossible to use it all. 
Naturally the dealer will put in displays of the mer- 
chandise that means the most business to him. He 
has to use his windows for seasonable merchandise 
that may or may not be nationally advertised. So 
don’t send us display material and dealers helps with- 
out finding out whether we will use it or not, for if 
you do ten chances to one your contribution will go 
in the paper baler. Traveling salesmen often order 


display material whenever they take an order, with- 
out taking the trouble to find out as to whether it is 
wanted or not. We get a great deal of material in 
this way, and it’s sheer waste. Our most effective 
windows are those that tie up directly with adver- 
tising, but to make this possible manufacturers should 
advise us concerning their advertising, and when it 
is to appear. If everybody in this city reads their 
ads and their copy puts them in the buying mood, 
and every dealer carrying their line has a window dis- 
play of their merchandise, they are going to get a 
tremendous response to their advertising. But the 
same ad without a single window display won’t pull 
one-fourth the business. That’s why tie-up is so im- 
portant to the manufacturer and the retailer alike. 
We do need education in this matter; we do need to 
get together and work out some plan of making this 
tie-up more effective. In drug stores, grocery stores 
and other small stores no doubt a display service or- 
ganization in every city similar to the Poster service 
would be a good way to get distribution. 

In other stores manufacturers can work through 
their sales force. Their salesmen can get to the ad- 
vertising and display men and get their cooperation 
if the display material furnished is at all easy to 
handle in the window. Seems to me that any manu- 
facturer big enough to use national advertising should 
have a competent display man attached to his adver- 
tising force. Let him select the display material after 
he has worked out specimen window displays for 
various types of windows. Have these photographed, 
and furnish reproductions to the dealer so he can 
follow out the idea. Most any clerk can put in a good 
window if he is told how to do it. 

A competent display man will save manufacturers 
many thousands of dollars by getting the kind of dis- 
pay material that will not be thrown away. Traveling 
window displays rather appeal to me, especially when 
they are well got up. I seldom fail to use them when 
arrangements are made a few weeks ahead so we 
can figure on them. 

Some one said here last March that “we must teach 
the dealer to appreciate his windows,” but I think 
what he meant was the dealer wasn’t giving his com- 
pany as many window displays as they thought their 
product deserved. 

Figure out, Mr. Manufacturer, something that does 
not selfishly take all the window. Make it good, and 
if we handle any volume of your merchandise you’ll 
find most of us ready and willing to cooperate with 
you in every way possible. 

We are as much interested in better window dis- 
plays, better selling ideas and better business as the 
manufacturer is, even more so, because we cannot shut 
down when business is slack, but must fight harder 
than ever for business. 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 
be more profitable for 
you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 


Rivet and Stud Company 
Brand. 


KHAKI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Red Devil , 
§ Kore) 


Nine Out of 10! 


Nine out of every ten glass cutters sold 
are “Red Devils!” 





For over twenty years “Red Devil” Glass 
Cutters have been sold through sheer 
merit alone. 


It’s All In 
The Wheel 


The only one of its kind made—each one 
individually honed and tested by hand— 
stands the test of hard use. 
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This method of manufacture costs us 
more, but the satisfaction derived by the 
user and the good-will and sales. gained 
by the dealer more than offset the addi- 
tional cost to us. 


“Red Devil” Glass Cutter No. 024 shown 
here is the glaziers’ standard of the 
world. Millions of them sold and used. 
Also made in 40 other popular styles in- 
cluding the line of “Red Devil” Glass 
Cutting Machines. 


Send for a copy of the “Red 


Devil” Glaziers’ Tool Booklet 
showing the complete line. 


SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil’? Tools 


98 Coit Street, Irvington, N. J. 


“Red Devil” 
Silent 


Salesman 
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i=” GLASS CUTTER 
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An attractively col- 
ored easel card) con- 
taining three glass 
cutters, ranging in 
price from 10 to 20¢ 
each—that never fail 
to make a sale. 
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Coming Hardware Conventions 
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ARKANSAS Retail HarpWaARe ASSOCTA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND IEx- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
S. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


ILLINOIS RETAIL HARDWARB ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Lill. 


IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND BEXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 19, 20, 21, 22, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 

MICHIGAN RETALL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. <<. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MIssouRI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 
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MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL FEDERATION OF IMPLEMPNT 
DBALERS’ ASSOCIATION CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. ; 


NEW ENGLAND HARDWARB DEALERS’ Asso- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 


New YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NorkTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. ‘Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

OREGON RETAIL HARDWARE & IMPLEMENT 


DEALERS’ ASSOCIATION CONVENTION, Mult- 
nomah Hotel, Portland, March 4, 5, 6, 1925. 


E. E. Lucas, secretary, Hutton Building, 


Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Davenport 
Hotel, Spokane, Wash., Feb. 25, 26, 27, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 435 San Fernando Building, 
Los Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond, 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARB ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WeEstT VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 
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that is the code on which he prac- 
tices the operation of his tin shop. 
The question of apprentices is an im- 
portant one. Union regulations differ 
in localities. Wherever possible 
Gamble believes it well to have one 
or two apprentices so that you can 
train them your own way of doing 
things. He has trained many val- 
uable men this way. 

Gamble’s method of entering time 
and material costs is simple. Two 
shop pads are used. The samples re- 


(Continued from page 53) 


produced are keyed A and B. The 
first is the daily time card or slip 
for the individual workman, on 
which he indicates time and material 
necessary each job done on the day. 
Slip B is strictly a material record, 
on which is found the workman’s 
name, the date, location of job, own- 
er and contractor (if there is one) 
and the material used. You will note 
material taken on the job is entered, 
so is material returned to stock. The 
difference between these two indi- 


| Hardware “Tin Shop” Does a Business of $40,000 a Year 


cates material actually used on the 
work. 

The bookkeeper makes charges 
from the two slips. The workman’s 
card gives for the data for time 
charges and the slip B shows her 
how much material to charge on the 
same job. These slips are fastened 
to boards and clipped at the top. 
They hang in the shop and Gamble 
finds this method simple and sure. 
The handy location insures entry of 
all items. 
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They Eat up 


Truck and Tractor 


Jobs! 





This Blackhawk Heavy-Duty 
Set thrives on tough jobs 
around trucks, tractors, farm 
implements and machinery. 


Ample leverage and strength 
in the combination offset and 
T-handle and extension bars 
—and the sockets are tougher 
than any bolts or nuts they 
will ever meet. 


There’s a ready-made de- 
mand for sets like this— 
among truck-fleet mechanics, 
garagemen and farmers. Ask 
your jobbers. 


Jobbers: Here’s a typical 
Blackhawk winner. Get our 
catalog and discounts. 


AMERICAN GRINDER 
MFG. CO. 
Blackhawk No. 35 


cee tate Sesnd Dept. E. Milwaukee, Wis. 
pieces. One combina- 
tion offset and Tee 
Handle—bar of }4” 
stock with 34” square 
shank. Two Exten- 
sion Bars—one 8%” 
long, the other 17” 
long; both with %” 
square shanks; and 8 

ets, size 1%” to 
154” inclusive. List 
$10.50 — liberal deal- 
ers’ discounts. 














G99sesae 
BLACKHAWK 


Welded@wrenches 


Copyright 1924 by A. G. M. Co. 











Recommend it 
for Heavy Fo ca 
Duty on a 
Wide Range 
of Work 


The giant among tools 
for a quick hold, a sure 
grip, powerful leverage 
and capacity to handle 
anything within opening 
range is the 


COES 


TRADE ~MARK 







REG U.S. PAT. OFF 


WRENCH 


It is used in and for 





Engine Rooms 

Railway Shops 

Bus Lines 

Refrigerating Plants 

Oil Refineries 

Pipe Line Companies 
Structural Work 
Factories 

Power Plants 
Steamships 

Stationary Engineers 
Breweries 

Car Shops 

Bridge Work 

Coal and Iron Roads 
and wherever heavy duty 
demands a tested tool. 
Sizes: 28’, 36”, 48” regu- 
lar. 72” size on special 
order. 





See your jobber. 


Coes Wrench Co. 


Worcester Mass. 
“In business since 1841” 


Selling Agents: 


J.C. McCARTY & CO......... 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 
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Introducing the 
Sterling Woodenware Co. 


A new firm with an old line. The famous 
[ERMA line of Safety Ladder Stools 

and Curtain Stretchers formerly made by 
the Evan L. Reed Mfg. Co. of Danville, IIl., 
can again be purchased from the Sterling 


Woodenware Co. 


The management of this company, as well 
as those in charge of manufacturing, are well 
acquainted with the CRAKEKUC line, having 
formerly been in the employ of the old com- 


pany. 


All styles and sizes furnished under the 
same numbers. Send for prices. 


Sterling Woodenware Co. 


Sterling, Illinois 


— 





AKEKIAC—_— 








Your best-selling 


incubator thermometer 


How many incubators are 
there in your trade-territory? 
Nearly every one needs a new 
thermometer once a year at 
least. There's a good piece of 
business you ought to have— 

And this American Incubator 
Thermometer wil] get it for 
you. It has advantages no 
competing instrument can give. 
The broad, sturdy stand is 
secure—the temperature is taken 
right among the eggs. White 
porcelain enamel — large scale 
and big black figures—wide bore 


AMERICAN 


INCUBATOR THERMOMETERS 


Scientific Precision Guaranteed 


lens tubing—these features mean 
easy reading. And scientific 
accuracy is guaranteed! 

The American Thermometer 
is the greatest thermometer now 
on the market, as it is designed 
to fit any standard make incu- 
bator. It measures 1% inches 
from bottom of tray to top of 
bulb. 

Get ready for spring business! 
See yeur jobber’s salesman about 
it, or write the American Ther- 
mometer Co., 3146 Lucas Ave., 
St. Louis, Mo. 
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You and Your Community 


From “Dough,” Published by Edward Katzinger Co., 
Chicago, III. 


AS it ever occurred to you that your business 

is a part of the community in which you live; 
that you constantly have to consider other people 
in the conduct of your affairs? The city, the 
State and the nation are but enlarged communities 
and every person is more or less dependent upon 
the fortunes of his fellowmen for his welfare. 

In the beginning communities consisted only of a 
few families. As the population grew, life became 
more and more complex until government and insti- 
tutions were necessary. The highly organized so- 
ciety today with its people engaged in giving vari- 
ous kinds of services, is but the outgrowth of the 
demands which growth has brought. 

The successful business man today must ever 
keep these thoughts in mind. He may say he in- 
tends to keep unto himself and offer his goods to 
the world. He will offer his wares and wait for 
the world to come and see and buy. But will he 
have many customers? Hardly. If he wants to 
keep unto himself, in most cases the people whom 
he would have as his customers will let him do so 
and his goods will stay on the shelf. 

Merchants should ever keep in mind the fact that 
they are part and parcel of the community life; that 
the success or the failure of farmers in the West, 
men whom they never have seen, affects their busi- 
ness, that the welfare of their neighbor is of vital 
importance to their well being. 

Fortunately most business men nowadays do _ 
realize the verity of these facts and strive to enter 
into the work of their neighborhoods and States and 
the nation as far as possible. When the community 
conducts a campaign for the benefit of the poor, for 
the unfortunate, for the church or various institu- 
tions which are a part of it, you will find the fore- 
most men in industry and the professions out cam- 
paigning to put the enterprise over. They reap their 
reward both in personal satisfaction at having done 
their work in a good cause and also in returns 
which the esteem of their associates and neighbors 
brings. 

Much as Americans work with their eye on the 
dollar, this nation has not stooped to greed and 
selfishness. Men with large incomes all over the 
land give away large sums of money for the benefit 
of their less fortunate fellows. Not all merchants 
can give of their earnings. They cannot put cash 
back into the coffers of society. They can, how- 
ever, be active in community enterprise. They can 
show their customers and associates that they are 
interested in the welfare of others and that they 
are in the community to see to it that their part is 
done to help that community be the best place in 
which to reside that it is possible to make it. 

So we say to business men who may chance to 
read this that they should not neglect to get into 
the swing of things. Join the organizations that 
are formed in your home town. Enlarge your ac- 
quaintance. Become an active worker in move- 
ments that other business men are joining. It is 
your first duty, of course, to support your own trade 
organization, but many merchants make the mistake 
of sticking too closely to their trade bodies instead 
of becoming members of the general business or- 
ganizations and welfare associations which are con- 
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ducted for the good of the community as a whole. 
The returns may not be immediate, but as time goes 
on you will find yourself gradually being considered 
a live wire and a leader in the affairs of your town 





or city. You will not be able to enjoy as many 

pleasant evenings at the movies or driving your car, \ 4 

but you will be glad later to enjoy instead the per- HEN a hardware man comes 
sonal satisfaction of the man who has done his task into The Mechanics & Metals 
well and you will find yourself surrounded by a host Nations! Rank of New York he 


of fine and loyal friends—one of the greatest things 


this world has to offer. is at home. Here he meets 


friends who know how he does 
Four Dozen Wringers Sold in business, who know v hat he 


One Week Via Display wants and who know how to 


provide for those wants. 





By E. A. Lawrence 
Carlisle Hardware Co., Springfield, Mass. 








. Let us demonstrate our knowledge of your 
N many stores clothes wringers do not get much Aiadienedienesdmmpenennetedaeeley, 


attention from the advertising or display men. or write us and permit us to visit you, 
We have always carried a complete high grade line 
and have done a steady and very profitable wringer 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 


SIX FOR ONE 
HOUSEHOLD BRUSH SE 


Ask the Clerk 
s S S 


trade. At odd times we had run a wash day win- : { aS S 
dow which included wringers but had never given < . | 
a window over exclusively to this line. One day a 
factory salesman suggested such a display to in- 
clude nothing but a full line of wringers. 

In the week that this display was run we sold 
four dozen wringers, and our sales in that line 
have increased steadily ever since. In the display 
we showed many types. Each bore a card of ex- 
planation and price. Any woman could easily pick 
the type needed for her tubs, see the price and buy. 

The center of the display was a woman suitably 
dressed for her traditional Monday job. Near her 
were set tub with wringer attached and a clothes 
basket. Her arm, propelled by electricity, turned 







































Set Consists of 
Following Brushes 








iy, 













Hanis ree 


the wringer crank. Her head moved slowly from Bowl 

. : Pipe or tube . 

side to side. Clothes : 
Vegetable 
Bottle = 
Bath “SS 








Sue bila 
& ; Geet.) yy 
= 0, qY i . 2. aly 
“ BS , As) bat Fe. 
* 


Each set packed in 


The next installment in the series of cutlery poe sci 


articles by John Cassin, appearing next week, = cmap ie 
will contain some particularly valuable informa- sk your iardware Jobver 


tion which you cannot afford to miss. JEAN CARO PRODUCTS CO. 
FREEPORT, ILL. 























108 HARDWARE AGE 


_ “ys ; ror ee a “7 gone ; 7 BPs AZ Peper » 
ad a mJ _ —_ — hadi. Sees Witt tl iQue a ae “$ > ~™ (Oe ee i 
. ° ; . ‘ > * - » AEG iy 
wy wy Vv, the ¥ Oe Se pe os 7 a “¥ ~* ae wre, = TS : - 7 


Ag 






: made on 
*& HOME COMFORT 


Fa 
ye 
/ , 
=f 
sip’ 


, 
+. 


~ 
~ 


You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 


You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 43{c per foot. in 500 tt. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 
The Home Comfort Weatherstrip is a novel weatherstrip that has 
oved itself, over a period of years, to be the best strip on the mar- 
et. It provides an insulation for door and window contacts of 
genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 
Weathertight: When in place the Home Comfort Weatherstrip 
orms a resilient caulk around window and door contacts. 
Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 
Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
: Non-Conductive: Home Comfort Weather- 
mi\| | strip contains no metal, therefore it is non- 
J d00R | a conductive of heat or cold. 
. 2) | Waterproof: The rubberized fabric covering 
$ ‘ i{|_ | renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 
cus. Sam 22, 1924--The above cut 


Wirfs’ Home Comfort . Easy to Apply ° 
Weatherstrip applied to a section Simply tack on—turn the corners. That is one 
s perfect weathertight contact” Of thereasons why the Home Comfort Weather- 

—; strip is such a big seller. Nearly anyone can 
apply it. No expensive mechanic needed. No 
taking down of doors or windows; nomitering, 
no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. Itis the 
only insulated cushion weatherstrip. 


on § 

This handsome display stand that demon 
strates the Home Comfort Weatherstrip will 
be sent you with your initial order of 500 or 
more feet. 
Put this stand on your counter. It will build 
weatherstrip sales for you. Send in your order 
now for this big money maker. We prepay all 
shipping charges. 
Here’s what one dealer says: “We appreciate your hand 
ing Over your inquiries to us. Some nice orders have resulted and we are 
doing a big business on Home Comfort Weatherstrip.” 
Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. J. Wirfs Organization - St. Louis, Mo. 


Sole Manufacturer and Patentee 
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MAIL THIS COUPON 


E. J. Wires Orcanration, 1285. 17TH Sr., Sr. Louts, Mo. 


Please sendmea....... foot reel of Home Comfort Weatherstrip at 43 
c per 
foot. To retail at 10¢ per foot. Enclosed find check, money-order, a rade ~— 


@ or more 600 ft. reels, 4 1-2c per foot.) 
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THE A TOOL OF QUALITY 
Goodell Can Opener Made of Cutlery Steel 
AWY SHAPE CAS Well Tempered 
connect yoann ~~ aaa + sa CMTS CLEANLY AUD GASILY 











Don’t compete with the 10-cent stores on 
Can openers. 


Buy The Goodell 


Made for the Retail Hardware Trade 
Each Sale Pays a Profit and Makes 
a Friend for You 
SELLS FOR 25 CENTS 
Trial dozen sent postpaid for $2.00. 

Returnable if not satisfactory in every particular. 


Made by 


Goodell Company Antrim, N. H. 
Specializing in KITCHEN CUTLERY 








Note heavy steel wire 
folded around edge and 
through handle, 

ing absolutely 
breakable handle 


Storm- Proof Mail] 
Boxes, extra strony 
fire finish 


Packed 


I ik or cartons 


Here are three prime requi- 
sites for the trade—dquick sell- 
ers, with rapid turnover, each 
one a profit-maker and busi- 
ness getter. You'll find M. M. 
P. Products sturdily built — 
each giving full measure of 
service—a line that you can 
cash in on extra profits. 


Sold by all leading Jobbers a 


Michigan Metal Products Co. 


Battle Creek, Michigan 
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Send for This Book 


of Free Samples 


It contains ten leaves of sandpaper about 
214 x 4 inches—grits ranging from 000 
to No. 31%, 


Every clerk should have one as a prac- 
tical “handbook” on grit sizes. 


They are fine trade winners, too, to hand 
out to contractors and other quantity 
buyers. 


Let us send you a sample book, and ex- 
plain our plan for supplying you 
through your jobber, with quantities for 
distribution, based on the size of your 
order. 


‘Weusar Abrasives@ 


1017 Harrison Boulevard 


Branch Houses 


Chicago St. Louis San Francisco 


Detroit Cleveland Portland 
New York Los Angeles Denver 
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In Hollow Screws, the strength 
of socket is the main strength of 
a Dealer’s sales-talk—not price. 


Taking stock of the cold-drawn 
ALLEN, you could say that its 
30% extra strength is a fair 
measure of its extra salability. 


Users know ““ALLENS”’ as the 
30% stronger screw—and Allen 
Dealers know they know it by 
the solid evidence of their sales 
records. 





Don’t feel that you have to sell 
hollow screws on _ price. 
“ALLENS” bring their price, 
and that price brings the profit 
in hollow screws. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 
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GRIFFIN- 


the hinge that is unt- 
form in size, beauti- 
ful in appearance, 
lasting in finish, life- 
long in service —the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 
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GRIFFIN MANUFACTURING CO. 


46 .WarrenStc NewYork ERIE.PENNA. 74W.LakeSt.Chicaaom 











Defeat’ | 


The “Long Distance” Customer 


hex 


The fact that a certain station is hardto 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


N 


> 


NIKOLITE 


Your jobber stocks “Perfect.” 


Aq BOUIN HMA LNLLL AIAN 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Examine the Keil Lock and see 
why it is impregnable. 








Look at the massive locking bolts—how 
they shoot out perpendicularly and turn 
and rest horizontally in locked position, 
throwing a barrier of bronze and steel 
around the door, defying the action of 
jimmy or saw. 


All burglary insurance companies and lock 
safety device experts have passed upon the Keil 
Lock. 





What Insurance 
Companies Say:— We Guarantee Your Sales 


“The two sliding bolts we turn and enouae _ 

the strike are very effective on any door e ; 
added ‘escurits of the revolving steel inserts inside You take no risk in ordering Keil Locks, unquestion- 
the bronze bolts, makes it absolutely impossible for ably the best device for live dealers. We uncondition- 
a burglar to enter by inserting the blade of a hack ally guarantee their sale. 


anal _COMMERCIAL CASUALTY CO., 














Newark, - 2 Write for particulars and trade prices. 
a Ji -Proof Lock is the best we have come 
screct in many 0 day, end woe ere recommending FRANCIS KEIL & SON, Inc. 
its installation on all risks. 401-425 East 163rd St., New York, N. Y. 


—THE OCEAN ACCIDENT & GUARANTEE 


CORP’N, Lid., San Francisco, Cal Established 1876 
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Rivets Pipe Couplings 


Scratch Brush Wire 








2. 
BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 
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/ Representatives: 

74 George E. Quigley, Detroit 

4 Dan M. Bell, Dallas, New Orleans 

f Milton Pray Co., San Francisco, Los Angeles, Seattle 
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GREASE Cups 
and OIL Cups 


An intelligently selected stock of grease and oil cups is indis- 
pensable to the hardware dealer. The constant demand for 
them as repair and replacement parts as well as for new work 
mange bad Sevctehe makes them a profitable article to handle. Your stock is incom- 

Oil Cup plete without them. 


You cannot go wrong in stocking Empress Grease and Oi! 
Cups. Manufactured by a concern whose sole business for the 
past thirty years has been the manufacture of lubricators for ge 
every purpose, they are preferred by machinery builders as Leather Packed 
standard equipment on all types of machines. ns catslieae 


The few styles shown here are excellent for the hardware 
dealer’s stock, but other Empress cups are equally good. Your 
jobber handles them. 


BOWEN PRODUCTS CORPORATION 
AUBURN, NEW YORK 











No. 116 








Branches 
NEW YORK, 220 Broadway CHICAGO, 2110 Michigan Ave. 
DETROIT, 2760 W. Warren Ave. CLEVELAND, 7113 Euclid Ave. 
KANSAS CITY, 2005 East 15th St. MINNEAPOLIS, 983 17th Ave. 
BOSTON, 161 Massachusetts Ave. SAN FRANCISCO, Monadnock Bldg. 





Complete data on these cups and over fifty other types of grease 
and oil cups is given in Booklet No. L-102. Write for it to-day 























You Will Be Interested to Know— 


That Hardware Age, year after year, leads all hardware 
publications in the quality of its subscribers. Manufacturers 
recognize the dominant selling power of the Hardware Age 
family of readers who do the great bulk of the business in 
the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 
the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 
successful selling methods. 
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Glass Shelf 
Combination 


Crystal—No. 
x ” 3751 Crystal—Width 5 in. 
A ; Lengths 18, 24, 30 ins. 














An Ideal Feature for the Gift Season 


“RINGCO” Bath Room Fixtures are of the high quality that encourages “useful giving.” They 
make the sort of gifts your customers would choose if they were asked to select their own. 
The buying public has learned the value of practical presents—and that the hardware store is 


the best place to get them. 


Your window can be made doubly attractive with 
a display of “Ringco” Fixtures. Their bright, shin- 
ing nickel plate finish will stand out with a sparkling 
appeal. A few individual pieces and one or two com- 
binations like the No. 3711 shown above will mean the 
beginning of a profitable fixture business. 


Our catalog shows a complete line of fast-selling 
items. Each article is made of Solid Brass with a 
heavy coat of highly polished nickel plate. The same 
general design is carried out in each piece, so that in 
the complete equipment of a bathroom, all articles 
will harmonize. 
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Your Jobber can undoubtedly supply you from stock. If 
not we will be glad to send you catalog and prices. 


AMERICAN RING COMPANY 
WATERBURY, CONNECTICUT 


RRM 00000 


id 


Lait > 


HHI WMATA i} ii] {| 


Branch Offices: Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. Chicago—29 E. Madison St. 
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MAND AND POWER PUMPS FOR ALL USES 





A ( Deming) Straight Line is the 
Shortest Distance Between Selling Points 


From the cross head at the top of this Deming “Straight Line” to the 
brass lined cylinder deep in the well, this Deming Pump i is full of sales 
points. 

The distinctive straight line construction reduces friction to a mini- 
mum, causes the pump to work smoothly and easily and makes it 
practically proof against wear. 

The Deming Straight Line agency is worth real money to the dealer. 
Write! 








Complete Pump Catalog On Request. 


THE DEMING CO. Est. 1880 SALEM, OHIO 
The nearest distributor will work with you for mutual profit 

PMS CREE db oe eccceccees Southern Supply Co Fo; 1, OS Serre ry rrr ree Laib Company 
CHICAGO, RICHMOND..........Sydnor Pump & Wells Co, 

Henion & Hubbell, 217- 221 N. Jefferson St. MINNEAPOLIS nw.s cote eee eqs Central Supply Co. 

DENVER. -Mentsto & Bolthoff Mfg. & Supply Co. PITTSBURGH, ah 

DE cmaa Gh .Standart Bros. Hardware Corp. Harris Pump & Supply Co., 316 Seco ve. 
KANSAS CITY...... English Tool & Supply Co. SAN FRANCISCO. ......--ce00. Crane Company 





Straight Line Working Head 





Brass Lined Cylinder 


-PUMPS- 
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ATHOL VISES 


The jaws of this vise are made heavier than the regular 
machinists’ vise in order to withstand the strain of pipe work. 
The pipe jaws are made of selected tool steel, machined from 
the solid bar, carefully tempered and drawn in oil to insure 
proper hardness; and can easily be replaced when worn so 
that new ones are required. A distinctly heavy-duty vise of 
rugged build. 
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Ask for copy of Catalog 36-C 


Athol Combination Pipe Vise Athol Machine & F oundry Co. 
Athol, Mass., U. S. A. 

















FORSTNER 









Talking Points 
“So Called” 


No. 02 Quart 


There are no features about ““Torrid’’ Torches 
that have not been tried by the test of time 
and actual use. ) 


| Bores Any Arc 
of a Circle 









If we could or can make them hotter, safer, 
more durable and efficient it would be done 
or will be done. 


Every measure for improvement that appears 
practical is considered. There are no frills for 
“talking points.” 


GOOD Torches is Torrid’s talking point. 








| The PROGRESSIVE MFG. CO. | Geo. W. Diener Mfg. Co. 


| TORRINGTON, CONN. Chicago, Iil., U. S. A. 














| Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros." po” 


Selling Agents 


Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 





= 
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MACHINE 
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(Reg. U. 8. Patent Office) 
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Continental 7o°. 3 ve. 














of the Clemson Star ARMSTRONG’S 


Ade) STAR 


PPA) Hack Saws Oo0oe 
Improved Nipple Holder 


fs 6 RES A ge SE St Pee 
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CLEMSON SET 
No. 20 for No. 2 Stock 
Star Hack Saw Blades possess Range %4—1” Right or Left 
a balanced set, consequently No. 30—for No. 3 Stock 


their natural tendency is to saw 
straight. Star Blades are abso- 
lutely set to specification. 


Range 1—2” Right or Left 


The right nipple is always on the job 


Makers Since 1883 when you carry one of these tools. 
CLEMSON BROS., INC. | 
Middletown, N. Y. The Armstrong Mfg. Co. 


WE HAVE SOMETHING TO TELL YOU ABOUT a 
HACK SAWS. WRITE FOR BOOKLET. ‘~~ Conn. 


























Bronze and Copper 
FLY SCREEN CLOTH “ 


Perfectly Woven, Most Durable 


One Million Square Feet in Stock. 
Write for Prices 


SPAR GO WIRE CO. 


a 
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¢ THE H. L. BROWN FENCE AND MFG. CO. Vivyg 
=: = CINCINNATI, OHIO Gitins. = 
Dan a® All Pickets _ of _ 9 Heavily Galvanized Wire Dae AY 





Increased Manufac- 
turing Capacity 


Manufacturers of 
Ornamental Lawn 
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Fence iF | Enables Us 
TTTTTTTE TTT RMR ee | 
— —e and SESE LEPSESPSPSESI( APSESPSPSPSESTSESPSE SD. ° 7975 Vion ay te 
arm “ratés :URKOUVUE OVER TESE TEE AY ERATE EOE REEL ma ey ies 
Rubbish Burners DEUUIVEUYRIUSEORAREUI MTG js THVALSUIUSERETPTUEE EH ETTEEEROREET REEDED > EERE et Us submit 
Trellis TH URL. + PRUIUUEAEUYUQNQUQTUCCUTEREERUQUOOUOUELEE »y TAERUUEU Prices Before 
Flower Border WverTeTrtang] (eTIVELEEEEELECELELELEL sy | Regevvvevevevrvenvevevev vvv‘r¥r‘vervevrrvrtr ging rr trereT You Place 
Tree Guards Spring Orders 
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ae 
—— 


, . |cp Screws, Set Screws, Stove jf 
y [Nat eset —_ —— he " 











Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a —— u 
tha 


certainly wouldn’t want to carry a h t 


dripped water all over your shoulder. 

You would choose a Never Drip Steel — 
with its one-piece ends. You w 
——e on your way while the other ilies 


There are lots of hod carriers in your town 
who are > ome the discomforts of ca g wis | 
y because they have not RUE economy in the selection of Screw or Bolt Products 











leaky hods simp 
shown the sensible and better kind. consists in using those that are exactly suited for their 
This open field of profit is yours for the particular service and that possess unexcelled quality and 
asking. Write us at once for details. accuracy, 
The Cleveland Wire Spring Co. REED & PRINCE MFC CO” 
Cleveland Ohio ae 


WORCESTER, MASS..U.S.A. “ 





























“IT’S MORE THAN JUST A RAKE” 


“OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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Have You Ordered 
Crown Tree Holders? 


The Demand Is Greater Now Than Ever 


All records broken in 1923 





The only Holder that has stood the 
test of practical use over 30 years 











Craceful—Atiractive—Substantial 


Quickly Adjusted, Prevents Accidents, and with 
Ordinary Care Lasts a Lifetime 


Order Now—Don’t Get Caught 
NORTH BROS. MFG. CO., Philadelphia, Pa. 
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Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 
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BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HINGES 





There is a Kimball Elevator built 


for every requirement. Light dumb HARROW TEETH, 


waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 


| 
Manufacturers of 
} 


WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 




















; CAR FORGINGS 
power and electric elevators of all | saaeen oh’ tneituiaidion 
sizes and types are built and in- ANCHOR SHACKLES, CHAIN LINKS 
stalled by POLE LINE MATERIAL 
| COTTON TIE BUCKLES 
KIMBAI i BROS ( ‘O : BAR STEEL, CONCRETE BAR, ETC. 
1117-41 9th S 15 E. Fayette St " : eee ae 
t. ayette St. ‘ . : ‘ 
Council Bluffs, lows Baltimore, Md. PICKS, MATTOCKS, GRUB HOES 
KANSAS CITY DULUTH ‘ * ' 
DETROIT MINNEAPOLIS 
SOUTH BEND E i 
er AGB Sarge | 
DES MOINES OKLA. CITY General Office and Works, Pittsburgh, Pa. 


Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 


NEW ORLEANS FORT SMITH 


a 





- ae 








MAES AE AO este a 
ERE ART ST NE OE 


















QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 
CHICAGO 








NEW YORK BOSTON 
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Seeing Is Buying 


when the goods are K & E Measuring 
Tapes, displayed in this handsome tray 
where each article is shown to best advan- 
tage. 


K & E MEASURING 
— TAPES — 
have that attractive appearance which is an 


outward proof of their high quality and 
durability throughout. 


Remember every Machinist, Carpenter, 
Painter, Mason, etc., is a potential buyer. 
Keep supplied. 


Write for information re Tray No. 52. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. 3. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
616-20 $. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St Ww. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 








Frost’s 
Friction 


Catches 


Fer Seni Desi 
of Light Weight 


Frost’s Friction Catches are the most 
practical fittings ever devised for 
finely designed small doors of light 
weight. 

Ideal for Cabinets, Cupboards, Clos- 
ets, etc. 

They are invisible when attached, 
function perfectly and sell readily to 
Carpenters and Builders. Liberal 
profit. 

Send for a Sample Catch and Trade 
Prices—then order through your Job- 
ber. ' 





Made Only by 


C. L. FROST & SON 


28-30 Ionia Ave., S.W. 
Grand Rapids, Mich. 























72% Greater Holding Power 
Than Wire Nails 
READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending. 








The Woman Vote 


accounts for the steady growth of 
So-E-zyY Household Specialties. Our 
dealers tell us that one So-£-zy prod- 
uct invariably sells others. Customers 
come back for “more of that varnish 
sO easy to use.” 


With service and distribution arrange- 
ments of this profitablelineall that can 
be desired, the alert dealer can carry a 
minimum stock and yet attain maxi- 
mum turnover. 


You really should know more about 


this So-r-zy Line. A note from you 
will bring prompt information, 


CAINT AND VARNISH OCIVIsIOoOnNn 


Standard Plate Glass Company 


PITTSBURGH — BOSTON —BUFFALO — CINCINNATSH. 
ESTAB. 1887 




















December 4, 1924 








......f0r Azs Christmas. 


Your women customers will appreciate having you 
suggest a gift for the boy or man members of her 
family that will give more pleasure than the old 
bande neckties or socks. And the Simore Screw- 
driver or Combination Knife and Screwdriver will 
register 100% joy with any man or boy. 

These are unusual tools—three blades in the handle 
—blades always ready for use—cannot be mis- 
placed or lost—you change blades instantly— 
handles blued to prevent rust. They are practical, 
mighty useful, and look the part of a real Christmas 
gift. 


There is a new lower price in effect now, too, 

that should make sales easy. 

f you have not received the new list, write 

for it today. 

This applies to the Simore Automatic Trysquare j 
too, Boost Simore Toole for Christmas, | 


The Simon & Skidmore Mfg. Co. } 


Dept. 1-12, Santa Ana, California 











SIMORE TOOIS SELL’ 











(eq HALLENGE 
== REFRIGERATORS 


Built to last a lifetime. Attractive designs 
in both Ash case and a// Porcelain exte- 
rior. Featuring our One Piece Seamless 
Porcelain Lining construction. 

Our manufacturing facilities permit maximum 
capacity and allow stock shipments. Quality 


predominates throughout. Perfect insulation 
—Neat Trimmings. 


Write us for catalog of complete line 





No. 8959 Ash Case. One- 
piece Porcelain Lining. 
One of the attractive 
items of a selective line. 





34” wide x 48” high, 20” 
deep. 


75 lbs. ice capacity. 





“We Can’t Build All of Them 
So We Build Good Ones’’ 





ao ~ “ a = 
Z ’ Oe % 
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CHALLENGE REFRIGERATOR CO. 
GRAND HAVEN, MICH. 


| 
LUNA 
hill i 
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~~(CHICAGO)~ 
SPRING HINGES 


THE “SIMPLEX” 


No Hanging-Strip Required 





The “SIMPLEX” is applied direct to the door casing without 
. + ~“~sdaattea and requires but one mortise cut which is in 
the door. 





Applied Direct 
to 
Door Casing 





Economical 





Simple 
Efficient 








= 


Type 9001 


The “SIMPLEX” is designed for Economy and Simplicity, but 
conforms to all standards of construction such as location of 
screw holes, length of mortise cut, distance between axial centers, 
size of springs and barrels, etc. 


Send for Catalogue Supplement H 39. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 




















IF YOU HANDLE 
HARNESS, COLLARS OR LEATHER 


You Will Want Our Bi-Weekly Market Report on 
the Leather Situation 


Sent to you free of charge, without obligation. °° 
Pronounced by leather, harness and hardware eo” 
merchants as being absolutely indispensable o 
in their business. eo 
Edited and distributed without charge to ,o% 
those interested, by eo? The Perkins- 


aye” Campbell Co. 


see on ag A 

e ee 1 ; t s 3 oO : 

The Perkins-Campbell Co. _ Se" incinnati, Ohio 
s 

622 Broadway «Ser Please send to me 


charge or obli- 
Cincinnati, Ohio 03e* gation on our part, Camp- 
? bell’s Bi-Weekly Market Letter 


oe” and Leather Trade Report. We 


oe? (do or do not) handle harness, 
eo” leather, collars, strap goods. Signed 
sd 
¢ 
eo” +ORE RCs bse GEbens ne nbede’é bbe’ ch bee Name . 
é 
rd TUE Cee OL PO CE Pre Address 
@ 
ii ai aa ee a i dee aa Ck le ee ee Town and State 





1ly 
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770B Bicycle 16” 
Rolis Ball Bearing 


a ei: pom “ANCHOR BRAND” 
oss Se == CLOTHES WRINGERS iis 


BRAND 





Have been true friends to housewives for over a 
generation. 

The satisfaction they give makes more sales and wins TRIDE 
more friends. 

Stock ANCHOR BRAND WRINGERS and profit by 

this friendship. 








Best on Earth. Every One Warranted. L.M.CO. 
; ERIE. PA. 
Lovell Manufacturing Co. 
ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 















Recommend 
Tremont Nails 


for 





Shingling 

Slating 

Clapboarding 
Construction work 
Laying hardwood floors 











Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thue 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 


key. 

Also our line of Padlocks is complete 
in every respect. We also make S 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material’ Write for Catalog 6. 


CD INDEPENDENTIOCKCO.® 


LEOMINSTER, MASS. U. S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 


a b Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 
W. C. HELLER & CO. 


Main Office and Factory: [Eastern Display Roem: 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 






Scientifically Designed 


Tremont Hardened Steel Cut Nails 
win the approval of carpenters and 
all who use them because the care- 
fully tempered high carbon steel from 
which they are made will not bend or 
twist while being driven. ‘Tremont 
Hardened Steel Cut Nails are scien- 
tifically designed to shear their way 
into the wood with the grain in a 
manner that assures the strongest 
possible grip. 

The best you can buy and the best 
you can sell is the Tremont Brand. 














Tremont Nail Company 
205 Lincoln Street, Boston, Mass. 



















Heller Shelving in Payne-Oummings Hardware Oc., North Adams, Mass. 
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“Old 
Fashioned”’ 


Quality 


Retailers Are Thanking Us 


For referring inquiries to them. Are you 
one of them? Get our catalogue and tell 
us you will take care of inquiries in your 
section—that’s all we ask. Cost you noth- 
ing—why not write today? 


The L. & I. J. White Co. 
| 125 Columbia St. Buffalo, N. Y. 
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Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 


We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 






















=e Pawers| wh 


Mi) Thousands of farmers the country * 
y Over, for years passed have learned to 


**honest-to-goodness”’ hand plant- 
ers for corn and potatoes. 


They Sell— 
They Satisfy 


The “‘Acme” line has always f 
been a quality line ay / 
and through, but big de- 7 
mand and large produc- Y 
tion keep the price in / 
line with any worthy lf 
competitor. fy 


A Style 
to Suit 















Mail Order 
Houses 


We have never low- 
ered our standard 
nor betrayed dealer and 
_ jobber confidence by setl- 





















dealer has the advantage of 
buying a complete, established 
line, from one house—‘‘Acme’”’ 
jobbers everywhere. 


Dealer Helps 


Our National farm paper advertising and effective 
literature uphold aioe” prestige and create busi- 
ness for ‘‘Acme’’ dealers. Write for catalog, prices, 
and name of nearest jobber. 


Potato Implement Company 
Dept.11 TRAVERSE CITY, MICH. 
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WIRE 


BRUSHES 


An assortment of different 
styles and sizes. 


Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 


MILWAUKEE BRUSH MFG. CO. 


MILWAUKEE, WIS. 


1632 





1661 
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“OHIO” 


Shoe Lasts and Stands 











MADE ABSOLUTELY 

OF “SEP GUARANTEED 

SEMI-STEEL AGAINST 
penmmeneat G@rn” BREAKAGE 


a 


Every Household Can Use an 
ADJUSTO RACK 


Furnishings Department stimulates sales. Women 
readily appreciate their usefulness in kitchen, bath- 


room or hallway. 





A display of Adjusto Household Racks in your House 





' i; ADJUSTO HOUSEHOLD RACK 

The lasts are lock bearing. One is made in three and six arm sizes, substantially. constructed 

4 : . Oo rd w nd metal. s to an r nd can 
last iS especially adapted for ladies’ ~ folded cane aauhaak oe wall when net in use. 
pointed-toe shoes. Endorsed by Good Se and other 
Order the “Qhio” and you will have Order from your Jobber or write us for prices. 
the most popular sets on the mar- FERNALD MFG. CO. 
ket. Write for prices. Dest. A NORTH EAST, PA. 

Export Dept.—130 West 42nd St., New York City. 











The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 


\ 
itm ¢ ERN ALD <i 


HOUSEHOLD - ganna 


i | | 





























oe o 
Bove le the Lict For you—an opportunity to increase profits NOW ¢ 
IN . The ice harvesting season will soon be here—the dealers—thousands of ice harvesters, large and 
0. 315 8-in. Ice King Plow tools and machinery needed are being bought NOW. small. This field is developed—someone is selling 
1 No. 412 Plow Rope Get your share of this business. : ice harvesters the tools they need—why not you, 
1 No. 422 5-ft. Ice Saw There’s a big market—farmers, dairymen, creamery too. Write for Catalog No. 70 and sheet of attrac- 
' , ¥ owners, confectioners, ice cream manufacturers, ice tive discounts. 
2 No. 444 Splitting Forks 
1 No. 457 Calking Bar MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 
1 No. 458 Bar Chisel on a ne a ee hag wid My ey St. 
‘ Shav oston: 22% ate ree sburgnh: reopies ba g. 
. me 610 Cer er Plants: Hudson, N. ¥., and Oakmont, Ps. 
1 No. 476 Ring Splitting Chisel 
1 No. 500 Line Marker 
1 No. 505 Scoop Net } 
3 No. 520 4% ft. Ice Hooks — 
1 No. 520 6 ft. Ice Hook ICE 
1 No. 520 12 ft. Iee Hook 
1 No. 540 24 in. Boston Tong 
This list may be added to if eon- 
ditions demand. 
Send for complete Catalog. 


























Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to you each week 
the latest selling hints. We realize that “inspiration” and “deter- 
mination” are just as essential to business success as is ability. 


Get in the habit of reading your trade paper carefully from cover 
to cover each week; get the fighting spirit it instills and your books 
will show a better balance at the close of 1924. 
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Owens Price Cards 


No. 30 


are strong, neat and durable. 
Made in two sizes: No. 12 is 
13” x 3%”. Price 10 cts. each, 
$1.00 per doz. 


No. 30 is 734” x 35%”. Price 
10 cts. each, $1.00 per doz. 


We can furnish Transparent 
Covers made of the best grade 
of celluloid clear as_ glass; 
edges covered with Red cellu- 
loid. 


These containers can be 
cleaned with gasoline or water, 
without injury to the surface. 


Give them a trial. 


Containers for No. 12 price card 
30c ea., $3.25 per doz. 


Containers for No. 30 price card 
25c ea., $2.50 per doz. 





Your order will receive prompt attention. 
Prices quoted do not include postage. 


Approx. shipping weight per doz.—No. 30, 1 Ib.—No. 12, 
14% Ib. 
Manufactured by 


BOUTWELL, OWENS & CO. 


LEOMINSTER, MASS. 












Replenish 
Hardware Your 
for Stock | 
Hard-wear with 


BOMMER 


OMMER 


SPRING HINGES 


Your dealer handles them, get 
New Catalog 47, you need it. 








BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 




















“IMPROVED ” 
GUARANTEED 


JERSEY 
Shoe Lasts and Stands 


They are lock bearing and absolutely the 
best of their kind. 

If you are stocking lasts and stands similar 
to the JERSEY it will be to your interest 
to get in touch with us before placing your 
next order. 

We will show you that you will increase 
your sales on Lasts and Stands by stocking 
JERSEY. 





STAR HEEL PLATE Co. 


Louis Sacks, Inc. 


357-391 Wilson Ave., Newark, N. J. 
































v7 Super-Quality High Grade 
Cast Shears and Scissors 

VA ri for 

Wholesalers and Jobbers 


Fifty years experience 
makes our line the stand- 
ard for low-priced cutlery. 
“The most wonderful 
‘sales talk’ in the world 
will not sell a pair of 
shears at $1.50 to the 
woman who wants a 50¢ 
pair.” 

We produce the best 
counter display carded 
Assortments on the 
market. 

We help you to increase 
your sales. 























Write for our 
Catalog No. 6 






Famous Since 1875 


















TRACE MARK 


Sey 


THE LARGEST MANUFACTURERS OF 
SHEARS AND SCISSORS IN THE ee 
OIE [Ole See <I] 


<<) 
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If You Want to Sell More Vises— 


Let the Rock Island ‘“‘Radiovise”’ Build a 
Permanent and Profitable Business for You 


Its attractive bright red 
color will stir up many sales 
among the radio builders 
and “amateur” mechanics. 


A real man-sized, anvil type 
vise—just heavy enough! 

Jaws 3%” Wide-Open, 4” 
Close Fitted Sliding Steel 





Beam. 
RAdiovise Sturdy and mechanically 
- right. 





Write us for details and prices. 
ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 


Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksows Unexcelled 



































Osborne High Grade Punches 








| ‘ = = —_ 
C) \ 5.Oseornc&¢ 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
aes Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers as well as our famous Round 
and Oval Punches. 


Remember we have had 98 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 





Cc. S. OSBORNE & C©CO., NEWARK, N. J. 
ESTABLISHED 1826 








PIPE WRENCHES 


PATENT APPLIED FOR 





“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


Sales Representatives—Surpless, Dunn & Co. 











A line of high power, hand- 
operated cutting tools known 
in every civilized country for 
quality-durability and _ effi- 
tiency. Sold by leading 
hardware jobbers. 











RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT | 






Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 
= 

















In Your Next Order Write 


IWAN SOLID SOCKET HAY 
KNIVES 


Notice that the step and blade are one solid 
malleable piece instead of separate blade and 
step. 

The three sections are serrated and fast 
cutting. A strong durable knife that is selling 
in good volume. One-half dozen in crate. 


Iwan Bros., Mfrs., South Bend, Ind. 


Revolving Chimney Tops, Post Hole Diggers, Snow or 
Barn Scrapers, etc. 

















O Look! Mr. Plumber 


No. 22 is the latest improved 
coil Fire Pot. It will quickly 
melta 6inch pot of metal. Tank 
is of drawn steel, tinned inside 
and out and is leak proof and 
rust proof. Patented three piece 
coil cup can be quickly removed 
for cleaning. Very simple to 
operate and repair. A quick 
seller. Jobbers supply at fac- 
tory price. Catalog mailed on 
request. 
CLAYTON & LAMBERT 
MFG. CO : 





10619 Knodell Ave. 


No. 22 Fire Pot DETROIT, MICH., U. S. A. 
Ask for latest price. 
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UNIVERSAL 
Hose Clamps ‘ 


have never disappointed 


They can always be depended 
upon to give the best service [* el elele'ei elei eine 
because they are substantially 
made from good materials 
and have justly earned their 
reputation for being “quality” 
clamps in every sense of the 
word. 


Besides, every Universal 
Clamp has its patented 
“bead” that makes a leak im- 
possible. In addition, the 
“Scores between Holes” pro- 
vide for a quick, clean break- 
off. These are exclusive Uni- 
versal features. No other 
clamp can claim or use them. 
One size—1 to 3 inches—is 
adjustable to fit any size hose. 
Junior Clamp, % to 1% inches, 
for occasional needs of small 
hose. 

Specify Universals and be 
sure you get the genuine. 
The name is on every clamp 
and every box. 
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Patents Granted 
March 20, 1917, 
March 1, 1921 


UNIVERSAL INDUSTRIAL CORPORATION 
HACKENSACK 


NEW JERSEY 


HOSE 





CLAMP 
Adjustable to fit aruy Lave of arty ste 








Packed in 1 or 2 doz. 10c. pkts. to a Carton 

















The Original (*® (ie Advertised. for 
Strong Crystal - é be Sages : *, 24 Years. 
Glass Heads. { — } SS op Great Demand 
The Kind ei = c( Good Profits 
Customers ae deded. ee Attractive 
Ask For. Counter Displays. 
Moore Moore 


Push-Pins Push-Less Hangers 

“Glass Heads—Steel Points’? “The Hanger with the Twist’? 
To ‘‘Hang Up Things’’ in Homes, 
Offices and Schools. Ask your jobber. 

Moore Push-Pin Co. (Wayne Junction) Philadelphia 








seteeerereretee. 
semee eet SRR teersenees 
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sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 
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BATHWHITE FIXTURES 


IN SEPARATE PACKAGES 


Each Fixture is in a separate 
package — with screws for 1n- 


Selina Qteter ice teres 


a clean, undamaged article. 





No profits are lost to the dealer in handling a 
stock of BATHWHITE Fixtures. The special 
padded package used for wrapping each article in 
our line protects finish from dirt or marking. 


FOR A SMALL EXPENDITURE—Your customer can 
equip his bathroom with all Fixtures and Acces- 
sories — WHITE. Before BATHWHITE Fixtures 
were introduced, it was difficult to secure an outfit 
of harmonious Fixtures at a reasonable cost. 

DON’T 
fixtures to sell themselves. 
information about DISPLAY ASSORTMENT 
includes Display Board—FREE. 


E. H. TITCHENER @ CO. 
Dept. No.4 Binghamton, N.Y. 


WAIT—for your assortment of bathroom 
Write us to send you 
which 














Heavy Duty Socket Wrenches 


O Offset Type 


Rees ||) (eet ''/e)-le ee ee 
— 24° — 
Extra strong construction with extra depth sockets— 
heat treated. 
Plain lacquer finish—twenty-six standard sizes. 


Ask for Catalog No. 500. 
WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 
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CUSHION 
" TIRE 


STORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of | 
ladder permit mounting or descending with ease. { 
Both hands free to remove or replace stock without | 
danger of falling. Cushioned Tired Trolley and 

ruck heels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 


ing. Thousands in v yE 
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THERE’S MONEY FOR YOU 
IN THE HANDY SLICER 
Profit Makers Are Always Welcome. 


Handy Fruit and 
Vegetable Slicer 
No. 6-S. 


It slices all kinds of Fruits and Vegetables 
in an infinite variety of fancy and attractive 
designs absolutely without waste. Apples, 
pears, bananas, pineapples and other fruits 
sliced with a “Handy Slicer” prepare a 
dessert excellently and quickly. nce used 
for slicing apples for pies it will be consid- 
ered invaluable. 
Potatoes, beets, radishes, cucumbers and 
other fibrous vegetables become tender when 
sliced ‘‘Lattice’’ fashion. 


HANDY THINGS MFG. CO. 
LUDINGTON, MICH. 








RED X BRAND 


FRICTION TAPE 
RUBBER TAPE 
MASONS TAPE 
RADIATOR SEAL 
GASKET SHELLAC 


and 


100 Other High Grade Products 
Manufactured by 
ST. LOUIS RUBBER CEMENT CO. . 
St. Louis, Mo. 


Send for Catalogue 815 








SOLID SAL AMMONIAC 


The Handy Way 
To Clean The 


Soldering Iron 





Special Chemicals Co. 
. Highland Park, Ill. 
Makers of 


Speco Protective Soldering 
Fluxes 

















Compare the 
Construction of 


Bluebird Clothes 
Line Reel 


with other reels and you 
will be convinced that 
Bluebird means “value re- 
ceived.” 
The Bluebird Clothes Line Reel can be sold for a reason- 
able amount and still bring a good profit. 
Ask your Jobber or write us. 
Formerly made by Hugro Mfg. Co., Warsaw, Ind. 
The Patent Novelty Co. (on the Mississippi) 
Fulton, Iil. 











Newest Gorton Profit-Maker [ 


rons 
71ue 


TILIZING their codfish skins—formerly 

disposed of as waste—Gorton now makes 

a glue that is clean, pure and has the best 
possible adhesive properties. It will be a ready 
seller for you, because of the prestige of the 
Gorton name and because you can offer it at a 
lowered price. Ask your jobber. 


Gorton-Pew Fisheries Co., Ltd. 
Gloucester, Mass. 


Makers of Gorton’s “‘No Bones” Codfish 
Gorton’s Ready-to-Fry Codfish Cakes 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














Mr. Retailer: Insist that your jobber supply At 
with a complete line of SEYMOUR SMITH PRUNING 
SHEARS and have best made. 


Backed by 50 
years satisfac- 
tory service. 





SEYMOUR SMITH & SON, INC., Oakville, Conn., U. S. A. 
Sales Agents John H. Graham & Co., 113 Chambers 8t., New York. 








For quality trade—the quality ware. 


AGNE 
ARE 


For catalog and prices, write 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 14 






Cast 


Aluminum 














Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, write us for prices and 
details. 
BROOKLYN PULLEY CO., Inc. 
85 Sth Ave., Brooklyn, N. Y. 














BARS HOOPS 
BANDS ANGLES 





STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
CH 


PLATES WIRE 
SHEETS METAL LATH 
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INVISIBLE HINGES American Bessemer, American Open Hearth and 
——* ; a SS KEYSTONE COPPER STEEL 
n making cabinets of many kinds it is desirable to use 
Black and Galvanized 


hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. —— 2aa! 
They be ev — by any- We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
one who can re a nole. poses— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 
grades, Electrical Sheets, Roofing 


SOSS MF G. CO. WR Terne Plates, Bright Tin Plate, Etc. 
SOSS 775 Bergen St. Brooklyn, N. Y. AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 





There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 














Sonk for ect of revieed weight cards and beokicte, ond wateh for our large ofa 











An EXPANSION SHELL 


With a Sure-Dependable Hold 
Superior advantages: 

(1) It gripe at the bottom of the hole by 
(2 > goed its jaws in the sides of the 


(3) By Underwriters Laboratory test it 
holde until the bolt or the material, 
into which it is placed, br 

(4) — properly set it ‘will not come 
oose 


“ — oeeaee, 
vercomes t sadvantages: 
(1) It is OTs A aa hold. 
(2) No aa from broken or misfitting 


(3) Vibration does NOT affect it. 

Made in two t for 15 sizes of bolita. 
Practical in any Solid Material. 

A trial order for testing wil] soon con- 
vince you. 


Samplee on request—No charge. Send for Bulletia No. 56. 


THE PAINE ——w 


2951 Carroll Ave. ago . 
33 Warren St. New Week ioe w. Y 


MILBRADT 
LADDERS 





Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large oumer of styles 
su table for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 


St. Louis, Mo. 
'H.B. Ives Co. 


S UPERIO 


accgies Hex Mesh 
POULTRY NETTING 














Incorporated 1900 





BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR G. F. Wright Steel & Wire Co. 


ani WORCESTER, MASS. 


WRITE FOR ILLUSTRATED FOLDER 











IDEAL LINE 
ROLLING STEP LADDERS 





Pate Sy , 
requirement. in reaching A Type for Every Service 
THE GOULDS MANUFACTURING COMPANY 
‘Zee complete Seneca Falls, N. Y. 





Quick service 


i ice. Easy operation. 
SUCCESS FURNITURE CORP. 
St. Louis (Kirkwood) Mo. 
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INDEX TO ADVERTISERS 








THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 


DEALERS WANTED EVERYWHERE 
AN 
 UNANIN 
CHAIN-LINK 
WIRE FENCE 


! it) (2) (2) (2 
| 
TAM 
Ask for Catalog 


THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, O. 


















































[BS agows,« SHARPE MIG. co. 
| STRATTON *** «gm * 
HANDLES 


Fer Small Teols, Utensils, Electrical Goods, Bte. 
Esameling, both baked end air dried. 


STRATTON MFG. CO., Stratton, Maine 








Robertson “Horse Shoe — Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panuma-Pasifie ; Mises 
Good profit. Write for price lst. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















vo0ee mane @08 66 RON Fall River, Mass., 
350 Breadway 


Waste — Mops — Wicking 
& Cleaning Cloths 
Sh Caulking Cotton — Chemical Cotton 
MASCO Send for samples and prices 
MASSASOIT MANUF AOTURING we 
New York Office 7 “aaa ma 








cLass “J JRE NOX” cutters E 


SPEED 
SERVICE 


QUALITY 
UNIFORMITY 


i 


“The Fools un Lhe Pruid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











Wright’s Jennings 
High Grade 
Auger Bits 


The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 
U. & A. 














MUA AM UIT 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 










i iii ] 7 


| iis Us Sx 


Lancaster 


ij i 








It pays to carry 
‘“‘BULLOCK’”’ Malleable Iron Saw Sets 
They will not break 


Bullock Mfg. Associates 
Springfield, Mass. 





Millions of Advertisements Yearly 
on Lorain Oil Burner Cook Stoves are increasing the demand every- 
where. Oonsider the reputation of the maker. Consider the number 
of actual sales made by tens of thousands of satisfied users. Go out 
and learn how supremely good the 1925 Lorain Burner really is. 
And make your own estimate of the profit you can earn by selling 
Oil Cook Stoves equipped with the Lorain High Speed Burner. 


AMERICAN STOVE COMPANY, St. Louis, Mo. 




















THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 
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A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Gettese Set wy ee Oe 
The mop that wrings by a twist of the 
nage = A 4 — ef water. Saves 


sedi ncmncorasig MOP CO., INC. 
New Orleans, La. 











58 YEARS AGO _, 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
ty. 











quali 
American Shearer Mfg. Company 
Nashua, N. H. 
OER 01 18 FT TI EEL EDIE LORE EIS 
THE GENUINE 
HUNTER’S SIFTER 
The Standard - World Since 
i 


The Fred J. Meyers Mfg. Ce. 
Hamilton, Ohie 




















Looking for a Hardware Store? 


The on © O86 op he ae 
Gpportunitics Section’’ of this paper 

By watching the FOR SALE ads ~¥ te 
reasonably sure to secure a good pa busi- 
ness at a fair price, or better still, jet the trade 
know the kind of a store you are looking for. 











Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
tipping Dillard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 


























AGE 
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HARDWARE 











An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Ketail Salesmen. 

No illustrations accepted for these pages. 

Allew seven words for Keyed Boz Number Address. 
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Each additional word.........++-eesee8. 
All Capitals, Minimum 50 words 
Each additional word.........c-esceee 
1 inch ‘*Box’’.. °* ° 
PG GS Bice cw cece eve ecnseesecssevesecséose 
4 insertions, 10% off; 8 insertions 15% off 
Remittance Must 
50% off the above rates for Positions Wanted Advertisemente 


Accompany Order 





Busi iain 


Help Wanted 


Sales Accounts Wanted 








Wanted to Purchase 
?) Hardware business in or around 
‘’ New York City on cash basis. 


Address Box G-382, care of Hardware Age, 
New York. 











FOR SALE: Best established hardware and 
implement business in good college town. Lo- 
cated in richest agricultural section of Central 
Kansas. Good railroad facilities, clean, up-to- 
date stock; invoice about $8,000. Will sell 
hardware or implements separate. Owners time 
taken up by other business. Bargain. Address 
Box G-380, care of Harpware Ace, New York. 


FOR SALE: Long established hardware store 
consisting of builders’ hardware, factory _—. 
auto accessories, paint, tools and genera line 
of shelf hardware. Reasonable price and long 
lease at low rental. Address Box G-372, care of 
Harpware Ace, New York. 








—— 


WANTED —To buy hardware store in city of 
twenty to fifty thousand; Northern Ohio, North- 
ern Indian or Northern Illinois. Se 


a 
ANDREWS, 108 E. 8th St., Cambridge, Ohio. 


HARDWARE BUSINESS FOR SALE—Old 
established, in best city of 12,000 in Southern 
Indiana; town surrounded by fine farming coun- 
try; 2 state highways and improved roads in all 
directions; industries, coal mining, large railroad 
shops and good manufacturing plants; store lo- 
cated in large modern room on best corner in 
city; occupies 2 floors and basement 40 x 110, 
with entrance on 2 principal streets; long time 
lease at extremely low rental; best of reasons for 
selling; business has always been profitable; fine 
opportunity for parties with capital; stock will 
invoice about $20, NO TRADE CONSID- 
ERED. Address Box G-394, care of HARDWARE 
Ace, New York. 


FIRST CLASS HARDWARE STORE in a 
growing city in Southern Michigan. Large steam 
heated store—three floors. Well balanced stock. 
Many exclusive agencies. Excellent farming 
community. Fourteen factories, two railroads and 
electric line. On paved truck line. High grade 
schools and college. Address Box G-398, care of 
Harpware Ace, New York. 











WANTED—SALESMAN to call on the hard- 
ware trade in several Southern States, represent- 
ing old established concern. Salary and ex: 
penses paid. Give age, experience and reference. 
ope Box G-392, care of Harpware AGE, New 

ork. 








WANT TO TRADE good Iowa farm for stock 
of hardware. Address Box 406, Greene, Iowa. 





Help Wanted 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s “Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 


WANTED: Sales Manager capable of han- 
dling force of field men and of proven selling 
ability. Must be experienced in stove lines. 
Give full particulars in first letter and inter- 
view will be granted. Address Box G-377, care 
of Harpware Ace, New York. 


EXPERIENCED SALESMAN in large hard- 
ware store in eastern part of Connecticut. Give 
particulars and references. Address Box G-386, 
care of Harpware Acz, New York. 











SALESMAN—Opportunity with manufacturer 
of well-known line of mechanics’ hand tools, for 
experienced young salesmen going to the good 
retail trade in San Francisco, Los Angeles, St. 
Louis, Philadelphia, Boston, New York and other 
large cities. Permanent position with a future. 
The right man can sell other non-conflicting lines. 
Address Box G-365, care of Harpware AcE, 
New York. 





WANTED—HIGH CLASS, experienced hard- 
ware salesman to represent jobber in Western 
North Carolina. State experience and territory 
now traveling. Address Box G-391, care of 
HARDWARE AGE, New York. 


ENAMELER—Thoroughly experienced, to take 
charge of plant making White Enameled Kitchen 
Utensils. Address Box G-359, care of HARDWARE 
Ace, New York. 


Positions Wanted 


_ HARDWARE MAN with 10 years’ experience 
in buying, pricing and handling general inside 
work for large hardware jobber, desires position 
as buyer; preferably in New York City or metro- 
politan section. Best of references. Address 
Box G-375, care of Harpware Acs, New York. 


HARDWARE EXECUTIVE, age 30, mar- 
ried. Well versed in all lines. Thoroughly 
competent to handle any part or take complete 
management of business. Open for position 
ahout January Ist. Address Box G-376, care 
of Harpware Ace, New York. 


A SALES EXECUTIVE with a successful 
record in selling the wholesale hardware trade 
in United States, Canada and foreign countries, 
seeks a position with a hardware manufacturer 
that can offer an opportunity for growth. Ad- 
i Box G-379, care of Harpware AcE, New 

ork. 




















SUCCESSFUL SALESMAN, with _ fifteen 
years’ experience selling hardware and electrical 
goods to jobbers, large retailers and department 
stores in the Middle West, is open for a connec- 
tion for next year. Unusually good references as 
to ability and character. Traveled for only two 
manufacturers during fifteen years. ddress 
Box 7082-A, care of Harpware Ace, Otis Bldg., 
Chicago, IIl. 


HIGH GRADE SALESMAN with broad gen- 
eral experience in building business desires to 
connect with a well established institution. For 
such a concern will undertake to raise capital on 
bond or stock issue and dispose of their product 
as well. Address Rox 7081-A, care of HARDWARE 
Acer, Otis Bldg., Chicago, III. 


RETAIL HARDWARE MAN, experienced in 
all departments, is now open for a connection. 
Best of references as to honesty and buying and 
selling qualifications gladly furnished. Ambitious 
to make connection with a first class hardware 
concern. Address Box G-396, care of HARDWARE 
Ace, New York. 


POSITION WANTED by experienced sales- 
man selling a factory line of cutlery, sporting 
goods, fishing tackle or an item of hardware. 
Route must be in the vicinity of the Northwest. 
Address Box G-395, care of Harpware AcE, 
New York. 


POSITION WANTED—Position with an up- 
to-date hardware company, where ten years’ ex: 
perience in the general hardware business would 
be appreciated and mutually enjoyed. Have had 
five years’ experience at buying and three years 
of store management. Thirty years of age, mar- 
ried, and can furnish excellent references. 
a Box G-397, care of Harpware Acre, New 

ork. 

















YOUNG MAN, 24 years old, Christian, desires 
to connect with wholesale house in New York 
about Jan. 1. Have had little over two years 
selling general hardware. Address Box G-390, 
care of Harpware Ace, New York. 








MANUFACTURERS’ | 
REPRESENTATIVES 


Combination of ten experienced, active 
}) salesmen will take on additional line of 
mechanics’ or carpenters’ hand tools. Have 


specialized in tools for many years, cal] op 
the jobbing trade in all parts of the country 
every ninety days and now represent three 
nationally known lines. 

To be of interest, must have reasonable 
amount of established business as we have 
demonstrated our success and cannot endeavor 
to develop an entirely new proposition. 

We solicit business from jobbers in hard- 
ware, accessory and mill supply fields on 
rigid jobbing policy and will not consider 
anything unless distributed exclusively through 
reputable jobbers. 


Address Box G-388 
care of Hardware Age, New York. ( 
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Manufacturers’ Agents 
Corporation 

With very desirable clientele, is in position 
to represent a manufacturer of high grade 
merchandise in the states of Michigan, Ohio, 
Indiana and Kentucky, on commission. 


RIFFEL-WEIR SALES CO., INC. 
Indianapolis, Ind. 


Oe ee ee 














WANTED—TO REPRESENT MANUFAC- 
TURER. Hardware or Sporting Goods to job. 
bers and large retail in Pacific Coast States. 
Twenty years’ selling experience with one of 
largest hardware jobbers in country. References. 
Service to begin March 1, 1925. Address Box 
G-389, care of Harpware Ace, New York. 


OLD ESTABLISHED manufacturers’ agents 
with large and valuable connections with hard- 
ware jobbers are open to receive additional sales 
representations for GREAT BRITAIN and 
IRELA! rge offices, warehouse and sample 
rooms in center of London. First class refer- 
ences from American manufacturers. dress 
Box G-373, care of Harpware Ace, New York, 


SOUTHERN REPRESENTATION: If you 
desire representation in the Southern and South- 
western states south of Ohio River, and have a 
standard line of goods to sell to the Wholesale 
Hardware, Drug and Notion trade, or any one 
of them, you have an opportunity of making 
arrangements with one of the most successful 
established firms who personally solicits this line 
of trade three to four times a year. We strictly 
limit our lines but have decided to add one more 
to our list. Members of the “Old Guard.” 
newer Sales Co., 265 Greenwich St., New York 

ity. 


ALL MANUFACTURERS of kitchen equip- 
ment wishing representation in the State of New 
Jersey are offered close contact with established- 
hardware and housefurnishing trade. Connec- 
tions desired with manufacturers of refrigerat- 











ors, stoves, ranges, cabinets, tables, chairs, 
woodenware, enameled ware, cutlery and _ kin- 
dred lines. Reliable references offered. Address 


Box G-399, care of Harpware Ace, New York. 





Sales Representatives Wanted | 


SALESMEN interested in attractive assort- 
ment of dog collars, dog harness, etc., to sell 
direct to retail trade. Recently organized manu- 





facturer of long experience in this line has good 
territory open for the right men. Only hard 
workers and those with representative lines need 
apply, 
letter. 
creas Md. 


—"., all details, territory, etc., in first 
P. O. Box 130, Patterson Post Office. 
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is the total number of replies for 1924 which have been received up to the closing date of thi 
issue and forwarded through this department to advertisers using Box Numbers. This does net 
include replies that have gone direct to advertisers using their signature. 





Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 











SALESMEN—Sporting Goods 
An Open Opportunity 


Covering the sporting goods hardware trade to in- 
troduce a new indoor-outdoor tennis innovation ) 
that is capturing the interest of everyone, and 
will become a national year-round sport and com- 
modity; unlimited channels of distribution with 
the finest background, enabling you to build a 
foundation and clientele; liberal commission ar- 
rangement. Write Association, Notlek Courts, 
Riverside Drive and 119th St., N. Y. 














MANUFACTURERS of full line household 
specialties want local representatives in all_impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and _ territory 
covered. We want none but those who can 
“‘make good.” For such “ Gyre is an 
excellent one. Address “S. H care HARDWARE 
Ace, New York. 





HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





We offer as a side line and on a straight com- 
mission basis a high grade well-known line of 
foreign made sporting shot guns, rifles, and 
automatic pistols. Only the applications from 
experienced salesmen of the very highest stand- 
ing and ability will be considered, those with 
established trade preferred. Write full particu- 
lars and territory covered. All applications held 
strictly confidential. Address Box G-383, care 
of HarpwarE AcE, New York. 





WANTED: SALES REPRESENTATIVE 
by manufacturer of Drain Pipe Cleaner, Boiler 
Liquid and Tile and Porcelain Cleaner. The 
man we are seeking is to be thoroughly ac- 
quainted with the Plumbing Supply trade and 
Hardware trade in Canada. He must furnish a 
satisfactory record. All replies will be confiden- 
tial. Address Box G-400, care of HarpWARE 
Ace, New York. 








SALES REPRESENTATIVES WANTED — 
Builders’ Hardware Specialty Manufacturer, old 
established line, desires experienced representa- 
tive for Western territory. Prefer Chicago man 
with at least five years’ traveling experience. 
State complete experience and references in de- 
tail. Address Box 7074-A, care of HARDWARE 
Ace, Otis Bldg., Chicago, IIl. 


REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
— Address P. O. Box No. 321, Salem, 

io. 


SALESMAN WANTED to cover the New En- 
gland territory by a concern who manufacture 
builders’ hardware specialties; one who is ac- 
quainted with the territory preferred. This con- 
cern is widely known among the trade both West 
and East. All replies considered strictly confi- 
dential. Address Box G-393, care of HarpWARE 
Acre, New York. 


TRAVELING MEN WANTED who can_en- 
joy and increase their sales from Saunders “* 
vell’s ‘‘Forty Years of Hardware.” It 
crammed with sales inspiration, background ~ 
ideas. $3.00 a copy. rder your copy now 
from Harpware Acg, New York. 














SALESMAN to carry as side line our Brass 
Ring Lawn Sprinkler for jobbing and depart- 
ment store trade. Address Keystone Mfg. Co., 
53 Wareham St., Boston, Mass. 








The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Terrey Razor Co., Worcester, Mass. 








Bail Dog-Grip” 


Manufactured by 
U. &. Clethes Pin Ce., Montpelier, Vt. 


1018 Unica 





ne 


pt. 
Bank Bidg., Pittsburgh, Pa. 


Economy 

Hose Attachments 
Fer connecting 

faucets. Slips By. pH = 


_eoneuy Mfg. Co. 
6850 Germantown Ave. 
Philadelphia, Pa. 






















Self —s Gas Lighter 
ne friction 


great 25¢ Sellers 
$10.00 per Gross to Agents 
Big profits easy to demonstrate 


Rapid Mfg.Ce.,10 E.14 8t.,N.Y. 








ELEVATORS 


requirements as to size, capacity 
and lift. 


The SIDNEY ELEVATOR Mfg. Ceo. 
Sidney, Ohie 











If it’s the best tool you can sell 


For Working Stone 
it’s ours 


Trow & Holden Co., Barre, Vt. 


Send for catalogue. 








America 


n Can 


Ta §6BLACK IRON nd 





American Can Company 


SILVER LAKE 
SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 

Oil, Melasses and 

airy Gates 


D G 
ection Pa 
Made in All Styles 
Syr St 
Co. 
Syracuse, New York 

















Perf ttern 
acuse am ping 
















So-Boss Cow Hobble 
and Tail Holder 


Sold by Jobbers 


Simonsen Iron Works 
Sioux Rapids lowa 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD CR4YON MEG. Co. 


DanVers, Masss. 























EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch apa ee and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 











BALE TIES 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 
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ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 


‘THES A XES| 


Seythes since 1912. Axes since 1880. 


RIXFORD cast tishngate,ve. 








|SCYTHES 








Taintor Positive Saw Set 
All steel. Fully 
Guaranteed. Send 


for Free Book. 





AINTOR MFG. C 


113 Pe St. x. "Y. City 








YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 


on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 
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“Surprised at the Clear Facts it Contains” 


—said a Contractor, and so will you! 


UCH enthusiasm as has greeted “The Milcor Guide” is un- 
usual, to say the least. Requests have already mounted high 
into four figures — thousands of Dealers, Contractors, Engi- 

neers and Architects promptly wrote for this book at the first 
announcement—and thousands more are expected. 

Get your request in at once if you have not done so before. You 
will find this book worth while—we promise you that! Or, if you 
know anyone, even a prospective builder, who might be interested 
in the Milcor Method of Firesafe construction, send us the names 
and we will gladly cooperate with you by sending the book to 
them, too. Firesafe, storm-tight, lightning proof, artistic Milcor 
Metal Roofs are not merely described in this book, but practical 
instructions for erecting them are given in detail. Similar valu- 
able data is included on Milcor Invisible Joint Metal Ceilings 
and other products. 

And this is a book that will help you to sell, for it is temptingly 
attractive and artistic—printed in five colors! 


° ° * .» Bear in mind that we are always 
Free Engineering Service slennd codiiehn dite kamen 


estimates or Quantity Surveys on those portions of any building involving 
the use of Milcor Products. No cost to you for this service — neither 
will you be obligated in any way. Make use of this service constantly. 


First of all—don’t put this off—write now for your “Milcor Guide”. 
Use the Coupon, a Post Card or a brief note. It’s worth while! 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 
Kansas City LaCrosse Minneapolis Chicago Little Rock Boston 


MILCO 


ARCHITECTURAL 
SHEET METAL PRODUCTS 








The Index of 
“The MiZ€OR» Guide” 
Suggests its Value 


Detailed Erection Instructions on Milcor 
Art Metal Roofing and Trimmings, Data 
on Measuring, Estimating and Erecting 
Metal Ceilings and Walls, Mechanical and 
Architectural Specifications with elaborate 
illustrations and comprehensive descrip- 
tions on Roofing, Ventilators, Skylights, 
Ceilings, Marquise, Cornices, Ceilings, 
Architectural Ornaments, eve: — all con- 
densed into such clear and understandable 
form that you are sure to value this book 
highly and use it constantly. 
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: MILWAUKEE CORRUGATING COMPANY, 


MILWAUKEE, WISCONSIN 


Gentlemen: Without cost or obligation to me, please 
send a copy of your new “*Milcor Sheet Metal Guide”’. 


Name 








City. State 





Line of B 
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Exclusive Improvements 


TTENTION to details has put 

the Sterling barrow in a class 

by itself. Self-lubricating bearings 

—Handle clamps instead of bolts— 

Riveted leg construction—Steel leg 
shoes—Keyed steel axles. 


These are Sterling improvements 
which lessen repair costs and add to 
the efficiency and durability of Sterl- 
ing wheelbarrows. These are the 
refinements that spell economy for 
your customers. 


Write for Catalogue No. 37 and Special Prices to Dealers. 
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RNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 


ST LOUIS, U. S. A. TRADE MAR RPEGISTERED 


in TRE wu SS PaTENT OFFICE IN THE U S&S PATENT OFFICE 


‘DIAMOND EDGE 1S A QUALITY PLEDGE — 


Shapleigh National Series No. 1229 


We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for 
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